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By Epwin N. Eacer 


, Worthwhile things deserve the best in protection 
Baltimore, March 15—The_ eastern 


territorial conference of the National 
Association of Insurance Agents opened 
its first full-fledged two-day convention 


tHE London & Lancashire 





LONDON & 
yesterday at the Lord Baltimore Hotel LANCASHIRE GROUP 
wit! - 300 ied ae L croup ! THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
with over agents, an . ny ee Qe PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
from 12 states and the District of Colum- COMPANY OF NEW YORK © ~—- STANDARD MARINE INSURANCE COMPANY, LTD. 
bia present. Heretofore these territorial (Fire Depotment) © += LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 





gatherings have been half-day sessions 
only fitted into the annual and midyear 
gatherings of the NAIA. 

A year ago the National Association 
decided to depart from its traditional 
practice of holding midyear meetings on 


a national scale and to undertake instead Baby Sitter page 


a series of five regional conferences 
throughout the country. The hope was 
that by this method a much larger num- 
ber of agents from each general area 


would attend a midyear convention than One of the staff of the Penn Mutual Home Office recently 
was possible under the former system. found himself with what has become a typical problem of Ameri- 
In addition cork 2 these sectional meet- can family life. He and his wife wanted to attend a formal dinner 
kage aeies to es ot — but their three children were down with measles. The regular 
cial interest to the producers in the baby sitters on the list would not risk taking the assignment for 
participating states. fear of carrying the contagious disease to some other babies. 
arte Vv. V. eee ee In desperation the father called a woman recommended by a 
_ oy sy lesa is bye egemy reer friend. For the same reason she was not available. In discussing 
vty : - ie sirens | pe oP NAIA the matter, the father remarked that he was with the Penn. Mutual, 
the convention leaders proceeded slowly whereupon she said that she was a beneficiary under her late 
and carefully to organize. Morton V. V. husband’s Penn Mutual insurance, which took such good care of 
White, Allentown, Pa., is chairman at her regular income that she did baby sitting only to enjoy spare 
this session, with A. C. Wallace, Goshen, time. She said she was so enthusiastic about her life insurance 


N. Y., vice chairman; William H. Wiley, 
Hartford, Conn., secretary, and E. Albert 
Rossman, Baltimore, treasurer. These 


benefits that she would make it her problem. 


four With Hi. Wart Munz, Patersod, Ni. J. She kept her promise, contacted the local school nurse, to learn 
constitute the general convention com- the proper precautions, and she herself came to act as the baby 
mittee. Mr. Rossmann, president of the sitter. 


Maryland Association, serves also as 

chairman of the local committee on ar- 

rangements assisted by George S. Rob- 

ertson of Baltimore, executive secretary pies 
of the Maryland Association. 


As the convention proceeded it gained 
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Prudential District 
Managers’ Meeting 
At Home Office 


President Shanks Reported New 
Business of $2,502,000,000; In- 
surance in Force $29,635,000,000 


INVESTMENT ACTIVITIES 


Total Assets Were $7,846,101,- 
629; Business Conference Cli- 
maxed by Dinner in New York 








The Prudential’s business conference, 
attended by more than 400 district man- 
agers from the field, was held at the 
home office in Newark, Monday to 
Wednesday this week climaxed by a din- 
ner at Hotel Commodore, New York, 
Wednesday, at which Holgar J. Johnson, 
president of Institute of Life Insurance, 
was the guest speaker. Carrol M. Shanks, 
Prudential president, addressed the con- 
ference Monday when he gave figures on 
last year’s operations. 

Prudential’s 1948 Business 

Total assets at the close of last year 
were $7,846,101,629, a gain of $525,000,000. 
Insurance in force stood at $29,635,- 
000,000, an increase of $1,690,000,000 for 
the ear represented by 36,481,000 poli- 
cies on the lives of more than 25,000,000 
men, women and children. The number 
of policyholders increased during 1948 
by almost 4%. Total production of new 
business in 1948 amounted to $2,502,- 
000,000 which was slightly less than for 
the previous year due to reduced debit 
business. Regular Ordinary production 
exceeded last year’s figure. Group life 
sales were $353,000,000. 

Industrial Securities Exceed Billion 

The company’s investment accomplish- 
ments, according to Mr. Shanks, reflect 
the results of the Prudential’s program 
of broadening its lending activities dur- 
ing recent years by making its financial 
resources available to a greater number 
of individuals and enterprises. 

Mortgage loans closed for the year 
were $644,123,000 which represented 
69,334 individual loans averaging less than 
$9,300 each. Real estate purchases were 
handicapped by “high asking prices and 
a scarcity of offerings with dependable 
long-term earning prospects” with the 
result that they amounted to only 
$13,000,000. The combined mortgage loan 
and real estate investment at the end of 
1948 was $1,829,332,000 which represented 
a substantial increase over the previous 
year. 

Industrial bonds of $391,714,000 and 
preferred stocks of $39,626,000 agere- 


(Continued on Page 8) 
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Like one out of every four people in our coun- 
try today, this man weighs more than he should. 

If he loses those excess pounds—brings his 
weight down to normal and keeps it there—he 
will look and feel better. Furthermore, he will 
probably live longer. Statistics show that if weight 
is more than 10 per cent above normal, life ex- 
pectancy is usually reduced about 20 per cent. 








Doctors say one of the reasons overweight 
tends to shorten life is that it puts an additional] 
burden on the heart and circulatory system. It 
has been estimated that 10 pounds of extra fat 
require the development of a half a mile of blood 
vessels. To maintain this excess body tissue, the 
heart has to work harder. Fortunately, with good 
medical care, overweight can usually be corrected, 





ICE HOURS it02pm and 6t07pe. 
: OR BY APPOINTMENT 








The first step in any weight reduc- 
ing program is to see the physician, 
for only he is qualified to determine 
your best weight. A six-foot man 
weighing 185 pounds may be 20 
pounds overweight if he has a slight 
frame, while if he has a large frame 
that weight could be considered 
normal. 


Ir Is WISE for people attempt- 
ing to lose weight to avoid “re- 
ducing drugs,”’ unless their own 
doctor prescribes them. Many 
drugs used for weight reduction 
are dangerous. They may overtax 
the heart or bring about other 
serious conditions. By faithfully 
following the program your doctor 
suggests, it is generally possible 
to lose weight surely, steadily, and 
safely. For more information, send 
for Metropolitan’s free booklet, 
“Overweight and Underweight.” 


Proper diet is essential for con- 
trolling weight. Most overweight 
occurs because the body takes in 
more food than it can use up as en- 
ergy, and the excess is stored as fat. 
The doctor will limit food intake, 
while making sure your diet con- 
tains enough essential elements to 
protect general health. 


COPYRIGHT 1949-——METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life 
Insurance Company 
on 


(4 MUTUAL 


COMPANY) 


1 Mapison Ave., New York 10, N. Y. 





Some exercise is necessary, but 
one should not expect to reduce just 
by exercising. Doctors warn you, 
would have to walk 36 miles to lose 
one pound. Strenuous exercise may 
also increase the appetite and 
make it harder to reduce. So, rely 
on your physician to recommend the 
proper exercise. 


Tuts advertisement is one of a 
continuing series sponsored by 
Metropolitan in the interest of 
our national health and welfare. 
It is appearing in two colors in 
magazines with a total circulation 
in excess of 34,000,000 including 
Collier’s, Time, Saturday Eve- 
ning Post, Ladies’ Home Journal, 
Good Housekeeping, Cosmopoli- 
tan, McCall’s, American Maga- 
zine, Woman’s Home Companion, 
National Geographic, Parents’, 
and Redbook. 





TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP IT! 
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New York City Association Sales Congress 


Speakers Include M. C. Muller, S. A. Monroe, Sadler Hayes, C. P. 
Gutmann and Vash Young; Theme of Meeting Was “Formulas 


Lundy, H. K. 


for Success— 


A Fieldman’s Field Day”; Harry Krueger, Heads Committee on Arrangements 


The program of the 29th annual all- 
day sales congress of the Life Under- 
writers Association of the City of New 
York, held, last week at the Hotel Statler, 
featured six speakers—all fieldmen— 
whose presentation of sales hints cov- 
ered various aspects of the business. 
This year’s meeting, which had for its 
theme “Formulas for Success—A Field- 
man’s Field Day,” was well received by 
those in attendance. The committee on 
arrangements was under the chairman- 
ship of Harry Krueger, general agent, 
Northwestern Mutual. He was assisted 
by Jack Manning, executive manager 
of the association and the following com- 
mittee chairmen: Harry Ard, Connecticut 
General, publicity; Robert I. Curran, 
Ir. Massachusetts Mutual, attendance; 
Michael J. Denda, Union Mutual, recep- 
tion; Lloyd Patterson, Massachusetts 
Mutual, program advertising; Wm. J. 
W. Merritt, Wisconsin National, photog- 
raphy. 

Speakers and their topics included 
Mark C. Muller, CLU, Phoenix Mutual, 
“Selling the Retirement Income Pack- 
age”; Stuart A. Monroe, Equitable Life 
Assurance Society, “Selling Tax Situa- 
tions’; Sadler Hayes, Penn Mutual, 
“Selling the Program”; Carl P. Lundy, 
The Prudential. “Selling, by the Debit 
Man”; Harry K. Gutmann, Mutual Life 
of New York. “Career Prospecting”; 
Vash Young, Equitable Life Assurance 
Society, “Be Kind to Yourself.” All 
speakers are associated with New York 
City agencies with the exception of 
Mr. Lundy who represents The Pru- 
dential in Philadelphia. 

Mark C. Muller 

Mr. Muller, who is a life and qualify- 
ing member of the Million Dollar Round 
Table, said that a man can make a 
comfortable living with a good retire- 
ment income package sales talk, but it 
should be brief and to the point. The 
prospect wants to know what the pro- 
gram you have in mind will cost and if 
it is drawn out he may become bored. 
Elaborate on the virtues of a retirement 
plan. Let your prospect talk. Whatever 
his ideas, you can readily pick up the 
discussion again with some general state- 
ment of agreement. Usually he will make 
some statement, such as, “What do you 
mean ?” 

Taking a hypothetical case, Mr. Muller 
outlined a retirement income plan on a 
blackboard for a man at age 40 who 
would like to retire at age 65. One of 
the features of this plan, as described 
by Mr. Muller, is that it gives clients 
more money to spend during the best 
years of their lives’ (between 40 and 
6) without sacrificing a penny’s worth 
ot income. He said that the reason most 
ot his clients have selected this plan 
above all other investments is because 
it guarantees twice as much income to 
them, Another advantage of the plan, 
Mr. Muller remarked, is that the client 
does not have to make any decision until 
le reaches retirement age. At that time 
he will be able to select intelligently on 
the basis of his financial situation vat 
that time. Mee 2 
Stuart Monroe _ 

Because tax situations have always 
een with us and always will be, Stuart 
Monroe said that it is up to the life 
surance representative to tell his 
clients to do something about them. 
Selling tax situations is not easy, he 
remarked, the underwriter must have 
the proper tax information. He must get 
the prospect interested, disturbed and 





By O iver J. JoNEs 


motivated and devote some of his time 
to studying the weakspots in tax situa- 
tions. Before selling tax situations, he 
said, know what you are talking about, 
read and study, be prepared, equip your- 
self and see the right prospects. 

Recommended by Mr. Monroe isa plan 
attractive to grandparents. An ideal form 
of investment for a minor child is life in- 
surance and a splendid vehicle for the 
grandparents to make an inconspicuous 
gift. He pointed out that it builds an 
estate for the child that it would take 
many years for him to adopt himself. 

Referring to the marital deduction, Mr. 
Monroe said that the people in the life 
insurance business have their work cut 
out for them. The life insurance man 
should work out a plan with the client’s 
attorney and by discussing the problems 
with the prospect he is building prestige. 
The marital deduction, he said, has also 
created a greater need for life insurance 
on the wife. : 

Members of closely held corporations 
are confronted with many problems, the 
speaker said. Many owners of stock in 
a closed corporation do not realize the 
tax difficulties that arise after their death. 
The value of corporation stock is not 
the book value and this should be called 
to the attention of the prospect and in 
addition, tell him how life insurance can 
help him solve his difficulty. 

Sadler Hayes 

After eight years of a war-born pros- 
perity, Sadler Hayes said, the seller of 
life insurance has been dethroned and 
the buyer is king again. The buyzr’s 
market is with us again and the sales- 
man returns to his rightful place in 
our national economy, World prosperity 
depends upon full production and full 
employment in this country and full pro- 
duction depends upon high continued 
sales. 

The one most important phase of our 
operation, Mr. Hayes said, is the num- 
ber of estate studies conducted each 
month. The reason for this he said is 
that you can’t do estate studies unless 
you are prospecting. You can’t do es- 
tate studies unless you are approaching 
people and getting information about 
their affairs. You can’t do estate studies 
unless you are analyzing this informa- 
tion and there is no point in doing es- 
tate studies unless you follow through 
with a presentation and a close. Doing 
a minimum number of estate studies 
each month is not easy because it again 
goes back to every phase of life un- 


derwriting, prospecting, approaching, 
presentation, closing and the follow 
through. 


About selling the program, Mr. Hayes 
said that the American public today is 
seeking security and the programming 
of a man’s estate is a further step to- 
ward that goal of security rather than 
just owning some life insurance. Sell- 
ing the program starts in the first in- 
terview in your approach and also repre- 
sents an opportunity to build tremendous 
prestige by justifying the service and the 
work that you are doing. 

Carl P. Lundy 

Commenting on his experiences as a 
debit man, Mr. Lundy said that basically 
methods of selling and prospecting on 
the debit are similar to those on the 
Ordinary basis. The value of good will 
is especially vital to the man on the 
debit because of his contact with people. 
They see him so often and his reputa- 
tion spreads very fast. 

About the services of a debit man, 


he said that because of the daily rou- 
tines they have to perform and the 
more business they put on the books 
the more service they have to render. 
He deals primarily with the woman of 
the house, which he said is an excel- 
lent source of future prospects. Men 
on the debit have a great source of 
prospects. One lucrative source is the 
young people getting jobs for the first 
time who should be approached through 
the parents. 

Another source is the new home and 
a new home is one that you have not 
visited before. After you finish collec- 
tions, call at new homes, keep an ac- 
curate record of your calls, and if you 
come around with a new idea you will 
get results. 

The debit man writes most of his 
big policies and most of his business 
at night. In most cases that is the only 
time that he can see the father, the 
career woman and the young people 
who work during the day. 

Commenting on prospecting by the 
debit man, Mr. Lundy said that the 
difference between success and failure 
lies in the conservation of time, and 
knowing when to stop talking. Our 
capital investment is time. If we want 
to increase our earnings we must in- 
crease our working hours. We don’t 
know at what point of the interview 
the prospect is ready to say yes so give 
him an opportunity to commit himself. 

Concluding, Mr. Lundy said that the 
greatest negative factor in selling is the 
proverbial slump, about which some- 
thing must be done. Don’t give up, he 
urged. Keep on canvassing for new 
applications to give yourself the required 
lift to pull yourself out of the slump. 

Harry K. Gutmann 

Mr. Gutmann, discussing his prospect- 
ing pattern, said that despite the fact 
it is an accepted truism that prospect- 
ing is 80% of successful insurance mar- 
keting, more emphasis has been placed 
on the agent’s thinking and training re- 
garding sales patterns than on prospect- 
ing patterns where it more properly 
belongs. Every day that you prospect 
without a prospecting pattern your op- 
portunities in this business are decreas- 
ing. 

Daily prospecting should have as its 
ultimate purpose the integration of the 
professional underwriter into life-long, 
continually-productive markets, he said. 
This is career prospecting. When busi- 
ness is relatively easy to write, the 
career prospector takes stock of him- 
self and his markets, appreciates that 
the honeymoon can’t last forever, and 
patterns his prospecting for the mul- 
tiple-need, multiple-contact prospect in 
consolidated markets. 

To be a success in the life insurance 
business, Mr. Gutmann offers the fol- 
lowing prospecting credo: Life insur- 
ance is a calling to be pursued with 
a basic humanitarian outlook. Knowl- 
edge is basic to career prospecting. Edu- 
cation should be a continuing program. 
A life insurance man overcomes the 
pitfalls of prospecting if he has strong 
personal drives, motivations and am- 
bitions. To be a ‘successful prospector 
the. life underwriter must have will- 
power and self-control. To be successful 
the prospector’s financial house must be 
in order. 

Commenting on the multiple-need 
prospect, Mr. Gutmann said that if a 
prospect is to contribute to the agent’s 
career he must be able to sell him not 





HARRY KRUEGER 
General Chairman 





Dramatic Incident 

A dramatic incident was_ injected 
into the proceedings of the New York 
City Association sales congress when 
Chairman Harry Krueger announced 
that a telephone call had been received 
by the hotel for J. M. T. Billson. Mr. 
Billson’s son, who is flying the air-lift 
in Berlin, was in town for two hours 
and Mrs. Billson put through the call 
to locate her husband. Mr. Billson, who 
is associated with the Gilbert V. Austin 
Agency, Aetna Life, Brooklyn, left im- 
mediately to call his home. 





once but several times. The single-need, 
one-sale prospect may make a minor 
career-contribution in an immediate fi- 
nancial way, but it is the multiple-need 
prospect who is most likely to provide 
the life-long, continually-productive mar- 
ket which we have set as the ultimate 
goal of career prospecting. The career 
prospector constantly exposes unfolding, 
multiple needs, remembering that a 
policyholder is a prospect until he has 
been sold to the limit of his ability to 
buy. We are frequently guilty of not 
exposing multiple needs, or if we do 
expose them, sometimes we are guilty of 
underestimating our policyholder’s in- 
creasing capacity to pay. Check your 
policyholder files and see how many 
you have sold but once. 


Vash Young 

Mr. Young, who gave an inspirational 
sales talk, told of some of his experi- 
ences when first he struck out on his 
own. During the past 25 years Mr. 
Young’s career has been an outstandingly 
successful one. He joined the Equitable 
Society in 1922 and rose rapidly to be- 
come a leading producer and had 
achieved Million Dollar Round Table 
membership within a few years. With 
his great abilities in life insurance, Mr. 
Young combined the broad viewpoint of 
a student of life and of his fellow men. 
He developed a philosophy of joyful liv- 
ing which worked wonders in his own 
career and which he shared generously 
with others. He became a_ popular 
speaker, disseminating his credo at con- 

(Continued on Page 6) 
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John Hancock District Leaders at White Sulphur 





Agents Cannot Be Apathetic ‘Toward 
Social Insurance, Says Paul Clark 


White Sulphur Springs, March 15.— 
Life insurance agents cannot afford to 
be apathetic toward the proposed “cradle 
to the grave” social security legislation, 
President Paul F. Clark of John Han- 
cock Mutual Life told the convention 
of district agency leaders held in White 
Sulphur Springs, March 14 to 16. 

“In our jubilation over the oppor- 
tunities for promoting life insurance 
sales based on social security,” said 
President Clark, “some of us have over- 
looked the large segment of our market 
which has disappeared because of the 
act. 

“Do not let the new market created 
by social security eclipse your sense of 
the loss of this old market if the pres- 
ent recommendations for increases in so- 
cial insurance are enacted into law,” he 
warned. 

Pointing to the sharp decline in life 
insurance sales experienced in England 
during the latter part of 1948, despite 
predictions made at the beginning of the 
vear that social legislation in Great 
Britain would have little effect on the 
life insurance business, Mr. Clark said, 
“The British have not lost their inde- 
pendent spirit—but there is a very prac- 
tical limit to the amount of money peo- 
ple can spend for protection against all 
the hazards of life. In 1948, 26 million 
British people paid a_ billion doilars 
annually in taxes toward social insur- 
ance!” 

Calling for renewed faith in the fu- 
ture of America, and the indomitable 
American spirit, President Clark said: 
“Regularly throughout the history of 
America, prophets of doom have arisen 
to announce that our frontiers are 
closed, that the productivity which made 
us great has been exploited to the full, 
that the ceiling has been reached on the 
production of goods and services and on 
opportunities for the individual, and that 
we must prepare to shoulder the respon- 
sibility of providing for those who can- 
not produce. 

“Tust as regularly, the course of our 
country has proceeded upward; new con- 





Keep Selling Skill in 
Balance, Says P. E. Eagan 


“Bring your selling skill and your 
knowledge in balance,” advised Paul E. 
Eagan. regional manager for Northern 
New England. of John Hancock Mutual, 
“and you will find the results to be 
far-reachines.” 

In describing the sales process to the 
convention of district agency leaders at 
White Sulphur Springs, Mr. Eagan said 
that the life insurance agent learns new 
facts to assist him in his job of selling 
everv dav. “Only when skillfully ap- 
plied, said he. “does new knowledge be- 
come truly effective.” 

Keeping selling skill in pace with 
knowledge, and keeping knowledge in 
balance with selling skill is a task the 
agent must work at every day if he 
wants to operate efficiently, Mr. Eagan 
pointed out. Said he: “Many a sale is 
lost when the presentation was well- 
organized and carefully prepared be- 
cause the sales story lacks motivation. 
On the other hand, sales can be lost, 
when too much emphasis is placed on 
the motivating story and not enough on 
factual data. Most human decisions are 
based on a combination of cold analysis 
and emotional drive. When the agent 
through experience and observation be- 
comes aware just what the balance is 
between these factors in each individual 
prospect, he is on the high road to suc- 
cess.” 





Boris, Boston 


PAUL F. CLARK 


cepts of a better life, higher standards 
enjoyed by more people, have kept pro- 
duction and demand in balance.” 

Said he: “America will continue to 
be a country of great opportunity and 
the life insurance companies will con- 
tinue to play an important part in its 
future, for as our country grows there 
is an ever-increasing opportunity for us 
to put our money to work. Our invest- 
ments help to create more jobs and turn 
out more goods and services for the en- 
joyment of living. The American system 
has not run down. It has almost unlim- 
ited possibilities for future growth and 
expansion.” 


President’s Trophy Winner 


It is more important to reinstate a 
thousand dollars than to write a new 
policy, according to John F. Meehan, 
district manager at Yonkers, and winner 
of the President’s Trophy, who spoke 
before the convention of district agency 
leaders at White Sulphur Springs. 

“Such attention to old policyholders 
is the mark of a leader,” said Mr. 
Meehan. “Men who do a good job in 
conservation inevitably increase their 
production of new business.” 


Describing the accomplishments of his 
agency which led to the winning of the 
President’s Trophy, Mr. Meehan at- 
tributed their success mainly to their un- 
surpassed spirit and enthusiasm. “Every 
member of the agency kept constantly 
in mind,” said Mr. Meehan, “that no 
accomplishment is complete until the 
last point is counted. With success 
practically assured the first of Decem- 
ber, the men of Yonkers continued to 
put everything into the job.” 





Pioneer Trophy Winner 


The technique of establishing a new 
sales territory was described at the an- 
nual convention of district agency lead- 
ers, in White Sulphur Springs, by 
Charles M. Parkhurst, district manager 
at Washington, D. C., and winner of the 
company’s Pioneer Trophy. 

Building a territory means cold can- 
vass, said Mr. Parkhurst and _ this 
method can be very successful if an 
agent is well organized and has devel- 
oped and perfected a canvassing tech- 
nique. A fact-finding survey to bring to 
light definite needs is the basis of Mr. 
Parkhurst’s method. Said he: “A sub- 
stantial volume of our business during 
1948 was the direct result of the fact- 
finding survey activity. We have en- 
deavored to cultivate good centers of 
influence in our community; tried to 
give them a picture of the kind of job 
we had to offer; the type of men we 
were seeking. Building a territory must 
be a well-organized and continuous ac- 
tivity in which all members of the 


_agency participate.” 


Group for Small Concerns as Seen by 
Henry Grossman Who Won Trophy 


Group insurance on small concerns is 
easier to sell than on large ones and 
there are more prospects in this field, 
according to Henry Grossman, district 
manager of the Cadillac district (De- 
troit) for John Hancock Mutual and 
winner of the 1948 Vice President’s 
Trophy. Speaking before the conven- 
tion of district agency leaders in White 
Sulphur Springs, Mr. Grossman said that 
the chances of selling small cases are 
greater and the field is less competitive. 

Mr. Grossman warned against the ten- 
dency to concentrate on manufacturing 
companies in soliciting firms of from 
25 to 100 employes. “Too often,” he 
said, “we overlook firms which are not 
manufacturers, such as_ stores, sales 
agencies, auto dealers, lumber dealers, 
milk distributors, wholesalers and other 
types cf small business. Find compa- 
nies erecting new buildings or plants or 
moving into larger quarters. Try to 
work on up-and-coming companies, pref- 
erably those with a new product, com- 
panies likely to grow and increase their 
number of employes.” 

It is often easier to secure a favor- 
able interview with an employer and 
businessman than with many types of 
personal prospects, in Mr. Grossman’s 
experience. He keeps a prospect file for 
group, just as he does for personal in- 
surance, and thus has group cases “in 


the mill” at all times, as he does for 
Ordinary and weekly premium. It is 
also important, he emphasized, to keep 
in touch with group prospects. Other- 
wise, when they are ready to buy, some- 
one else may get the advantage of your 
preliminary work. 

Pointing out that group is a fruitful 
source of prospects for personal insur- 
ance, Mr. Grossman said, “Many agents 
can testify to the large commissions 
resulting from the by-products of a 
Group case they have written. A new 
Group case means 25, 50 or more Ordi- 
nary ‘or weekly premium prospects. 
Then you have their children, their 
friends, as well as an opportunity to 
sell partnership or corporation insur- 
ance.” 





A. F. Norton on Enthusiasm 


An enthusiastic attitude toward life 
insurance is important, Arthur F. 
Norton, regional manager for south- 
ern .New England, told the John 
Hancock convention at White Sul- 
phur Springs. Said he: “It takes more 
than.enthusiasm to be a success in life 
insurance selling, but without enthusi- 
asm, success is impossible, even though 
all the other qualifications for success 
are present.” 

Mr. Norton illustrated his point with 


— 


Service Calls in Sales 
Seen by District Leader 


Service calls on policyholders are part 
of the sale, according to J. Milton Lay- 
ender, John Hancock agent at Troy, N. 
Y., and the company’s leading district 
agent who addressed the annual conven- 
tion of district agency leaders, at White 
Sulphur Springs, W. Va. 

“Tf life insurance is properly sold to 
satisfy needs, the service call is part of 
the sales pattern,” said Mr. Lavender, 
“because as needs change, the insurance 
program should be revised. I have found 
that even the least amount of detail 
work and service rendered can often re- 
sult in some very fine new business.” 

Mr. Lavender says he always makes a 
prospect feel that he has purchased be- 
cause of his own good judgment, rather 
than as a result of his sales effort. 
He makes a practice of carrying his own 
life insurance policies with him and 
showing them to the prospect. He be- 
lieves that the agent who relies on only 
one of two methods of prospecting can 
never hope to be successful as the agent 
who employs several. 

Said he: “My methods of prospect- 
ing vary from day to day, depending 
on the locality where I am working and 
the nature of the business I wish to 
secure. I am constantly seeking new 
names, sometimes through cold canvass 
—sometimes from members of my bowl- 
ing league and other organizations to 
which I belong—from the fellows I knew 
in my old job, from my milkman, the 
fellow who fixes my furnace—my gro- 
cer; in fact from every person with 
whom I come in contact.” 





Leading Assistant Manager 


Details make the difference between 
the average agent and the outstanding 
one, according to Jack Valt, Flushing, 
N. Y., leading assistant district manager 
of John Hancock Mutual. who spoke 
before the White Sulphur Springs meet- 


ing. 

Said he: “The importance of training 
men so that they know what to do 
every moment that they are in the 
presence of the prospect, cannot be over- 
emphasized. One afternoon each week, 
our staff review together the agent's 
manual analyzing the various contracts, 
settlement options and social security 
material. Then we drill and rehearse the 
proper presentation.” 

Attention to detail is also important 
in prospecting, Mr. Valt pointed out. 
“The more we know about the pros- 
pect,” said he, “the more information 
we secure about his day to day life and 
background, the better able are we to 
show the relation of insurance to his 
plans for himself and his family. Details 
are vitally important when selling suc- 
cess denends, as it does in life insur- 
ance selling, on the extent and quality of 
our business technique.” 





Chicago Managers Program 


Tames F. Ramsey, president of the 
Life Agency Managers of Chicago an- 
nounces that Ferrel M. Bean, general 
agent, John Hancock, has arranged a 
program for the Life Agency Managers’ 
conference on April 1 featuring E. J. 
Moorhead, executive vice president, 
United States Life, New York; James 
M. Royer, general agent, Penn Mutual 
Life. Chicago; Dudley Dowell, vice 
president New York Life, New York. 





examples of the force of enthusiasm 
right through the sales process, from 
prospecting, to the interview and to the 
sale. “Enthusiasm is power,” he stated. 
“It is the element which joins all other 
elements together, so that they work in 
harmony in the direction of outstanding 
accomplishment. It is absolutely ess¢t- 
tial to sustained achievement.” 
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‘ W. Dawson Addresses 
Mutual Field Meeting 


AFFIRMS CONTINUING POLICY 





First Meeting Since Election as Executive 
Vice President; Executives at White 
Sulphur Gathering 





Agency managers of Mutual Life of 
New York gathered at White Sulphur 
Springs, W. Va., last week and heard 
Louis W. Dawson, executive vice presi- 
dent, affirm continuing policies of ad- 
ministration, it being his first meeting 
with managers since his election. in 
January, 

Mr. Dawson, referring to the policies 
established by Lewis W. Douglas, chair- 
man, and the late Alexander E. Patter- 
son, president, said that in all activities 
of the company “the emphasis has been 
on the positive approach. 

“It is so easy to be negative,” he said. 
“The constructive, creative faculty is lots 
harder to exercise, because it must 
always try to come up with an answer. 
How can we do this better? How can 
we attain this end? The word ‘how’ 
displaced the word ‘whether’ and it 
makes the job harder but a lot more 
satisfying.” 

This spirit, he continued, develops in 
an organization a “forward looking, con- 
structive and creative outlook, always 
seeking to do a better job at lower cost. 
That is the spirit of American business 
enterprise, and we in the life insurance 
business should be its greatest leaders. 
We bring solace and security to dis- 
tressed millions. Don’t ever let us forget 
that, and don’t ever let us forget that 
that is the real purpose of insurance.” 

Roger Hull, vice president and man- 
ager of agencies, was chairman of the 





Provident Personnel Head 














HENRY BOSSERT, JR. 


Provident Mutual Life of Philadel- 
phia announces the election of Henry 
Bossert, Jr., aS personnel director, re- 
placing the late George D. Wood. 

Mr. Bossert entered the actuarial de- 
partment of the company in 1921. He 
was made an officer of the company 
with the title of manager of agency re- 
search in 1932, and has been assistant 
manager of agencies since 1941. His 
duties in the department included per- 
sonnel work as well as agency prob- 
lems, and it was due to his experience 
in this field that his promotion was 
made. 

Mr. Bossert is a member of the 
agency cost committee of the LIAMA, 
is an associate member of Actuarial 
Society of America and American In- 
stitute of Actuaries. He is ex-president 
of the Delaware County Choral Society, 
and is a Sunday school superintendent 
of the Broad Street Methodist Church, 
Drexel Hill. Because of pressure of bus- 
iness in the agency department, Mr. 
Bossert will not assume his new duties 
tor several months. 





FIDELITY LIFE DIRECTOR 
S. C. Atkinson, president and general 
Manager of General Films, Ltd., has been 
elected a director of the Fidelity Life 
of Canada. The company also announced 
that R. B. Hayes, F. A. S., has been 
‘ppointed actuary. 


week-long conference. Other officers 
participating included Leigh Cruess, vice 
president and chief actuary; Oliver M. 
Whipple, financial vice president; Henry 
Verdelin, vice president and manager of 
real estate; J. McCall Hughes, comp- 
troller; Donald B. Woodward and Clif- 
ford B. Reeves, second vice presidents; 
Andrew C. Webster, manager of selec- 
tion; Edward H. Wells, actuary; and 
Dr. Richard L. Willis, chief medical 
director. 

Mr. Woodward, in his address on the 
prospects for business in this country, 
told the agency managers that they could 
begin the second half of the Twentieth 


Century “with vastly more assurance and 
confidence” than they could have felt at 
the opening of the first half of the 
century. 

In 1900 the life insurance business 
faced an uncertain future, he recalled. 
“Tt lacked a very large number of meth- 
ods, techniques, and knowledge which 
are regarded as vital today, in selection, 
training, supervision, policies, contracts, 
public relations, promotion, compensation 
financing, underwriter security—and a 
host of others. Its market was limited 
in numbers, and the average income of 
the population would be considered at 
the level of poverty today.” 


MADE CO-GENERAL AGENT 
Appointment of LeRoy Schuller as 
co-general agent at El Paso for Lincoln 
National Life, in association with his 
brother, J. C. Schuller, Jr., has been 


announced. The El Paso agency will 
now be known as the Schuller Brothers 
agency. 

Mr. Schuller has had 15 years’ ex- 


perience as a successful producer, aver- 
aging more than half a million dollars of 
personal paid production per year. He is 
a member of the Texas Leaders Round 
Table and is a past president of the El 
Paso Association of Life Underwriters. 








Sometimes we wish AESOP 


Aesop was the master of the 
art of presenting complex 
material in simple language. 
Perhaps his talents would sim- 
plify one of our most impor- 
tant year-end tasks — explain- 
ing to our more than a million 
policyholders just what we 
have done with their money 
during the preceding year.We 
feel that the major problem is 
to give them a sound account- 
ing of our stewardship of 
their funds in non-technical language. 

Almost every type of business has its own 
technical jargon which is not easily under- 
stood by people unfamiliar with that busi- 
ness. For that reason, we try to tell the story 
of our financial progress clearly and readably 
in our annual reports to policyholders. 






worked for us! 


They are written 
in narrative style—short 
and concise — and suppie- 
mented by a unique state- 


ment of operations which 


shows clearly the way a life 


insurance company actually 


operates. A recent survey 


shows that our policyholders 


appreciate our efforts to 
simplify Mutual Life finan- 


cial statements. More of 


them are reading the reports 


Our 2nd Century of Service 


and finding them interesting. 

The Mutual Life report for 1948 — 
distributed in February — follows the 
same simple pattern. A copy was mailed 
to each of our policyholders, to all em- 
ployees, and to others interested in the 
Company. It’s yours for the asking, too. 


THE MUTUAL LIFE 


34 NASSAU STREET 
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Life Officers Seminar 
Plans for 1949 Sessions 


Plans for the 1949 sessions of the Life 
Officers Investment Seminar, sponsored 
annually by American Life Convention, 
through its financial section and the 
University of Chicago, through its 
School of Business, are progressing 
rapidly, it has been announced by Dr. 
Marshall D. Ketchum, director. Dr. 
Ketchum is associate professor of fi- 
nance at the School of Business, Uni- 
versity of Chicago. The seminar is to be 
held June 14 through June 25, at Beloit 
College, Beloit, Wis. Leading personali- 
ties in the economic and financial world 
have already accepted invitations to ad- 
dress the seminar student body this 
year. Among them are Dr. Sumner H. 
Slichter, Harvard University, who will 
discuss “The Outlook for Business Activ- 
ity”; Professor Harry Guthmann, North- 
western University, “The Demand for 
Funds, Business and Government”; Roger 
Valentine, economist, Halsey Stuart & 
Co., “The Sources and Volume of In- 
vestible Funds”; Professor Louis Shere, 
Indiana University, “The Impact of Tax- 
ation on Investment”; Dr. Benjamin H. 
Beckhart, professor of banking, Colum- 
bia University, “Trends in the Banking 
System”; John K. Langum, vice presi- 
dent, Federal Reserve Bank of Chicago, 
“The Federal Budget and Public Debt 
Policy”; and Jacob Viner, professor of 
Economics, Princeton University, “In- 
ternational Relations and Investment.” 

Also Charles C. Colby, chairman, de- 
partment of geography, University of 
Chicago, “Location Patterns”; Sam H. 
Schurr, United States Department of 
Labor, “Changes in Technology; Leo 
Wolman, professor of economics, Co- 
lumbia University, “Labor-Management 
Relations”; G. Corson Ellis, partner, A. 
T. Kearney and Co., Chicago, “Evalua- 
tion of Managerial Efficiency”; Roy 
Wenzlick, Roy Wenzlick and Co., St. 
Louis, “Trends in the Real Estate Mar- 
ket”; Jules I. Bogen, professor of fi- 
nance, New York University, “Railroad 
Securities”; Louis H. Whitehead, Louis 
H. Whitehead and Co., New York, 
“Electric Light and Power Securities.” 

Registration, which is open only to 
officers of member companies of the 
American Life Convention, has already 
reached a high level. 





COLUMBUS ASS’N CONGRESS 

The Columbus Life Underwriters As- 
sociation will hold its annual sales con- 
and will put on a_ testimonial 
luncheon for Dr. S. S. Huebner, April 
29. Dr. Huebner, who is president of 
the American College of Life Under- 
writers, will be the principal speaker at 
the sales congress. His subject will be 
“The Future Outlook of Life Insur- 
ance in Our Economy.” This will be 
the association’s 30th annual sales con- 
eress. President of the Columbus As- 
sociation is Edward T. O’Brien. 


gress 





N. Y. Sales eng 


(Continued from Page 3) 
ventions, lectures and meetings through- 
out the country. In the course of these 
activities, Mr. Young also wrote maga- 
zine articles and several widely read 
books, filled with practical optimism and 
dynamic inspiration. The success that 
Vash Young has achieved in life insur- 
ance and in life has been the direct 
result of his sincere interest in people 
and their problems. 

Instead of thinking about what you 
can get out of life, Mr. Young said, see 
what you can contribute. To be the sort 
of person you think you should be, work 
toward that objective. If you are not 
satisfied with past results, he remarked, 
change them. You are your own greatest 
asset. Don’t cheat yourself out of what 
you might earn, there is a big chance for 
the average person in this business. 











Chiff McMillen 
or 


All life insurance companies oper- 
ating in New York State are safe; 
but all companies do not serve the 


public equally well. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


#10 of a series — #9 appeared last week. 

















American National Reports 
Large Increases in 1948 


In his annual report to policyholders, 
at the recent annual meeting of Ameri- 
can National Insurance Co., W. L. 
Moody, Jr., president, presented the 
highlights of 1948 operations. 
in force increased by $125,404,329 to 
bring the total to $1,804,953,016. Assets 
increased $25,111,613 to reach $249,075,- 
559. Included in assets were $35,034,889 
of capital, surplus, and contingency 
funds to give the company a ratio of 
$116.36 in assets for each $100 of liabili- 
ties. 

Mr. Moody pointed out that the 
American National enlarged its staff 
considerably during 1948. A number of 
important operational changes were 
made in the field organizational struc- 
ture to increase growth and efficiency. 
New methods of accounting were insti- 
tuted to extend the service potential of 
field offices. Mr. Moody stated that the 
field organization ended 1948 with a 
gain over 1947 of more than 10% in 
new paid business. 





WITH PRUDENTIAL 25 YEARS 

Lewis C. Slesnick, head of the Buffalo 
district office No. 1 of The Prudential, 
was honored by office associates at a 
testimonial dinner recently. The affair 
was in recognition of Mr. Slesnick’s 25th 
anniversary of continuous service with 
the company. Mr. Slesnick has been in 
charge of the Buffalo district office No. 
1 for more than ten years. 
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HERMAN REINIS | 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
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Mutual Benefit Issues 
Second Employe Report 


Favorable response to the first report 
issued specifically for employes by Mu- 
tual Benefit Life, Newark, last year, re- 
sulted in the decision to issue another 
this year, according to Vice President 
H. G. Kenagy. This year’s report has 
been mailed to residence addresses of the 
home office staff, to retired personnel, 
agency and farm loan offices and city 
correspondents. 

Following the style and layout of the 
company’s home office staff newspaper, 
“Mutual Benefit Life” the contents of the 
special report include news stories, spe- 
cial features, pictures, charts, cartoons. 
A message from President John S. 
Thompson to the staff indicates stories 
are based on reports made by each de- 
partment head for the board of directors. 

In addition to news stories concerning 
company, departmental and employe ac- 
tivities during 1948, one special feature 
points up the place of the policyholder 
in the business. Entitled “Two of Our 
Bosses, Which Two”?, the article de- 
scribes the policyholders to whom the 
first and the last policy were issued in 
1948 and indicates how and why they 
became “bosses” whom even the board 
of directors want to please. 
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Joins The Prudential as 
Asst. to Vice Presidents 


LOCKWOOD 


JOSEPH E. 


The Prudential announces appointment 
of Joseph E, Lockwood as assistant to 
the vice presidents in the actuarial de- 
partment. During the past three months 
he has been engaged by the company 
as a private consultant on agency rela- 
tions and will continue in that field as 
assistant to Vice Presidents Valentine 
Howell and Pearce Shepherd. 

Mr. Lockwood has had a long career 
in life insurance both as an agency 
manager and in home office executive 
positions. Following graduation from 
University of Pennsylvania’s Wharton 
School of Finance and Commerce he 
went with Guardian Life of New York, 
becoming manager in several cities be- 
fore going to the home office in an ex- 
ecutive capacity. On outbreak of the 
recent war he was general avent in 
Philadelphia for Home Life of New 
York. He is a veteran of both World 
Wars and during World War II was a 
lieutenant commander in the Navy in 
command of a radar unit in the Pacific, 





Webster D. Adams Dead 


Webster D. Adams, 71, retired assis- 
tant secretary of New England Mutual 
Life, died March 8 at the Worcester 
Memorial Hospital, Newburyport, Mass., 
following a short illness. At the time 
of Mr. Adams’ retirement in July, 1948, 
he had been associated with New Eng- 
land Mutual for 52 years and was the 
company’s oldest active employe in years 
of service. 

Mr. Adams was president of the hos- 
pital in which he died, and a trustee of 
both the Institute of Savings and the 
Putnam Free School Fund in Newbury- 
port. 





LEADS OHIO STATE LIFE 


The Columbus agency of Ohio_ State 
Life produced more insurance in Febru- 
ary than any other agency of the com- 
pany, and is leading the company’s 
agency organization for the year, Wayne 
Lewis, of the Columbus agency, ranked 
first among all the personal producers in 
the past month. R. G. Leuzinger, general 
agent, is in charge of the Columbus 
agency. 





IMPROVED INCOME 
DISABILITY 


Pays $10 monthly per $1,000 to age 65 if dis- 
ability occurs before 55, and IN ADDITION 
MATURES the policy as an ENDOWMENT at 
65. Six mos. waiting period. Issue ages 18-50. 


NON-CAN. A. & H. NOW AVAILABLE. 


Samuel D. Rosan Agency, =<. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street., N. Y. C. 
Whitehall 3-7680 
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New Factors Seen in 
Estate Planning Work 


RECENT DECISIONS ON TRUSTS 





Attorney Samuel J. Foosaner Tells Life 
Supervisors of Some Recent 
Developments 





Greater care than ever in estate plan- 
ning, especially in connection with trusts 
in view of recent decisions, must be ex- 
ercised by life insurance advisers, in the 
opinion of Samuel J. Foosaner, attorney 
and tax expert of Newark, N. J., who 
addressed the Life Supervisors Associa- 
tion of New York last week. 

“In the field of trusts,’ said Mr. 
Foosaner, “the recent Church and Spie- 
gel cases give the estate planner much 
to concern himself about. No more far- 
reaching decisions have been rendered 
by the Supreme Court in recent years. 
Devastatingly holding that the corpus 
of a trust is includible in the gross 
taxable estate of the grantor even where 
the remotest possibility exists, by op- 
eration of law, that the property will 
revert to his estate, the impact of the 
two cases, and the Spiegel decision in 
particular, will be felt for months to 
come, 

“In stock purchase agreements, ex- 
treme care must be taken where the 
corporation is made a party. Corporate 
surplus and dividend distribution ques- 
tions must be meticulously avoided, 

“Gifts during lifetime, taking advan- 
tage of the new marital deduction and 
increased annual exclusions, keeping life 
insurance out of the insured’s estate, 
pegging business interest values through 
interest purchase agreements, and taking 
advantage of marital deduction in life 
insurance payment plans, constitute but 
a few of the problems which must be 
attacked. 

“There are many income tax saving 
opportunities both with respect to cor- 
porate and individual operations avail- 
able in estate planning. Different fiscal 
years, two or more classes of stock, de- 
ferred compensation and employe trust 
arrangements, are a few avenues open 
to corporations. Split-income privileges, 
special investments deductions, trusts, 
partnerships with children, and resorting 
to the ‘capital gains’ and ‘spreading in- 
come’ provisions of the law, are all open 
to individual taxpayers.” 





American United Passes 
400,000,000 in Force Mark 


The American United Life of Indian- 
apolis has released its annual financial 
report to policyholders. Commenting 
on some of the outstanding features 
of the company’s growth, President Les- 
lie E. Crouch states in his message: 
“Our 72nd annual report shows that the 
company is now over the $400,000,000 
mark in insurance in force, with assets 
exceeding $83,000,000, and that since or- 
ganization in 1877 we have paid out 
$199,818,558.58 to policyholders and bene- 
ficiaries.” 

On July 1, 1948, the company set up a 
contributory retirement plan providing 
lor the security of its employes when 
they reach 65. “The cost of the past 
Service benefits of this plan,” explains 
Mr. Crouch, “was charged against our 
contingency reserve, leaving a balance 
of $3,750,000 in this account, with $4,276,- 
000 as surplus unassigned.” 





MARKETING CLASS VACANCIES 


Ten vacancies in the Southern Metho- 

dist University, Institute of Insurance 
Marketing Advance Class, April 11 to 
May 5, are available to underwriters who 
desire to study such subjects as_busi- 
hess insurance, wills, trusts, taxes and 
estate analysis. A. R. Jaqua, director of 
the school, said that underwriters other 
than those who attend regular classes 
are eligible to attend advance classes. 


JAMISON BOSTON TALK 





Difference Between Successful and Me- 
diocre Agents Frequently Is Former 
Have Better Ideas 

John H. Jamison of Jamison & Phelps, 
general agents, Northwestern Mutual 
Life, Chicago, was one of the speakers 
at the annual conference of Boston Life 
Underwriters Association last week. De- 
claring that the difference between medi- 
ocre and successful agents is ideas he 
gave some examples, including those used 
by Royal Brown, Northwestern Mutual 
Life, Winston - Salem, N. C., and Harry 
T. Wright, Equitable Society, Chicago. 


The best way for an agent to get 
out of a rut, in his opinion, is to think 
up some new ideas of salesmanship; 
at least, new in the fact that the agent 
has not played them up before. New 
prospects are always available because 
there are many uninsured persons who 
want to protect someone, frequently 
grandchildren or other relatives, but 
they have never been approached for 
insurance. Mr. Jamison called attention 
to educational insurance. He said when 
his daughter Nancy was 10 he bought a 
$5,000 educational endowment for her. 
His other children, on reaching age 10, 
have also been covered. 


TO HEAR J. HARRY WOOD 


J. Harry Wood, CLU, executive vice 
president of the Massachusetts Protec- 
tive Association, Inc., and the Paul 
Revere Life, Worcester, Mass., is slated 
to address today’s meeting, March 18, 
of the Columbus Life Underwriters As- 
sociation. 


PACIFIC MUTUAL LOAN 
Pacific Mutual Life, Los Angeles, has 
completed an agreement with Van de 
Kamp’s Holland Dutch Bakers, Inc.; for 

a loan of $500,000 to the Bakers. 














Guaranteed Provider 


@ Our Guaranteed Provider Plan is something really different and very few, if 
any other companies have policies comparing with it. It was developed especially 
for those prospects who need Family Income or Mortgage Redemption Protection 
added to their present insurance. 


Briefly, this plan is decreasing Term Insurance which can run any number 
of years, from five to twenty-five. Even though the rate increases each year, ac- 
cording to the age of the insured, the actual premium paid each year decreases. 


This unusual Plan gives our field men a distinct advantage over their com- 
petitors. It permits them to set up a Family Income or Mortgage Redemption 
Plan around existing insurance, regardless of the company in which the insur- 
ance is carried. In doing this, it permits the policyowners to take advantage of 
the interest options in their old insurance (which, in most cases, are considerably 
higher than those in policies being issued today) during the period covered by 
the Guaranteed Provider Plan. 


To make certain our field men have plenty of prospects for this Plan, it 
ean be sold to sub-standard as well as standard risks and at low rates. Let us tell 
you more about this business-getting Plan. 


Benbers 
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Colonial Life Home Office Promotions 


Brown Vice President and Actuary; Thompson and Hopf, 
Superintendents of Agencies; Baer Director of 
Training; President Evans’ Annual Report 


Colonial Life of East Orange, N. J., 
has announced the election of William 
C. Brown, to vice president and actuary; 
Fred G. Thompson, formerly New Jer- 
sey state manager, and Rudolph Hopf, 
formerly Pennsylvania state manager, 
made superintendents of 


have been 


agencies, and Robert L. Baer, formerly 
administrative assistant, was advanced 
to director of training and sales pro- 
Mr. Thompson will supervise 


motion. 





Jean Raeburn Studio 


RICHARD B. EVANS 


the field activities of New York, New 
Jersey and Connecticut. Mr. Hopf will 
have headquarters in Philadelphia. 

Mr. Brown is an honor graduate of 
Queens University, Kingston, Canada, 
where he was a medalist in mathematics. 
Upon graduation in 1931, he entered the 


actuarial department of the Empire Life 
Insurance Co., Kingston. While with the 
Empire Life he completed the examina- 
tion requirements to become a Fellow 
of the Actuarial Society of America and 
of the American Institute of Actuaries. 
In 1941 he joined the actuarial staff of 
the Canadian Chief Office of the Pruden- 
tial of England in Montreal, and in 1943, 
joined Colonial as mathematician. One 
year later he was advanced to the office 
of assistant actuary. Successive advance- 
ments were to the offices of associate 
actuary in 1946, and actuary in 1947. 
In January of this year, Mr. Brown 
assumed the supervision of the technical 
operations of the company, including the 
actuarial, underwriting, Industrial policy, 
Ordinary policy and claim departments. 

Mr. Thompson was graduated from 
Princeton University with a degree in 
chemical engineering in 1932. His asso- 


ciation with Colonial Life started in 
1932 as a member of its agency staff in 
Yonkers. He was tratisferred to the 
Trenton, N. J., branch and advanced to 
the position of field manager in that 
office. He was brought to the home of- 
fice in 1935, serving as home office in- 
spector, and advanced to assistant secre- 
tary in 1940, after which he assumed 
the duties of agency supervisor. 

Mr. Hopf attended Lafayette College, 
eraduating with a degree in engineering. 
In 1933 he joined Colonial Life as a 
member of the agency staff in Easton, 
Pa.; was advanced to a field manager- 
ship in 1935; and subsequently promoted 
to the position of manager, serving in 
the companv’s branch office in Dover, 
Newburgh, Bridgeport and Mt. Vernon. 
He was brought to the home office in 
1946 in the capacity of administrative 
assistant until his appointment the fol- 
lowing January to the post of Pennsyl- 
vania state manager. 

Mr. Baer received his education in 
Pottstown, Pa., majoring in business 
administration. Prior to entering the life 
insurance field, he was engaged in time 
study work. In 1941 he was appointed 
to Colonial Life’s agency staff in Potts- 
town, and was made a supervising agent 
the following year. He was transferred 
to the Newark branch in 1943, and ad- 
vanced to a field managership in that 
office. He was made local manager of the 
company’s branch in Perth Amboy, and 
then assumed the office of manager at 
Elizabeth in 1945. Mr. Baer was brought 
to the home office in December 1946 in 
the capacity of administrative assistant. 


President Evans’ Report 


In reporting on the company’s opera- 
tions during 1948 at the recent annual 
meeting of the stockholders, President 
Richard B. Evans stated that the com- 
pany’s expanding services were reflected 
in an increase of 7.5% in premiums re- 
ceived, which totaled $7,404.974, an in- 
crease of life insurance in force of 
$15,166,243. the third largest in Colonial’s 
history. The total insurance in force at 
the year-end was $214,338,034 and total 
assets of the company amounted to 
$38,521,957, an increase of 8.1%. 

The financial strength of Colonial was 
improved by adding $372,737 to surplus 
funds and reserves, over and above 
those required by statute. 

Probably the most important milestone 
of the year was the moving of the com- 
pany home office into its new modern 
building in East Orange, which will 
facilitate substantial increase in the eff- 
cient service to our policyholders, Mr. 
Evans said. 


BUYERS TO HEAR WHITTAKER 

Edmund B. Whittaker, vice president 
of The Prudential, will be the guest 
speaker of Risk Research Institute, the 
insurance buyers’ organization, at its 
luncheon Thursday, March 24, in George 
Washington Hotel, New York. Mr. 
Whittaker will discuss: “Insurance Un- 
der State Disability Laws and Current 
Problems of Hospitalization Insurance.” 





Successful sales aids are 
a plus factor. In the most 
recent competitive ex- 
hibits of the Life Adver- 
tisers’ Association, our 
Company won the Sweep- 
stakes award, highest 
honor in its class. 


Yes, we are constantly 


devoting careful thought, 
and our productive fa- 
cilities, to giving our 
men tools which make 
the selling job easier... 
surer. 


When selling help is. 
wanted, our men turn to 
our COMPLETE sales 
promotion kit. 


AL 


Y P INE HOME OFFICE 
PORTLAN 


Rolland E. Irish, President 





Prudential Meeting 
(Continued from Page 1) 


gating $431,340,000 were purchased dur- 
ing 1948 and produced a year-end total 
of $1,096,556,000. This tops all previous 
peaks and is the first time that the hold- 
ings of industrial securities exceeded the 
billion-dollar level. Both bond and mort- 
gage loan investments made in 1948 
showed a slight increase in yield. 


Western Home Office in Los Angeles 


In his report, Mr. Shanks described 
the operations of Prudential’s new West- 
ern Home Office in Los Angeles. The 
new office was officially opened on 
November 15 and by the end of the 
year had a staff of 1,331 persons of 
whom only 377 had been permanently 
transferred from Newark headquarters. 
The Western office supervises all com- 
pany activities in Oregon, Washington, 
California, Arizona, New Mexico, Utah, 
Nevada, Colorado, Montana, Wyoming 
and Idaho as well as Hawaii. Its insur- 
ance in force at the year-end totaled 
$2,500,000,000 while its mortgage loan and 
real estate account amounted to $333,- 
000,000. Western operations are as au- 
tonomous as possible within the frame- 
work of general company policy, he said. 
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Early SECURITY 





Modern SECURITY 


Accident did not invent the 
original shield for the pro- 
tection of humans. 


Necessity has also forged 
today’s formula of personal 
insurance protection into an 
iron-clad means of fending 
off attack by income loss due 
to disability, old age or death. 


Early Security—Modern 
Security — Security Mutual, 
and a complete shield of per- 
sonal protection. 


Security Mutual 


Life Insurance Company 
INCORPORATED 1886 
Binghamton, New York 
Frederick D. Russell, President 














SAM HOLLANDER’S NEW POST 


Samuel M.. Hollander, Newark attor- 
ney, was recently appointed secretary- 
treasurer of the Federation of Insurance 


Counsel, succeeding the late John A. 
Millener, 


Millener of Rochester. Mr. 
who died recently, had served the or- 
ganization faithfully for many years. 





HONOR OSCAR SWENSON 


Actuary Oscar Swenson, Pacific Mu- 
tual Life, on March 1 celebrated his 
25th anniversary with the company, and 
was the guest of honor at a luncheon 
by officials of the company. 














BARCLAY 
7-1070 


JOHN 











HANCOCK 


PREreRRED 


>. AN 


MUTUAL LIFE 


RISK 
VUISTAN DIAN® 


Witeee LIFE 


ie 





HARRY GARDINER, GENERAL AGENT 


INSURANCE 


COMPANY 


OF BOSTON, 











225 
BROADWAY 


MASS. 














Ma 


lor, 
pe lit 


M 
Cour 
Foyl 
to tl 
first 
Two 
care 
Met: 
Thre 
ana 
he w 
ness. 
visio! 
ance 
appo: 
that 

Th 
was 
have 
years 
velt, 
New 
son, 
short 
typog 
Beat 


i 
Th 


requi 
stress 
dent 
weste 
celeb: 
Todd 
noted 
which 
assist 
Clark 
Jones 
from 
cussic 
in liy 
leadet 
Todd 
presid 
was 
Hotel. 
Ad 
ness | 
of th 
Evans 
the cc 


which 
leading 














ce 








March 18, 1949 


Gy 50th Year 






UNDERWRITER | 





Gis 50th Year 


Page 9 








Ulster Society Medal 
For Samuel Milligan 


AFFAIR AT WALDORF-ASTORIA 





British Consulate General and Society’s 
President Congratulate Metropolitan 
Life Vice President 





Samuel Milligan, vice president, Met- 
ropolitan Life, on March 11 was given 
the medal annually awarded by the 
Ulster-Irish Society of New York to 
those “of Ulster birth or descent who 
have enriched the arts, sciences and life 
of the people of the United States.” 
The award was made at the society’s 
annual banquet in Waldorf-Astoria, ci- 
tation being pronounced by Dr. Wesley 
Megaw of Fort Washington Presby- 
terian Church, chairman of the society’s 
historical committee. Congraulatory talks 
were given by Sir Francis Evans, British 
consul general here, John J. Cordner, the 
society’s president, and Charles G. Tay- 
lor, Jr., executive vice president, Metro- 
politan Life. 


Career of Mr. Milligan 


Mr. Milligan, born in Londonderry, 
County Derry, Ireland, was educated at 
Foyle College, Londonderry, and came 
to the United States in 1906 at 19. His 
first position was as a runner in a bank. 
Two weeks later he decided upon a 
career in life insurance and joined the 
Metropolitan in a_ clerical position. 
Through studying at night be became 
an actuary, and for a number of years 
he was in the actuarial side of the busi- 
ness. In 1926 he was given the super- 
vision of the company’s Ordinary insur- 
ance department, and in 1944 he was 
appointed vice president in charge of 
that department. 

The Ulster-Irish Society of New York 
was founded 23 years ago. Those who 
have received the society’s medal in past 
years include Mrs. Franklin D. Roose- 
velt, John Finley, former editor of the 
New York Times, General Hugh John- 
son, Dr. John R. Gregg, inventor of the 
shorthand system; Frederick R. Goudy, 
typographer; Dr. Robert A. Milliken, 
Beatrice Lillie and Amelia Earhart. 





Todd Agency Anniversary 


The importance of maturity as a pre- 
requisite for success in underwriting was 
stressed by Grant L. Hill, vice presi- 
dent and director of agencies, North- 
western Mutual, at the fifth anniversary 
celebration of the company’s John O. 
Todd agency, Chicago. Mr. Hill key- 
noted the agency’s theme of “Maturity” 
which included talks by Paul K. Frazer, 
assistant director of underwriting; A. C. 
Clark, assistant secretary; Laflin C. 
Jones, assistant director of agencies, 
irom the home office, and agency dis- 
cussions by Percy W. Cump, 1948 leader 
in lives, and Edwin .T. Naff, volume 
leader. Willis M. Foss, president of the 
Todd agency’s special agents association, 
presided at the afternoon session which 
was held at the Edgewater Beach 
Hotel. 

A dinner party which followed the busi- 
hess session was attended by members 
of the agency and their wives. L. J. 
Evans, assistant director of agencies of 
the company acted as toastmaster. 





E. O. MOWRER, SR., RETIRES 


EK. O. Mowrer, Sr., has retired as 
Akron general agent for Midland Mutual 
and has been succeeded by his son, E. 
©. Mowrer, Jr. Mr. Mowrer, Sr., signed 
his first contract with Midland Mutual 
in 1907 and has been Akron general 
agent since 1915. He will continue as 
a representative of the agency, but ex- 
pects to devote a good deal of time to 
travel and research in the fields in which 
he is particularly interested. 

Mr. Mowrer, Jr., has been associated 
with the company since 1934, while he 
was still a student. He has been a con- 
sistent member of the President’s Club, 
which is composed of the company’s 
leading representatives, 





MADE HEMPSTEAD MANAGER 

Ivan Vrbanich, who for the past 12 
years has been an assistant manager of 
The Prudential in Detroit, has been ap- 
pointed manager of the company’s dis- 
trict office at Hempstead, N. Y. He re- 
places S. Ellsworth Lewis who retired 
recently. A native of Detroit, Mr. 
Vrbanich attended Wayne University. 
He joined Prudential as an agent in 
1937. Promotion to assistant district 
manager followed in 1943. 


PITTSBURGH DINNER MEETING 

The joint dinner meeting of the Pitts- 
burgh Life Managers Association, Pitts- 
burgh Life-Trust Council, Corporate 
Fiduciaries Association of Allegheny and 
the Allegheny County Bar Association, 
will be held March 29. Speakers wiil be 
Robert Dechert, home office counsel, 
Penn Mutual Life, and member of the 
firm of Barnes, Dechert, Price, Smith 
and Clark. He will discuss ‘Present Day 
Estate Planning.” 


NAMED BY LIFE CO. OF GA. 

E. L. Luther has been named manager 
of the Owensboro, Ky., district of Life 
Insurance Co, of Georgia. He formerly 
served as Kentucky division general 
agent. Other appointments include the 
following men who have been promoted 
from agent to special agent: M. E. 
Buford and A. K. Robinson, Nash- 
ville; J. P. Goolsby, Lexington; T. E. 
Jordan, W. F. Cook, Jr. and B. 
E. Carpenter, Savannah; and J. J. 
Laperouse, Lafayette. 








SKIN CANCER 


GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 


sYokyo] exet-1] MeColcellatoliitoMMmulotimm oleh Ze] (-1l mel 


all cancers, begins with an elevated nodule 


having a smooth surface which, after a period 


of time breaks through and ulcerates. The 


ulcer may heal, only to break through 


again. If properly diagnosed and treated 


skin cancer can be entirely eradicated, 


but like any malignancy it may, if neg- 
lected, become permanent and incurable. 






‘Drawing by Jean E. Hirsch 


Longer life for people past 40 


Commonest form of cancer—and 
the most readily curable—is cancer 
of the skin. Because it is visible from 
the start, appearing as a blemish, it 
is usually promptly diagnosed and 
treated. Nearly 100% of such cancers 
can now be eliminated. 

An estimated 80,000 Americans 
were rescued in 1948 from death due 
to cancer of all types. Medical science 
cured their affliction to the point 
where they will experience no trace- 
able recurrence. What’s more, the 
number of persons so restored to 
health promises to be larger this year, 
and still larger the next. 

As men and women are more alert 
to cancer and report suspected symp- 
toms earlier, even more heartening 
advances will be made in diagnosing 
and combating this disease. Right 
now, many thousands of persons are 
enjoying a new lease on life because 
modern medical techniques have rid 
them of cancer of the colon, the 


stomach, the breast, and other areas. 


While cancer in certain parts of 
the body still defies treatment because 
of inaccessibility or difficulty of de- 
tection, the whole picture with respect 
to this disease is steadily brightening. 
And, because cancer is essentially an 
ailment of later years, this progress 
marks another achievement in geri- 
atrics — the science of helping older 
people enjoy life longer. Through 
geriatrics, the individual of 40 is more 
likely than ever to attain a full three 
score and ten years of pleasure and 
accomplishment, free of “old age” 
diseases and free of the fear of them. 


As important as good health in 
those later years is financial solvency, 


based on a sound program of savings 
and life insurance. And, like your 
good health, your financial well- 
being calls for competent periodic 
counseling. Your NWNL agent, paid 
not primarily for how much insur- 
ance he sells you but for what you 
keep in force, has a strong personal 
interest in providing you with exactly 
the right kind and amount of life 
insurance, measured by what you 
need and can afford. He can help 
you plan wisely for a financially com- 
fortable future through life insurance. 


FREE PAMPHLET: “Catching Up 
With Cancer’ tells in simple terms of 
progress to date and the outlook ahead in 
treating this disease. Sent free on request. 


NORTHWESTERN Vationadl LIFE 


INSURANCE 


“4 S} 
4 SECURITY 





R.G. Stagg, President \s FIRST 


COMPANY 


7) O. J. Arnoid, Chairman 
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Minneapolis, Minnesota 


This is a reproduction of NYNL’s latest national advertisement 
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Testimonial Dinner To J. A.Stevenson 





Left to right: 


Vice President; John A. Stevenson, President; 


In honor of John A. Stevenson’s tenth 
anniversary as president of Penn Mutual 
Life a testimonial dinner was_ held 
March 11 at The Barclay in Philadel- 
phia. The affair was given by the Penn 
Mutual General Agency Association and 
present were 21 fieldmen and 7 gen- 
eral agents from all parts of the coun- 
try, chosen by lot, and the officers of 
the association. Three trustees of the 
company were at the dinner, Senator 
George Wharton Pepper, William C. 
Hunneman, Jr., president of William 
Amer Co., and Arthur C. Kaufmann, 
vice president and director of Gimbel 
Brothers. With officers of the com- 
pany, the total attendance was 65. 

_ President Stevenson was _ presented 
with a silver tray suitably inscribed, the 
presentation being made by Kenneth 
W. Conrey, general agent, Pittsburgh, 
who is president of the association. Vice 
President Eric G. Johnson was _ toast- 
master. 

In his address of appreciation, Presi- 
dent Stevenson said: “Because of the 
nature of our business, I suppose, we 
are inclined to take the attitude that 
everybody has an opportunity to buy life 
insurance. Yet you probably have seen 
the article by the Superintendent of In- 
surance of New York State pointing out 
the results of a recent survey by New 
York Savings Banks showing that 20% 
of their savings bank policyholders had 
never been asked to buy life insurance. 
Moreover, a similar survey among the 
general public in Massachusetts, con- 


James M. Royer, Chicago General Agent; 


Eric G. Johnson, 
Kenneth W. Conrey, Pittsburgh, 
General Agent; Senator George Wharton Pepper; Joseph Marr, Washington, D. C., 
General Agent. 


ducted by Facts and Figures, Inc., in- 
dicated that, among all the people in- 
terviewed, 14% had never been asked to 
buy life insurance, and among those 
who didn’t own life insurance, 40% had 
never been asked to buy. 

“We recognize that the leadership of 
our business in the future depends, in 
large part, upon our continued capacity 
to demonstrate that our business meets 
a basic human need. We see a great 
deal in the papers these days about the 
probable expansion of Social Security. 
But there can be no question that the 
highest type of Social Security is se- 
curity created and developed by men’s 
own efforts. The extent to which we de- 
pend on the state to provide the things 
we desire and need, to that extent we 
sell our right to the freedom which, by 
inheritance, is justly ours. 

“The story of life insurance in this 
country is an American success story 
in which there are some glorious chap- 
ters—but there are many chapters still 
to be written. Just as the statements 
about the ‘safety of life insurance’ are 
accepted today because actual experience 
has borne out the reliability of these 
claims, so the picture of a great public 
service and personal service institution 
will be accepted in the future only to 
the extent that you people in the field 
make this picture a reality: Not merely 
by increasing production—but by build- 
ing protection. Not in pride at the posi- 
tion we now hold—but in cooperation 
and helpfulness and human understand- 
ing. Not in treading old paths—but in 
blazing new trails which to more and 
more people will bring greater security.” 





To Hold Hearings Before 


Launching Insurance Probe 


Washington, March 14—A study of 
all phases of the proposed life insur- 
ance investigation is to be undertaken 
by a five-man subcommittee of the 
Senate Judiciary Committee prior to a 
decision by the committee on whether 
or not to approve the investigation. 

Following the committee meeting to- 
day, Chairman Pat McCarran (D., Ne- 
vada) said he would name the subcom- 
mittee later this week. The committee 
was considering a concurrent resolution 
introduced by McCarran and in the 
House by Representative Emanuel Cel- 
ler (D.,. New York) calling for an in- 
vestigation of alleged anti-trust viola- 
tions by the life insurance industry. 
The probe would be conducted by’ a 
joint committee made up of members 
of the Senate and House Judiciary Com- 
mittees, 

The Senate committee felt it should 


have further detailed information con- 
cerning such important questions as the 
scope of the investigation and the juris- 
diction of the joint committee. It there- 
fore determined that hearings on the 
resolution should be conducted and 
asked that Senator McCarran appoint a 
subcommittee for this purpose. 


the hearings the subcom- 
mittee will make its recommendations 
to the full committee. If the subcom- 
mittee gives the inquiry the green light 
and the full committee follows suit, 
the resolution then will go to the Senate 
rules committee for action before reach- 
ing the floor. The Celler resolution is 
pending before the House Rules Com- 
mittee and will not be acted.upon until 
hearings are requested by Celler. He 
has indicated he will wait for Senate 
committee action before making the 
request. 


Folk wing 


EDWARD J. CLARK DEAD 


Edward J. Clark, 65, associated with 
the Bankers Life & Casualty Co., 
Columbus, died recently at his home. 


Plan Big Utility Loan 

Washington—Three insurance com- 
panies, Prudential, Metropolitan and 
Equitable Society of New York, will buy 
a $37,000,000, 34% issue of debentures 
from Potomac Electric Power Co., 
Washington, if approved by supervisory 
authorities and the Public Utilities Com- 
mission. 

The utility company plans to use the 
financing in part on a construction pro- 
gram, also to retire preferred stock and 
bank loans. 





DALLAS GENERAL AGENT 


Gordon Durden has been appointed 


“general agent for Dallas and eleven sur- 


rounding counties by Pan-American 
Life. Prior to his association with the 
Pan-American, Mr. Durden was asso- 
ciated with the agency force of a promi- 
nent Texas insurance company. He was 
at one time division operations super- 
visor and later superintendent of the 
Dallas operations for the Postal Tele- 
graph-Cable Co. and served in the Ma- 
rine Corps during World War II. 

Mr. Durden is a graduate of the In- 
stitute of Life Insurance Marketing of 
Southern Methodist University. He will 
have as his associate W. P. Crisler who 
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AGENCY OPPORTUNITY 





General Agent of old eastern com- 
pany desires to engage outstanding life 
insurance salesman who also qualifies 


with successful experience in agency 
management. Age, 30-38. College 
graduate. 


Salary-commission, with door open 
for advancement in near future. Agency 
producing 5 million, 45 million in force, 
large Pennsylvania city. 


All replies personal - confidential. 


Write, giving facts to 

Box 1861, The Eastern Under- 
writer, 41 Maiden Lane, New 
York 7, N. Y. 























has represented Pan-American in‘ Dal- 
las for the past eight years. 








Total Bonds ....... 
Preferred Stocks .... . 
Mortgage Loans: 


Loans on Policies . ... . 
Home Office Building .. . 
Other Real Estate. . .. . 


Miscellaneous Assets .. . 


the Company . 


Investments ee eer 
Unassigned Surplus . . 





97th ANNUAL STATEMENT 


as of December 31, 1948 


ASSETS 
Ee ary), ee | 2,039,416.74 _ 1.8% 
Bonds: 
U. S. Government . . $25,934,906.59 23.5 
Canadian Government . 2,273 ,656.99 2.1 
Other Government and 
Municipal . . . 663,385.09 6 
Public Utility. . . . 13,163,368.18 11.9 
N OS eae eae e 6,407 ,368.41 5.8 
a a ae 3,256,178.55 2.9 


F. H. A. Insured. . . 18,752,031.33 17.0 
Veterans Guaranteed . 8,857,080.15 8.0 
Conventional . . . . 16,433,986.98 14.9 
Total Mortgage Loans . . . . OF ny 44,043,098.46 39.9 


Property Sold Under Land Contract. . 


Premiums in Course of Collection Ae het 
Interest and Rents Due and Accrued. 


Total Admitted Assets . . . 
LIABILITIES 

Policyholders’ Reserves present value of outstand- 

ing policies and annuity contracts, including 

disability and double indemnity benefits. . 

Policyholders’ Funds present value of proceeds of 

policies, dividends, etc., left on deposit with 


Claims awaiting proof and not yet due . .. . 
Miscellaneous Liabilities including Taxes, Ex- 
penses, Interest paid in advance, etc. . . 
Dividends apportioned for one year, deferred divi- 
dends payable after one year, and 
$41,809.64 dividends accrued. . oe 
Surplus Funds Contingency Fund for Heuvelen of 


Total Liabilities and Surplus Funds re ae 


" Berkshire 


LIFE INSURANCE COMPANY 
INCORPORATED 1851 
HARRISON L. AMBER, President 





51,698,863.81 46.8 
1,063,785.00 1.0 


*  2,376,053.57 2.2 
§,740,918.79 5.2 
578,000.00 5 
124,550.07 | 
2,151,863.69 2.0 
504,508.45 5 
28,985.82 


$110,350,044.40 


. 7 . e 


7 . e 





$ 87,715,128.00 


17,563,675.59 
524,815.41 


379,016.42 


786,809.64 


350,000.00 
3,030,599.34 


$110,350,044.40 





PITTSFIELD, MASS 
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Outlines Principles 
Of American System 


M. I. SCOTT N. Y. CLU SPEAKER 


Says Creation of Broader Objectives 
Will Assist in Creating a 
Stable Society 


“Rreedom of individual opportunity is 
the secret of American achievement, of 
our wealth and high standard of living,” 
Martin I. Scott, national president of 
the American Society of Chartered Life 
Underwriters, said in an address before 
the New York CLU chapter, this week 
at the Hotel Martinique. “Our Amer- 
ican system is based upon five funda- 
mental principles,” Mr. Scott said. “The 
right of private ownership of property, 
the principal of the maintenance of a 
iree market, the profit and wage incen- 
tive, competition and government regu- 
lation.” 

Commenting on the private enterprise 
system, Mr. Scott said that although 
there are many unsolved problems their 
solution should be handled in the Anter- 
ican way and not in a way that will 
cause the gradual disintegration of the 
American system. “Life insurance is 
typical of the private enterprise system,” 
he said, “and its stability has been un- 
broken by panics and depression, and 
most life insurance companies, over the 
years of their sustained growth, have 
left behind the concept of a purely com- 
mercial enterprise and have developed 
the idea of service to be offered the 
public on a professional basis. 

Life Insurance Services 

“We in the life insurance business 
have informed the American people just 
what the services of life insurance are. 
Under life insurance contracts, com- 
panies guarantee dollars for delivery in 
the future and I believe that we have 
a right to expect that this dollar of 
income will have the same purchasing 
power when it is used as it had when 
the contract was purchased. 

“The institution of life insurance,” he 
continued, “must accept its obligation 
by expanding its facilities in all forms 
of insurance that may be underwritten 
on a sound basis so that we will be in 
a position to offer private enterprise 
these facilities. Furthermore, it is the 
responsibility of private enterprise to 
create and build, with the cooperation 
of their employes, their own employe 
welfare plans to provide for adequate 
retirement, hospital, surgical and medi- 
cal services for the employes and their 
families. 

“Many underwriters today are still 
selling life insurance as a commercial 
commodity,” Mr. Scott said, “People in 
general do not have financial training. 
If the underwriter has proper back- 
ground and training in economics, fi- 
nance, and basic principles of life insur- 
ance, and a professional concept of his 
responsibility he is in an ideal position 
to serve, and to serve on a professional 
basis. The public is placing increased 
trust and dependence on the qualified 
life underwriter to which he must re- 
spond in a more conservative and pro- 
fessional manner than is generally done 
today. Since a man enjoys respect in 
his profession only to the extent that 
his clientele and professional associates 
place trust in him and his ability, it 
naturally follows that we must respond 
by never being other than sincere in our 
conduct and advice. When a life under- 
Writer allows personal interest to inter- 
lere in his advice, he is betraying the 
trust and confidence placed in him. 

_ “In this critical period, a period which 
is far more dangerous than is generally 
realized, it is the duty of every American 
to become informed regarding the eco- 
nomic basis of the American system. 
Careful studies conducted by various 
organizations disclose that the American 
People believe in our economic system 
but they do not understand its under- 
lying factors and how it functions.” 
Broader Objectives 

sl . . a 

it is my feeling that the American 
ociety of CLU cannot reach its proper 
position in our country unless we create 
toader objectives. Our basic objective 


Che 50th Year 


is the broad education of the life under- 
writer. To expand our concept of educa- 
tion to a program which will assist the 
American people in completely under- 
standing the economic basis of our 
American system would enlarge our ob- 
jectives on the basis of unselfish service 
to our country. Our concept of profes- 
sional service must be much deeper than 
it has been and we must eliminate from 
our thinking any idea of creating special 
interest and our concept of operation 
must be based upon an unselfish program 
for the welfare of our country. By 
carrying out these things unselfishly, we 
will assist in creating a stable society.” 


Again in 1948... 


Oe 50th Year 


Actuaries Club of Texas 
Launched With 30 Members 


Thirty actuarial representatives of 
major insurance companies organized the 
Actuaries Club of Texas Saturday March 
12, at a meeting held in Stoneleigh Hotel, 
Dallas, with Paul V. Montgomery, vice 
president and actuary of the Southland 
Life, Dallas, elected president. 

Other officers are Everett Brown, 
actuary for Southwestern Life, Dallas, 
vice president, and Lloyd Friedman, as- 
sociate actuary for Great Southern Life, 


more 


More new Ordinary sales, 
totalling $315,328,617... 
up 26.69% over 1947. 
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now totalling $1,922,202,606, 
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Houston, secretary-treasurer. These of- 
ficers, together with H. Raymond 
Strong, actuary for American Hospital 
and Life Insurance Co., San Antonio, 
and George B. Pattison, actuary for 
Rio Grande National Life, Dallas, com- 
prise the executive committee. 

Membership is open to all qualified 
actuaries for companies in Texas and 
adjoining states. All who join by June 
1 will be considered charter members. 


Manufacturers Life has named T. 
Reginald Lamon district mortgage super- 
visor in northern and _ southwestern 
Ontario and in the United States. 


including Group...up $344,703,730, 
or 21.8% over 1947. 


occidental life 


INSURANCE COMPANY 


of California 
V. H. JENKINS, Senior Vice President 


"We pay agents lifetime renewals —they last as long as you do” 
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Mind Attitude as Seen 
By Richard E. Pille 


TALK AT LONG ISLAND CONGRESS 





Cornerstone Philosophy for Agents Is 
Faith in Life Insurance and Self- 
discipline to Maintain It 


Richard .E. Pille, director of agencies, 
Mutual Benefit Life, discussed attitude 
or state of mind in a talk before the 
Long Island Association of Life Un- 
derwriters sales congress, held in Gar- 
den City. 

Such attitude is more than a mere 


determination that it be positive, opti- 
mistic, sound, he said, but directly re- 





PILLE 


RICHARD E. 


flects one’s personal philosophy of busi- 
ness and of living. In a complicated, 
complex world the need for all Ameri- 
cans to have a strong philosophy has 
never been greater. That’s especially 
true for life insurance agents whose 
work constantly subjects them to the 
influence of others. The agent needs 
more than most a philosophy strong 
enough to provide faith in life insur- 
ance and the self-discipline to maintain 
it. In his opinion three factors are so 
basic that they can provide cornerstones 
for the rest. He outlined the three in 
this way: 
Job Security, Satisfaction and Pride 
in Work 


“How do we think of our business in 
terms of personal earnings and personal 
security? Do we appreciate sufficiently 
—one, our professional pay—a fee plus 
retainer; two, good pay—contrast other 
sales work; three, complete pay—com- 
missions, plus service fees, plus pensions 
—again contrast other sales work; four, 
preferred pay—favorable income tax de- 
ductions and deferred tax impact through 
renewals, service fees, pensions? Do we 
recognize clearly—one, our job security 
in terms of a permanent market and 
need for our services; two, in terms of 
a satisfied clientele which no one but 
the builder of that clientele can disturb 
or take away? 

“How do we think in terms of job sat- 
isfaction? Consider three of these satis- 
factions—one, our unique and remark- 
able combination of the best of the em- 
ployer-employe relationship, combined 
with the best of the independent contrac- 
tor status—benefits usually found only 
in the former, such as pensions, training 
assistance, office space, sales helps, close 
guidance and direction, combined with 
the freedoms of operation found only in 
the independent contractor; two, oppor- 
tunities given to us by the nature of our 
business to grow as individuals in knowl- 
edge, perspective, understanding and ma- 
turity; three, the opportunity to serve in 
a worthwhile work—instinctive in all men 
at all times in all places. 


“How do we think of ourselves as 








Officers of Detroit Life Insurance & Trust Council 














Left to right: (seated) C. Stewart Baxter, Vice President; Virginia M. Frazho, 
Assistant Secretary; E. Leigh Jones, CLU, President. (Standing) Lantz L. Mackey, 
CLU, Secretary; Harry W. Short, Treasurer. 


E. Leigh Jones is manager of Pension 
& Business Insurance Division of Mass- 
achusetts Mutual Life’s Detroit agency. 
He is immediate past president of 
Detroit Chapter American Society of 
CLU; chairman committee on coopera- 
ion with trust officers, Detroit Life Un- 
derwriters Assn; member of similar 
committee of National Association; 
member Life Insurance Training Coun- 
cil committee for Detroit; member Mil- 
lion’ Dollar Round Table; Life and 
Qualifying member of Life Insurance 
Leaders of Michigan; president Ingle- 
side Club of Detroit. 

C. Stewart Baxter is vice president 
and assistant trust officer of National 
Bank of Detroit, is a lawyer and mem- 


ber of the American, State and Detroit 
Bar Associations. 

Lantz L. Mackey is head of L. L. 
Mackey & Associates, life insurance 
consultants; past president Detroit Life 
Underwriters Assn; past president De- 
troit Chapter’ American Society CLU; 
national committeeman National Assn. of 
Life Underwriters; Life and Qualifying 
member Life Insurance Leaders of Mich- 
igan; one of organizers of Detroit Life 
Insurance & Trust Council. 

Virginia M. Frazho is secretary of 
the Pension & Business Insurance Divi- 
sions of Massachusetts Mutual Detroit 
Agency. 

Harry W. Short is with the public 
nee department of Detroit Trust 

oO. 





50 YEARS OLD 





Home Beneficial Life of Richmond Has 
$344,400,000 Insurance in Force and 
$46,267,000 Assets 


The Home Beneficial Life of Rich- 
mond, Va., is half a century old. Its life 
insurance in force is $344,400,000 and its 
assets total $46,267,000. The company 
was founded by five men in a small room 
facing Capitol Square in Richmond. It 
moved to its present location at Ninth 
and Broad Streets in 1904. The company 
is planning to erect a new home office 
building of colonial design in the west- 
ern section of Richmond. 


Richard D. Watkins was the first pres- 
ident of the company and was succeeded 
by Moses D. Nunnally, another founder. 
Present president is W. E. Wiltshire. 
The company now has a ratio of 11% 
assets over liabilities. It does business 
in Virginia, Tennessee, Maryland, Dela- 
ware and District of Columbia, its field 
men numbering more than 1,300. 





important individuals? The long march 
of history reflects a search of the indi- 
vidual for individual accomplishment, 
recognition and freedom in a_ society 
where the rights of others to the same 
are also recognized. In a work as worth- 
while as ours, with benefits to so many 
from it, we have a right to feel a digni- 
fied sense of self-importance. We should 
act that way. Do we just happen in on 
a customer or do we come purposely 
with an important idea? Will we see 
him just any time or will we say, ‘sorry, 
can’t see you until two weeks from to- 
day?’ Do we guard our personal health 
and appearance? Do we maintain our 
own finanacial houses in sound condition 
as an example to others? In short, do 
we conduct ourselves as important busi- 
ness men with an important service for 
important people?” 


4 ” 
_ Companies, 


Negro Life Insurance Cos. 


Have Had Notable Growth 


University of Pennsylvania has pub- 
lished a brochure, “Negro Life Insurance 
in which those on a legal 
reserve basis are discussed. It is a dis- 
sertation in economics written by Win- 
fred Octavus Bryson, Jr., a student of U. 
of P. and was presented to the faculty 
of the Graduate School of the University 
of Pennsylvania. 

Thirteen Negro legal reserve com- 
panies at the end of 1945 had $522,402,000 
in force, of which the Atlanta Life had 
$112,642,000; and the North Carolina 
Mutual Life, $100,547,000. When the 
Atlanta Life became a legal reserve 
company in 1922 it had less than $10,- 

000 of insurance in force. 

The first Negro legal reserve life in- 
surance company was founded in 1909. 
During the ensuing three and a half 
decades Negro insurance companies be- 
came collectively the largest financial 
area operated by Negroes in the United 
States, says Mr. Bryson. On the basis 
of assets controlled and number of em- 
ployes, the leading Negro insurance com- 
panies now exceed in size most other 
business organizations operated by 
Negroes. 

The life expectancy of the insured 
Negro is shorter than that of the 
average insured American. Studies of 
mortality which have been made in re- 
cent yéars indicate that the life ex- 
pectancy of the American Negro is in- 
creasing. Even as late as the ’40’s, how- 
ever, the average death rate for Negroes 
was probably between 50% and 80% 
higher than that for white persons. 





BANKERS LIFE SCHOOL 
Eleven “salesmen «and one saleslady 
from nine agencies of Bankers Life of 
Des Moines were in attendance at a 
senior sales training school at the com- 
pany’s home office from March 7 through 
March 11 


‘caused the second 


Columbian National 
-Has Its Best Record 

PRESIDENT ANTHONY’S REPORT 

New Business Up 30%; Capital «nd 


Surplus at $8,512,000; Investmen's 
Earned Over-all Net of 3.12% 








Columbian National Life, Boston, +e- 
ports capital and surplus, as of Decemer 
31, totals $8,512,000. In the company’s 
annual statement, President Julian D, 
Anthony points out that this figure is 
12.9% of the company’s $66,000,000 policy 
and annuity reserves. In addition to 
capital and surplus, the company has set 
up contingent reserves of over $850,(100, 

During 1948, Columbian National's 
death claim payments totaled $2,796,000 
Various types of heart disease accounited 
for 51% of the total paid out. Cancer 
largest volume of 
death payments—l6%. 

Total payments and credits to policy- 
holders and their beneficiaries amounted 
to nearly $4,650,000 in 1948, besides which 
$3,319,000 was set saide for the payment 
of future policy benefits. Total payments 
to policyholders and their beneficiaries 
since the company began business in 1902 
amounted to $122,334,000 on December 31. 

Columbian National’s investments 
earned an over-all net of 3.12% for the 
year—a_ slight improvement compared 
with 1947. The company’s mortgage in- 
vestments were increased materially in 
1948, to $14,647,000, which was 17.8% of 
total assets. This increase was largely 
in FHA insured mortgages. During 1948 
there was no foreclosure of any mort- 
gage loan held by the company. 

he company’s insurance operations 
for the year established an all-time rec- 
ord. New business sold in 1948 amounted 
to almost $53,000,000—an increase of 30% 
4-4 the then-record $40,800,000 sold in 





January Life Purchases 


Life insurance purchases in_ the 
United States in January showed a de- 
crease of 2% from purchases in the 
corresponding month of last year, but 
were 2% greater than the aggregate 
reported for January, 1947, it was re- 
ported by the Life Insurance Agency 
Management Association, Hartford. To- 
tal purchases in January were $1,821,- 
000,000 compared with $1,849,000,000 in 
January: of last year and $1,790,000,000 in 
January, 1947, 

Purchases of Ordinary life insurance 
in January were $1,129,000,000, down 15% 
from January a year ago and 8% under 
the total in January, 1947. 

Industrial life insurance purchased in 
January amounted to $357,000,000, an in- 
crease of 8% over the corresponding 
month last year and 1% under January, 
1947. 

Group life insurance purchases were 
$335,000,000 in January, an increase of 
78% over January a year ago and 67% 
over the figure for January, 1947. These 
purchase represent new _ groups set 
up and do not include additions of in- 
sured personnel under Group insurance 
contracts already in force. 





D. P. ROBERTSON PROMOTED 

Union Life, Richmond, Va. announces 
the promotion of Douglas ry Robertson 
to the position of second vice president. 
Mr. Robertson joined the sales force 
of Union Life in 1921. He was made 
associate manager of the Norfolk dis- 
trict in 1938 and manager in 1939. He 
was elected’ superintendent of agericies 
in 1946 with headquarters at the home 
office. In his new position he will con- 
tinue in charge of the agency force 





40 YEARS WITH PRUDENTIAL 

Charles H. Gandar, manager of the 
Camden, N. J., district office of The 
Prudential, marked his 40th anniversar) 
as a representative of that company 0! 
March 1. He has spent his entire it 
surance career in the Camden area, join- 
ing Prudential as an agent there in | 
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.. A. Phillips Honored 
On 40th Anniversary 


ALL HOME OFFICE CELEBRATES 





Chairman of Minnesota Mutual Paid 
Tributes for Services to Business 
and Community 





T. A. Phillips, chairman of the board 
of Minnesota Mutual Life, was honored 
by home office personnel March 8 at 
. reception commemorating his 40th 
anniversary with the company. The 


T. A. PHILLIPS 


office closed at 3:30 p.m. so that the 
375 employes could attend the celebra- 
tion in the home office clubrooms. 
During the reception President Harold 
J. Cummings presented Mr. Phillips with 


a set of matched luggage, a gift of 
field and home office staffs, and a 
transcription of a radio script was 
heard, The script, a humorous treatment 
of incidents from Mr. Phillips’ life, was 
written by a member of the Artist Bu- 
reau of a Twin City station. 

Mr. Phillips joined the Minnesota 
Mutual in 1909 as secretary and actuary. 
In 1918 just before leaving for World 
War I military service Mr. Phillips was 
made vice president and upon his re- 
turn resumed these duties until 1929 
when he was elected president and in 
1947 chairman. 

He is active in actuarial associations 
in this country and abroad, being a 
Fellow, past president and member of 
the Board of Governors of American 
Institute of Actuaries and an associate 
of the Institute of Actuaries of Great 
Britain and of the Actuarial Society 
of America. He is also a past president 
and former member of the executive 
committee of American Life Conven- 
tion, a past member of the board of 
the United States Chamber of Com- 
merce and serves on the directorates of 
the Institute of Life Insurance and the 
Life Insurance Medical Research Fund. 

In St. Paul Mr. Phillips is a director 
of the American National Bank, the 
First Trust Co. and St. Paul Fire & 
Marine Insurance Co. He is a past 
President and treasurer of the Rotary 
Club and past director and treasurer of 
the St. Paul Association of Commerce. 





George L. Bowman Dead 


George L. Bowman, general agent for 
Minnesota Mutual Life at McAllen, 
Texas, died suddenly Saturday, March 
9, at the McAllen Country Club. He 
had just finished a set of tennis and 
returned to the clubrooms when he suf- 
fered a heart attack. He was 39 years 
old. He was formerly with Massa- 
chusetts Mutual at Peoria, III. 


DINNER TO MISS INCH 


Insurance Society of New York Secre- 
tary, Will Be Honored March 31; 
Will Retire in July 

Maude E, Inch, secretary of the In- 
surance Society of New York, will re- 
tire in July after having been 40 years 
with the organization. An informal testi- 
monial dinner will be given to her on 
March 31 at the Drug & Chemical Club. 
Rexford Crewe, president of the Insur- 
ance Institute, is chairman of the dinner 
committee, which describes Miss Inch as 
“one of the outstanding personalities in 
the growth and continuity of the work 
of the Insurance Society of New York.” 

After her retirement Miss Inch will 
sail this summer for a vacation trip to 
England where she was born. 








Rosser Led Metropolitan 


Thomas B. Rosser, Jr., Jackson, Tenn., 
district was the 1948 leader among the 
Metropolitan’s more than 17,000 regular 
agents in the United States and Canada 
on basis of the over-all point formula of 
the company’s Honor Club. Also, he 
was first among agents in placed Ordi- 
nary with a total of $1,091,000. His head- 
quarters are in Dyersburg, Tenn. 


Union Mutual Reports 
Best Year in History 


ASSETS SHOW INCREASE OF 10% 





Insurance in Force at All-Time High; 
Company Income Exceeded $12,500,- 
000 in 1948 





The best year in the 10l-year history 
of Union Mutual Life, Portland, Me., has 
been reported to its more than 200,000 
policyholders at the company’s recent 
annual meeting. Assets and insurance in 
force stood at all-time highs at the end 
of 1948, Wadleigh B. Drummond, chair- 
man of the board, announced. Year-end 
assets were $49,317,816, an increase of 
10%. Company income during 1948 ex- 
ceeded $12,500,000. Mortgage loans in- 
creased $2,447,411 during 1948, an increase 
of 51%, bringing its total to more than 
$7,000,000. 

President Rolland E, Irish told policy- 
holders that insurance in force, as of 
December 31, stood at $207,483,866 and 
represented a gain of $31,000,000 over the 
previous year-end total, the former all- 





GENERAL AGENT 
Our client wants man with both desire and 
ability to produce. Must be better than 
average and able to hire. If you qualify 
write in confidence to Box 1863, The Eastern 
Underwriter, 41 Maiden Lane, New York 7, 
Nw. Y¥. 











time high. Last year’s dividend payments 
to policyholders totaled $548,870, and 
gave Union Mutual a record of 99 years 
of consecutive dividend payments. Dur- 
ing 1948 the company paid to policy- 
holders a total of $3,869,340, bringing its 
total of payments to policyholders since 
its organization to $142,872,466. 

Premium income of the sickness and 
accident department was in excess of 
$1,551,000, a gain of 26%. More than 
6,000 sickness and accident claims were 
paid by the company in 1948. 

Entry into five states— Wisconsin, 
North Dakota, South Dakota, Nebraska 
and Oklahoma in 1948 brought to 32 
states the number in which the Union 
Mutual has active representation. . In 
addition, it operates in the District of 
Columbia, Hawaii, Puerto Rico and 
Canada, 





the start. 


first three years. 








Modified Life 3 premiums during the first three 
years are 15% less than in later years. For ex- 
ample, at age 35, per $5,000 face amount, the 
annual premium is only $115.65 for the first three 
years and $136.05 thereafter. 


Thus, in effect, the policyowner receives the 
advantage of dividends in advance! 
dends after three years are usually sufficient to 
reduce gross premiums to the low level of the 


Your First Thought For Cost-Conscious Clients— 
The Prudential's Modified Life 3! 


THE 


HOME OFFICE, NEWARK, N. J. 


NO NEED TO THINK TWICE.... 


. . . about recommending The Prudential's 
Modified Life 3 policy when your client needs 
permanent protection that's low cost right from 


And divi- 





PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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Connecticut Mutual Advances Three 


Promotions of Harvey Goodwin to 
treasurer, Warren T. Blease to secretary 
and John L. Von Deck to cashier of 
Mutual 


Connecticut Life were an- 





HARVEY GOODWIN 


nounced by Peter M. Fraser, president 
of the company. 

Mr. Goodwin became associated with 
the Connecticut Mutual in 1907 and has 





JOHN L. VON DECK 


been in the cashiers’ department since 
that time. He was appointed as cashier 
in 1930. He has been active in com- 
munity affairs and is director and secre- 
tary of Connecticut Institute for the 
Blind. He is also a member of the ad- 
visory board and auditor of the Daugh- 





Homesteaders Life Changes 


A. A. Ball, president, Homesteaders 
Life, Des Moines, for the last ten years, 
has been elected chairman of the board. 
Succeeding him as president is Paul N. 
Mantz who has been executive vice 
president. Carl A. Everett, who will 
continue as superintendent of agents for 
the company, was elected vice president. 
J. P. Kacmarynski, actuary, was elected 
assistant secretary. 


Mr. Ball began his insurance career 
in Missouri in 1907 and joined Home- 
steaders Life as a district manager in 
1917. He was elected to the board in 
1923 and moved to Des Moines as as- 
sistant to the president in 1937. 

Mr. Mantz, former resident of Des 
Moines, was assistant secretary of Lin- 
coln National Life at Fort Wayne un- 
til he joined the Homesteaders last year. 


ters of the American Revolution, a mem- 
ber of the Sons of the American Revolu- 
tion, a member of the Society of the 
Descendants of the Founders of Hart- 





WARREN T. BLEASE 


ford. 

Mr. Blease joined the company in 1920 
as a part-time employe until his gradua- 
tion from the University of Pennsyl- 
vania, Wharton School of Finance and 
Economics. From 1925 to 1929 he worked 
in the actuarial department then trans- 
ferred to the income agreement depart- 
ment. In 1936 he became supervisor of 
this department and in 1944 was ap- 
pointed assistant secretary. 

Mr. Von Deck went to Connecticut 
Mutual in 1925 as a member of the 
dividend department. In 1930 he became 
assistant to the cashier of the company 
and in 1946 was appointed assistant 
cashier. He is an associate of Life Office 
Management Association. 





Chicago Sales Congress 


Mrs. R. M. Kiefer, secretary-manager 


of the National Association of Retail 


Grocers will address the Chicago Asso- 
ciation of Life Underwriters at the an- 
nual sales congress to be held April 2. 
Her subject will be “What’s Right With 
America.” Mrs. Kiefer’s speaking en- 
gagements took her 50,000 miles last 
vear. She is editor of National Grocers 
Bulletin; is a member of Food Industry 
Council; President Truman’s Famine 
Emergency Council; the American Trade 
Association Executives and the board of 
directors of the Live Stock and Meat 
Board. 

Henry W. Persons, general agent, Mu- 
tual Life of New York is general chair- 
man of the sales congress. Robert R. 
Reno, Jr., is president of the Chicago 
Association of Life Underwriters. 


HEAR DELMAR OLSON 

Speaking on “Business Insurance” at 
a meeting of the Chippewa Valley Un- 
derwriters Association, Delmar Olson, 
assistant vice president and assistant 
counsel, Mutual Trust Life, Chicago, 
said that the ideal policy arrangement 
in business insurance buy and sell cases 
is to have the beneficiary, owner and 
premium payer of each policy be the 
person or persons other than the in- 
sured. “This is logical,” he said, since 
such person or persons are the ones 
who are responsible for producing the 
purchase price upon the death of the 
insured, and consequently, should be the 
ones who will pay for the insurance, 
own it and be the beneficiaries.” 

This cross purchase arrangement, he 
pointed out, should be used in all but 
exceptional cases where special prob- 
lems require other considerations. 

Mr. Olson was introduced by M. O. 
Solberg, Mutual Trust’s general agent 
at Eau Claire. 





ALBANY ASS’N SPEAKERS 

Kenneth J, Bailey, Mutual Life of New 
York, and Albert J. Farrington, New 
York Life, addressed a meeting of the 
Albany Association of Life Underwriters 
recently. Mr. Bailey’s subject was, “Are 
You Leaving Your Change on the 
Counter?” and Mr. Farrington discussed 
“The Direct Approach to Business Life 
Insurance.” 





John F. Bidingr, district manager of 
Equitable Life Assurance Society, ad- 
dressed the recent meeting of the Ex- 
change Club of Jamestown, N. Y. 


— 





— cee 


HAIGHT, DAVIS & HAIGHT, Inc. 


FRANK J. HAIGHT, President 
Consulting Actuaries 


INDIANAPOLIS OMAHA 











— 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 




















Stotz and his men. 





THE WINNERS OF 
OUR TWO TOP AWARDS 


THE PRESIDENT’S TROPHY 


To the Detroit Agency goes our high- 
est award for outstanding achieve- 
ment during 1948. Congratulations 
to C. Carroll Otto and his fine group 


of associates. 


NEW ORGANIZATION AWARD 


To the Grand Rapids Agency go 
honors for building the top-ranking 
team of new field representatives. 


We're mighty proud of Raleigh R. 








THe Mutuat BeNnerit 
LIFE INSURANCE COMPANY 


Organized in 1845 Ge Newark, New Jersey 
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Boston Sales Congress 
Draws Big Attendance 

HOLGAR J. JOHNSON SPEAKER 

Mrs. Addy Chandler of Atlanta Makes 


Hit; Full Program of Talks Heard 
By More Than 900 








The New England Sales Conference 
held at Copley Plaza Hotel, Boston, 
March 10, drew an attendance of more 
than 900 who heard a group of outstand- 
ing speakers and producers. Among them 
was Holgar J. Johnson, president of In- 
stitute of Life Insurance, who declared 
that America should regard bigness as 
an asset and not a liability. 


’ 


“America itself is big,’ Mr. Johnson 
said. “Its population has pyramided, its 
wealth has grown apace and its econ- 
omy, in a short span of years has leaped 
into a position of world leadership.” 
Citing life insurance as one example of 
an institution which has grown big in 
keeping with the growth of the nation 
as a whole, Mr. Johnson continued, “Life 
insurance is large because of the great 
need for the services it offers the more 
than 140,000,000 people—some 40,000,000 
families. Four out of five American 
families are voluntarily using life in- 
surance to protect their families or to 
provide for their retirement years. The 
life insurance business, recognizing the 
social implications of the services it pro- 
vides, has accepted the responsibility of 
making its services available as broadly 
as possible to people in all income 
groups.” 

Another featured speaker was Mrs. 
Addy A. Chandler of Atlanta, one of 
the outstanding women life underwrit- 
ers in this country. She made a big hit 
with the audience. Mrs. Chandler has an 
amazing production record in that she 
has sold more than one million dollars 
of life insurance annually for the past 
ten years, and last year she exceeded 
the two-million-dollar mark to lead the 
Travelers in production. 


Other speakers were Paul E. Eagan, 
regional manager of northern New Eng- 
land for the John Hancock Mutual Life, 
and John H. Jamison, a former Boston 
man, now general agent of Northwestern 
Mutual Life in Chicago. 

Richard F. Wagner of Connecticut 
General Life was general chairman of 
the conference, with L. Arnold Daley 
of Metropolitan Life as vice chairman. 
Also assisting on the conference com- 
mittee were Harold P. Cooley, New 
England Mutual; Ernest L. Maillet, 
New England Mutual; Thayer Quinby, 
Columbian National; and Donald Shep- 
herd, John Hancock. 

James F. Durnell, Jr., president of the 
Boston association, presided at the 
luncheon session. 





HEARD On The WAY 





William M. Furey, son of W. Rankin 
Furey, vice president, Berkshire Life, 
was one of two college graduates to com- 
plete the first phase of the Berkshire’s 
new college training program, the other 
being J. Ogden Lummis. Mr. Furey is a 
1948 graduate of Yale University and 
Mr. Lummis a 1948 graduate of Amherst 
College. Both these men have been in 
the home office for seven months and 
have worked at and studied every phase 
of life insurance home office operation. 

Mr. Lummis is being assigned to the 
Walter H. Boireau Agency, Boston, and 
Mr. Furey to the R. Maxwell Stevenson 
Agency, Pittsburgh. They will now begin 
the second phase of their training, which 
will cover a four or five months’ period, 


during which they will learn about the 
oneration of the cashier’s department and 
the new business department in an 
agency. As soon as this period is com- 
pleted, they will go into the field as 
full time agents for a year or two. When 
they have had satisfactory field training 
experience, they will be put into super- 
visory work and trained for general 
agency management. 

The next two college men to be put 
through this new training program will 
begin their work in the home office about 
April 1. In September, two more men 
will be started through the course. 
Thereafter, it is the plan of the Berk- 
shire to take college men from the June 
graduating class each year for several 
years until a substantial group of such 
men has been built into the organization. 
It is the hope of the Berkshire that 
through the careful selection of college 
graduates each year and with such a 
thoroughly organized and well-rounded 
training program these men will eventu- 
ally become the nucleus for future 
general agents, and in some cases, assist 
in field supervisory work as a part of 
the home office agency department staff. 





John Mennancon of the Penn Mu- 
tual’s A, E. Jensen agency of Vermont, 
has the use of the trust company window 
at Bellows Falls during the Town’s 
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Centennial celebration of the coming 
of railroads to that town. 

Mr. Mennancon has placed on ex- 
hibition in the window a collection of 
pictures and other early Americana hav- 
ing to do with life in America a century 
ago. There are large colored pictures 
showing the social customs, parties and 
markets of the 1840’s drawn by William 
Croome. There are examples of original 
sheet music of that period, particularly 
minstrel music at a time when the 
minstrels were in their heyday. The ex- 
hibit includes paper money of the time 
and also a Penn Mutual policy showing 
how at that time steam engine and 
railroad employes, duelists and travelers 
in the South could not be insured. 

This collection, which is attracting 
much attention, is on loan from the 
home office of Penn Mutual, where it is 
part of that company’s recent Cen- 
tennial exhibition. 

Uncle Francis. 


MUrray Hill 2-3030 


Shanks, Beers, to Address 
New Brokers’ Life Group 


The newly formed brokers’ life mana- 
gers group of the Insurance Brokers 
Association of New York, Inc., will 
hold an informal luncheon at the Down 
Town Association on March 30. Guest 
speakers will be Carrol M. Shanks, 
president, The Prudential, and Henry S. 
Beers, vice president of the Aetna Life. 
In addition to the life managers, the 
gathering will include principal officers 
of several prominent insurance broker- 
age firms who have made life, Group 
and pension writings a specialized phase 
of their brokerage activity. 

The principal objective of the group 
is the encouragement of more highly de- 
veloped professional attention to these 
phases of brokerage business. 





Age at 
date of 
contract 


25 
33 
38 
43 


field men. 








Our Agents Retirement Plan 


How much income at 65 will the Lincoln National man receive 
under his Company's Retirement Plan? Suppose Mr. Agent is 33 
years old when he joins the Lincoln, and 35 when he enters the plan. 
Assuming annual average production of $300,000, he will have an 
estimated monthly income of $263.62 at 65. This table tells the story: 


Age upon Est. Monthly Income B 
entering $300,000 Ave. 
the plan Annual Prod. 

35 $346.61 

35 263.62 

40 183.08 

45 119.76 


The Lincoln National's liberal retirement plan for agents is an- 
other reason for our proud claims that LNL is geared to help its 


500,000 Ave. 
Annual Prod. 


$514.97 


at 65 


394.30 
273.68 
179.08 
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2 Associate General 
Agts. of H. D. Josephson 


R. H. GOLDSMITH, R. J. PICKARD 








Former, Consistent Million Dollar Pro- 
ducer; Latter Has Had Long Bro- 
kerage Executive Experience 





When Halsey D. Josephson, CLU, ~be- 
comes general agent for the Connecticut 
Mutual Life on April 1, he will have with 
him, as associate general agents, Rob- 
ert H. Goldsmith and Rudolph J. Pick- 
ard. Mr. Josephson succeeds Meyer M. 
Goldstein who has been general agent 





Chidnof 
RUDOLPH J. PICKARD 


for the Connecticut Mutual with offices 
_ at 527 Fifth Avenue, New York City. 
Both Mr. Goldsmith and Mr. Pickard 
are well-known life insurance figures. 
The former will specialize in sales prob- 
lems and the teaching of sales tech- 
niques. Mr. Pickard is known princi- 


pally as an expert in the field of ad- 
vanced underwriting and as a particu- 
larly successful brokerage man. 


Their Careers 


Mr. Goldsmith entered life insurance 
in 1938 and produced $350,000 of new 
business in his first full year. He quali- 
fied for the Million Dollar Round Table 
in 1944 and in every year since then. He 
was the Provident Mutual “Man Of The 





Senate Bill 76 Passes 
Senate of New Jersey 


New Jersey Senate Bill 76 which con- 
cerns reserves of life insurance com- 
panies and was discussed in The Eastern 
Underwriter issue of February 25, has 
passed the State Senate. The bill has 
the approval of the Commissioner of 
Banking and Insurance and has no op- 
position in the state insurance field nor 
in any other segment of the business 
community. 





Nevada Investment Bill 

A Dill has been introduced in the 
Nevada legislature requiring all life and 
accident insurance companies doing busi- 
ness in Nevada to “invest in Nevada 
securities a sum of money equal to at 
least 50% of the aggregate amount 
of the legal reserve” on its Nevada poli- 
cies. 


Another bill, SB 62, provides for the 
admission of assessment insurance com- 
panies providing they meet certain re- 
quirements. Heretofore the Nevada in- 
surance code has made no provision for 
such organizations. 





ROBERT H. GOLDSMITH 


Year’—leader in volume—in 1945 and 
1947. On a number of occasions, his 
annual production was very close to the 
$2,000,000 mark. 

Mr. Pickard began his life insurance 
career in 1926. In addition to a num- 
ber of years with the insurance trust 
division of the Chase National Bank, 
he was for a considerable time with the 
McMillen agency of the Northwestern 
Mutual, as office manager. He has occu- 
pied the position of brokerage supervisor 
with the Meyer M. Goldstein agency 
since its inception in 1938. He has broad 
knowledge and exceptional understand- 
ing of the problems and techniques of 
advanced underwriting, and his coopera- 
tion has been sought by the city’s lead- 
ing brokers and surplus writers. 
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LIFE CLASS AT PURDUE 


Fifty students were enrolled in the 
February basic class in the Life Insur- 
ance Marketing Institute at Purdue Uni- 
versity. 





operations. 


holders. 








A philosophy 
that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 





Equitable Life of lowa 


Founded in 1867 in Des Moines 











Smith Now Ass’t General 
Agent, O. A. Krebs Agency 


O. A. Krebs, general agent, Aetna Life, 
151 William Street, New York City, an- 
nounces the appointment of Walter W. 
Smith as assistant general agent of his 
agency. 

Mr. Smith joined Aetna’s Group de- 
partment after graduation from the Uni- 
versity of Colorado and was first as- 
signed to the Minneapolis agency as a 

















W. W. SMITH 


home office representative. In 1936 he 
was placed in charge of the St. Paul 
Group department, and in 1938 became 
assistant manager of the Group depart- 
ment in St. Louis, later becoming its 
manager. ; 

Mr. Smith became a Quick Qualifier 
for the 1946 Aetna Life Regional Con- 
vention and joined the O. A. Krebs 
Agency as supervisor in charge of full- 
time production in April, 1946. 

The Krebs Agency is leading all the 
agencies of the Aetna in production 
in 1949. The paid business in 1948, 
amounted to $11,050,000, a 9% increase 
over 1947 and a 64% increase over 195, 
the year before Mr. Krebs became gei- 
eral agent. In addition this agency 11 
1948 paid for more than $180,000,000 of 


Group insurance. 


Kenneth V. Robinson, New England 
Mutual Life representative in Water- 
bury, Conn. has been notified that_e 
has qualified for the 1949 Million Dol- 
lar Round Table. This is the second 
year that he has been a member. He is 
vice president of Connecticut Life !0- 
surance and Trust Council. 
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Bankers Nat’l Honors 
1948 Leading Producers 


HOLDS CONVENTION IN N. Y. 





Recognition Given to Notable 20-Year 
Career With Company of Harry J. 
Baker of Boston 





Recognition to Harry J. Baker of Bos- 
ton on his 20th anniversary as a general 
avent of the company featured the 
Jankers National Life’s convention ban- 
quet which climaxed the gathering last 
week of its Presidents Club and Master 
Producers Club at Hotel New Yorker, 
New York. William J. Sieger, vice presi- 
dent and superintendent of agencies, 
who was toastmaster, presented to Mr. 
Baker a gold pocket piece, suitably in- 
scribed, and hit the highspots of his no- 
table career with the company before a 
gathering of 125 leading producers, their 
wives and guests. 

A qualifying member of the NALU 
Million Dollar Round Table for seven 
years and now a life member, Mr. Baker 
has led the Bankers National in per- 
sonal production for thirteen years and 


his agency is usually in No. 1 position. 
In his 20 years with the company, said 
Mr. Sieger, Harry J. Baker has_per- 
sonally paid for $14,000,000 of life in- 
surance and his agency’s insurance in 
force is $25,000,000. He complimented 
Mr. Baker on this record of perform- 
ance and said that his career with 
Bankers National, which started from 
scratch (as he had had no life insurance 
selling experience when he joined the 
company) was an inspiration to the en- 
tire field force. Mr. Baker is the 1949- 
50 chairman of the Presidents Club. 


Pays Tribute to Lounsbury, Sieger 


In his response Mr. Baker was warm 
in his praise of President Ralph R. 
Lounsbury and Vice President Sieger 
and said that they were the most re- 
sponsible for his success in the life in- 
surance business. It was a conversation 
he had with Mr. Lounsbury 20 years 
ago, he added, which inspired him to 
become a million dollar producer. “He 
had confidence in my ability to hit that 
mark.” Mr. Baker spoke with pride 
of Bankers National’s achievement last 
year in reaching its goal of $150,000,000 
of insurance in force and said he had 
no doubt that it would achieve the 
$500,000,000 mark in the not too distant 
future. 

Other leading producers of the com- 
pany were given the spotlight by Mr. 
Sieger and, in turn, he recognized 
George E. Parris, general agent of 
Philadelphia, also a Million Dollar 
Round Table member, who is vice 
chairman of the Presidents Club; Robert 
L. Marcotte, general agent in Bloom- 
field, N. J., president, Master Pro- 
ducers Club, and Nathan Frankel, gen- 
eral agent in Atlantic City, vice presi- 
dent of that club. Sol Kaplan was sin- 
gled out because of his record of 13 
years of consecutive weekly production, 
and Leo Volk, Detroit, and Max Kozlov, 
Philadelphia, as the oldest agents under 
contract. 


C. J. Zimmerman Guest Speaker 


Guest speaker of the evening was 
Charles J. Zimmerman, CLU, associate 
Managing director, Life Insurance 
Agency Management Association. He 
received a glowing introduction from 
resident Lounsbury. In developing his 
theme, “The Philosophy of Selling Life 
Insurance.” Mr, Zimmerman emphasized 
that life insurance men in this country 
are the most influential factors for right 
thinking, right living, and for insuring 
the dignity of the individual, that exist 
today, 

Mr. Zimmerman admitted that 1949 
selling conditions are more difficult than 
In recent “lush” years but he said: “I 


HARRY J. BAKER 


believe that those of you who want to 
make it your biggest and best year will 
do so. It is tougher to swim against the 
tide but you can do it. You will have 
to be better organizers, will have to do 
a better job of prospecting than last 
year, but you have demonstrated these 
qualities before and you can do so 
again.” 

Quoting from the results of a Roper 
poll conducted by “Fortune” magazine 
the speaker said that 52% of 10,000 peo- 
ple questioned said that they desired 
security above everything else in life. 
This is both encouraging and discourag- 
ing, in Mr. Zimmerman’s opinion. “It 
is encouraging because we sell security,” 
he said. But it also means that there 
might be a fairly large number of peo- 
ple who are willing to trade liberty 
for security. He went on to say: “All 
history teaches the lesson that if men 
are to have liberty and security at the 
same time they must earn both through 
their own efforts. Life insurance is the 
only method by which men can obtain 
security by their own initiative and at 
the same time retain their liberty and 
peace of mind.” 

Before closing Mr. Zimmerman 
sounded this invigorating note: “When 
you sell life insurance you not only 
insure a life but you insure a way of life 
—our way of life in a democratic form 
of government. Furthermore, you insure 
a higher standard of living.” 





New Educational Film 


“Life Insurance Occupations” is the 
title of a new motion picture produced 
by Vocational Guidance Films, Inc., Des 
Moines, in cooperation with the Insti- 
tute of Life Insurance and the Life Of- 
fice Management Association. 

The new film is one of a series called 
“Your Life Work” produced by the same 
organization and used widely among 
educational groups throughout the coun- 
try. The film was photographed in a 
life company home office, that of the 
Washington National Insurance Co., 
Evanston, Ill, and gives an accurate 
portrayal of what goes on in a typical 
company. It briefly explains the func- 
tions of the various departments and 
describes the work done by individuals 
in each department. 

The Institute has purchased a number 
of prints of the new film and is making 
them available to life companies at ac- 
tual cost, which is $45 each. For an addi- 
tional $5, a leader is provided reading, 
“Presented in the Interest of Education 
by the Blank Life Insurance Company.” 

Directed towards high school and col- 
lege students, it is expected to have 
extensive use in the vocational guidance 
field. The new film explains the role 
that life insurance plays in the social 
and economic life of our country and 
shows how life insurance, employing over 
300,000 men and women, offers interest- 
ing and significant career opportunities. 





N. Y. State Ass’n Plans 
First Sales Caravan 


ENGELSMAN PROGRAM CHAIRM’N 





Scheduled to Appear April 6 in Albany; 
April 7 in Syracuse; April 8 
in Buffalo 





New York State Association’s first 
annual sales caravan will present a new 
and unusual type of life insurance meet- 
ing. The caravan is scheduled to appear 
starting April 6 at the Playhouse in 
Albany, April 7 in Syractise and April 
8 in Buffalo and the subscriptions for 
tickets already indicate a large atten- 
dance. 

Ralph G. Engelsman, general agent, 
Penn Mutual, who is program chairman 


of the caravan gives the following 
description as to its contents and _ its 
purposes. 


This year’s caravan will introduce four 
capable, experienced speakers who are 
actively out on the firing line in 1949. 
Each of the speakers will discuss his 
topics for 20 minutes after which 
there will be an additional 20 minutes of 
questions and answers about that par- 
ticular subject. 

In addition to this, at the end of 
both the morning and afternoon ses- 
sions there will be an open forum of 
approximately one hour for discussion 
and debate by both speakers and the 
audience on any matters relating to life 
insurance sales problems. It is expected 
that there will be considerable audience 
participation in these discussions. 

Those participating in the Congress 
will be George Shoemaker, general 
agent, Provident Mutual, and treasurer 
for the New York State Association, 
who will act as moderator for the entire 
meeting. 

Mrs. Edith V. Levy, who was the 
leading woman agent for the Penn Mu- 
tual in 1948 and who is considered one 
of the best prospectors in the business, 
will tell about her prospecting methods 
and list the ideas which have been pro- 
ducing business. 

Salvatore Scrudato, district manager, 
Metropolitan Life, Irvington, N. J., 
will discuss the sales of everyday 
policies to moderate earners and present 
a tried and proven approach to small 
sole proprietors. 

Halsey Josephson, CLU, general agent, 
Connecticut Mutual, lecturer for LUTC 
business and taxation will present and 
illustrate a group of simple tax and 
business presentations. 

Robert Holland CLU, New York Life, 
Million Dollar Round Table member, 
will present an unusual programming 
sales talk that has accounted for a 
substantial part of his business. 

For the first time each of the speaker's 
presentations wil! be recorded on a wire 
recorder and will be available for use 
in further discussions and become a part 
of a new recording library which is be- 
ing started by the New York State 
Association so that the techniques dis- 
cussed in this and future caravans will 
always be available for reference in the 
future. 





“OPERATION PAUL REVERE” 


LUTC Group Makes Calls on Night 
Workers at Binghamton Closing 
61 Sales for $285,608 


A group of agents taking the Life 
Underwriter Training Course at Bing- 
hamton, N. Y., under the direction of 
Hugh A. Wedge, educational director 
of Security Mutual Life there, carried 
out one night recently what Mr. Wedge 
called “Operation Paul Revere,” which 
was to devote the entire night to calls 
on night workers. 

The final tally showed that 29 of the 
agents participated in the “Paul Revere” 
drive. They worked a total of 209 
hours that night, made 227 calls, con- 
cluded 125 successful sales interviews, 
closed 61 sales (better than two per 
agent), sold $285,608 of new life insur- 
ance and earned an aggregate of $3,- 
203.11 in commissions. 





Chicago Assn. Against Bill 
Making Broad Group Change 


The Chicago Association of Life Un- 
derwriters, through its state law and 
legislative committee, chairman of which 
is Robert R. Reno, Jr., is opposing a bill 
(432) amending Section 230 of the Hlinois 
Insurance code which has to do with 
Group life insurance definitions. The bill 
would permit two or more employers to 
form an association “not formed for the 
exclusive purpose of purchasing insur- 
ance” and effect a contract with a car- 
rier provided “the policy must cover at 
least 25 persons at date of issue and 
not less than an average of three per- 
sons per employer unit. Also, that if 
the fund is established by an association 
of employers on behalf of its members, 
the policy may be issued only if (1) 
either (a) the participating employers 
constitute at date of issue at least 25% 
of those employer members whose em- 
ployes are not already covered for Group 
life insurance, or (b) the total number 
of persons covered at date of issue ex- 
ceeds 150; and (2) the policy shall not 
require that, if a participating employer 
discontinues membership in the associa- 
tion, the insurance of his employes shall 
cease solely by reason of such discon- 
tinuance.” 


The bill states that the term “employe” 
may include dependents of employes. 

“That certainly opens the door—wide 
open—as regards Section A of the Group 
Life Insurance Definition revised at New 
York December 15, 1948 by the Insur- 
ance Commissioners,” said one of the 
Chicago general agents. 


The association takes the position that 
the bill would permit the formation of 
loosely knit associations of every type 
and description for the primary purpose 
of negotiating Group life contracts. 

“It is our opinion that such associa- 
tions will not be acceptable to sound 
Group-writing companies and_ even 
though it might be possible to obtain a 
carrier many such associations would, 
after the insurance is in force, fall apart 
because of a lack of proper administra- 
tion, thus leaving many individuals with- 
out the protection they count on,” the 
committee says. 


AMA Persistency Study 


A study on persistency of life insur- 
ance policies has been released by the 
Agency Management Association under 
the title, “Persistency 1942-1947.” The 
conclusions reached in the stud indi- 
cate that many factors commonly re- 
garded as bearing importantly on per- 
sistency are open to question. The study 
also unearthed new factors which point 
toward the problem of lapse. 

In 1942 the association reported a 
study of the characteristics of the in- 
sureds and premium payors of some 
12,000 policies. These policies were ap- 
plied for during the month of May, 
1942,-and involved 52 companies. The 
present study was based on those 12, 
nolicies. Subsequent data was obtained 
from the 52 companies concerning the 
status of these policies in 1947. Re- 
searchers studied the relation between 
the persistency of the policies and vari- 
ous characteristics of the insured and 
premium payor, of the transaction and 
of the agent. 


ILL. UNIVERSITY INSTITUTE 


Approximately 54 managers, general 
agents, and company officials attended 
the Institute of Life Insurance Man- 
agement at Galesburg, It., February 
15-17 held by the University of Tllinois 
Business Management Service in co- 
operation with zone 3 of the General 
Agents and Managers Committee of the 
National Association of Life Underwrit- 
ers. A similar institute will be held next 
year, devoted to methods and problems 
of recruiting in agencies of various types 
and sizes. Enrollment will again be 
limited, the preference going to those 
who were enrolled this year. 
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Opening the three-day business con- 


ference of the Massachusetts Mutual 
Life General Agents Association at 
Palm Beach Biltmore last Monday, 


Alexander T. Maclean, company presi- 
dent, reviewed the progress of the com- 
pany and sounded a challenge for ‘con- 
tinuing sales growth and development 
along all lines. He said that clear think- 
ing, careful planning, and aggressive 
action in the field as well as in the 
home office will be the need of the 
future, a need even more pressing than 
in past years. 

Leland J. Kalmbach, vice president, 
gave a frank discussion of the company’s 
competitive position and splendid ac- 
complishments. 

Chester O, Fischer, vice president in 
charge of agencies, introduced new gen- 
eral agents and closed the conference 
with a straight from the shoulder ad- 
dress on “Our Responsibility.” 


Massachusetts Mutual General Agents 
Assn. Holds Conference at Palm Beach 


John W. Yates, general agent at Los 
Angeles and retiring president of the 
association, presided over the Monday 
morning session and spoke on the sub- 
ject of “The Will to Succeed.” 

General agents, company officers, and 
wives in attendance were guests of the 
company at an informal dinner on Mon- 
day evening when President Maclean 
presented service emblems to 13 general 
agents associated with the Massachu- 
setts Mutual from 25, to 45 years. Spe- 
cial recognition was given to George 
Paul Roberts and Desmond J. Lizotte, 
general agents at Wheeling, W. Va. and 
Lawrence, Mass., respectively, whose 
agencies won the championship and run- 
ner-up trophies in the Quota Buster 
Contest sponsored by the Massachusetts 
Mutual General Agents Association last 
November. 

On Tuesday morning, C. Lowell Mc- 
Pherson, training consultant, and James 


J. Bergen, assistant, explained the new 
life insurance coordinating service, “De- 
sign for Security,” now being introduced 
to the agencies. Aso featured on 
Tuesday morning was an open forum 
in which general agents asked questions 
of company officers and fellow general 
agents. 


Harry I. Davis, general agent at 
Atlanta, was spotlighted as the winner 
of the Perry Achievement Award pre- 
sented by the general agents association 
to the agency with the best all around 
record during the past year. 


On Wednesday morning, general 
agents John W. Boynton, Baltimore; 
Frank W. Drake, Birmingham; Kenneth 
W. Perry, CLU, Hartford; and F. J. 
Van Stralen, CLU, San Francisco; out- 
lined their three-year plans for further 
development of their sales organiza- 
tions. Charles G. Hill, Group secretary, 
discussed Group insurance developments. 
“Sales Ideas and Sales Trends” was 
discussed by William R. Robertson, 
general agent, Boston. 


The conference was attended by 150 
general agents, company officers, and 
Wives. 



































































After discussing the increasing re- 
sponsibilities of the field organization 
in addressing the business conference of 
Massachusetts Mutual Life’s General 
Agents Association at Palm _ Beach, 
Fla., this week, President Alexander T. 
Maclean reviewed the financial opera- 
tions of the company. 





President Maclean’s Views 


On Insurance Investigations 


In addressing Massachusetts Mutual 
Life’s General Agents Association con- 
ference at Palm Beach this week, Presi- 
dent Alexander T. Maclean had the fol- 
lowing to say as to the current crop 
of insurance investigations: 
“Much of the publicity that will arise 
in the next year or so as to life insur- 
ance will have to do with investigations. 
Investigations are largely the result of 
growth and the accumulation of funds. 
“We believe these investigations are 
proper, and we are for them, We think 
that any institution such as ours carry- 
ing so much of the public money and 
being the basis of so much of the public 
plans for the future, should be investi- 
gated from time to time. It should, how- 
ever, be done in an efficient manner and 
not just for the purpose of political 
aggrandizement. 
“Tt is difficult to understand why a 
member of Congress will make state- 
ments to the effect that information 
about life insurance is hard to secure. 
There is certainly no business in the 
world that I know of where more com- 
plete information is available. In the 
records of the various state insurance 
departments the most elaborate informa- 
tion is compiled every year. All of this 
is public information and freely open to 
public inspection. 
“Again, competent state governmental 
supervisory machinery has been de- 
veloped which is as free from political 
interference as any great undertaking 
under our form of government can hope 
to be. 
“The unique position of the life in- 
surance company arises from the fact 
that it is the only institution aggresively 
selling thrifts and selling it for future 
delivery. 
“There are many excellent institutions 
offering thrift plans such as the savings 
banks, but their plans are not sold as 
our product is sold. There are many 
large industrial organizations, but they 
are selling for present and not for future 
delivery, hence they do not accumulate 
capital or assets in the same manner 
that we do.” 


President Maclean Reviews Company’s 


Investment Operations During Year 


“1948 was a very good year for us,” 
he said. “The company was materially 
strengthened. There was an increase in 
our surplus funds of over $5 million 
dollars, which, with the dividends paid, 
arose from the fact that our insurance 
investment operations yielded $7.05 per 
thousand of Ordinary insurance in force 
against $5.33 in the previous year. 

“In the matter of interest, which is 
most important, our earnings amounted 


to $3,680,000. This would have been re- 
duced by more than $600,000 if the rate 
experienced in 1947 had been. repeated 
in 1948. The increase is due to two 
factors—a rise in the normal rate of in- 
terest earned, and a decrease in the 
interest rate required to cover our ob- 
ligations. 

“The reserves set up at the close of 
last year are on an average basis of 
2.97%. If we take into account the 
funds that do not have to earn interest 
—surplus, miscellaneous liabilities, tax 
reserves, dividends, etc.—the necessary 
rate would be in the neighborhood of 
2.73% only. Our actual net rate earned 
was about 15% higher than this. 

“With reference to the figure 2.97% 
this will tend to become less each year 
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as the new 214% business becomes a 
greater factor, and as policies on a 
higher interest reserve basis pass out. 

“The new CSO reserves at the close 
of the year accounted for approximately 
1% of our total insurance liability, but 
reserves on this 214% basis and ona 
different mortality table will be of 
greater importance as time goes on. 

“It may interest you to know that 
40 years ago when the change to the 
3% basis took place, reserves on the 
new basis represented 114% of the total 
reserve at the close of the first full 
year, but in 10 years the new reserves 
constituted 33% of the total reserve 
which shows how quickly these things 
have their effect upon the company 
economy. 

“Another healthy trend that has de- 
veloped in, the last few years is in the 
type of insurance sold. In 1944 the new 
issues of life, limited payment and pro- 
tective forms of insurance amounted te 
58%4%. In 1948 they had risen to 65%. 

“The principal change in the distribu- 
tion of our assets is in Government 
bonds, and the percentage of these hold- 
ines has receded to the 1943 level, but is 
still approximately twice what it was 1 
1938—10 years ago. The percentage of 
railroad bonds owned has _ declined 
through disposal of some holdings and 
because of a more selective search for 
securities in what we believe to be the 
most substantial type of railroad opera- 
tion. At the end of 1948 the percentage 
of railroad securities in our portfolio 
was just about one-half of the percent 
age owned ten years earlier. 

“The main change is in our industrial 
portfolio where the proportion of such 
bonds has increased five times. over ol 
holdings in 1938, and now amounts t0 
21.6% of our total assets. 

“We do not anticipate that any great 
proportion of our funds is likely to be 
placed in real estate and, of course, % 
you are aware, the law actually limits 
investments of this type to 3% of ow 
assets. 

“We believe, however, that we have 
selected properties that have a_ long 
term value from which we will derive 
very satisfactory results. 

“With reference to mortgage loans, 
although we have $161 million investe’ 
in this type of security, there is 20t ® 
penny of principal or interest in de 
fault, and has not been for the last 
three years.” 
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Postal Life Partnership 


Postal Life, New York, announces the 


appointment of George L. DeLorme and 
Donald H. Judge as general agents for 


GEORGE L. DeLORME 


the “Twin Cities” of Johnstown and 
Gloversville, N. Y. Both of these men 
are natives of Gloversville. They have 
associated in the field 


been past as 


representatives for the Continental As- . 


DONALD H. JUDGE 


surance and have formed a partnership 
to represent Postal general 
agents. 

Mr. DeLorme served with the Eighth 
Air Force in Europe during the war 
and is a member of the Veterans of 
Foreign Wars, American Legion and is 
on the board of directors of the Kiwanis 
International of Gloversville. 


Life as 


Mr. Judge served three and a _ half 
years with the Navy in the Pacific 
theatre of operations. He is a member 
of the Elks and Eagles. 





West Indies Visitors 


\mong insurance visitors to the West 
Indies this month have been Mildred 
Hammond of American Life Convention 
at Charlotte Amalie, Virgin Islands, and 
I. C. McDonald, vice president, Metro- 
poliltan Life, at Jamaica. Mr. and Mrs, 
McDonald also visited Cuba. 





New York CLU Forum 
Speakers Announced 


TO BE AT TOWN HALL APRIL 7 


M. Albert Linton Moderator; General 
Chairman of All-Day Affair Is 
Harold A. Lowenheim 








M. Albert Linton, president, Provident 
Mutual, will be moderator of the all- 
day forum on Current Economic and 
Social Trends, to be held in New York 
City, April 7, under the sponsorship 
of the New York Chapter, Chartered 
Life Underwriters. Harold A. Loewen- 
heim, associate manager, Home Life of 
New York, is general chairman of the 
forum. 

The forum, which will be held at 
Town Hall will have four outstanding 
speakers. They are Dr. Ralph Cooper 
Hutchison, president of Lafayette Col- 
lege; Benjamin Strong, president of the 
United States Trust Co.; P. L. Smith, 
president of the National Association of 
Electric Companies; and Dr. Louis I. 
Dublin, second vice president and sta- 
tistician of the Metropolitan Life. 

Dr. Hutchison, noted educator and 
public speaker, will discuss “Trends in 


Democracy,” sounding the keynote for 
the day’s study of the problems facing 
the world today. Dr. Hutchison has 
been active in YMCA work, church 
work and education. He is a former 
professor of philosophy and dean of 
Alborz College at Teheran, former presi- 
dent of Washington and Jefferson Col- 
lege and now head of Lafayette Col- 
lege. He has held many public posts, 
both in his home state of Pennsylvania 
and in the nation’s capital, thus gain- 
ing a sweeping view of democracy in 
action. He is widely known as author 
of many articles. 

Mr. Strong is a distinguished banker, 
with a broad range of participation in 
many other fields, giving him an unusual 
opportunity to discuss “Trends in Fi- 
nance” in their relation to the whole 
social-economic structure. During his 
career he has been associated with the 
National Bank of Commerce in New 
York, J. Henry Schroder & Co., London, 
the International Acceptance Bank and 
the Bank of the Manhattan Co. He has 
been with the United States Trust Co. 
since 1933 and is now its president. Mr. 
Strong is a director of the Seaman’s 
Bank for Savings, the Metropolitan 
Opera Association, the Presbyterian 
Hospital and president of the board of 
Union Theological Seminary. He is a 
director and member of the finance com- 
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“If you kids are serious, read over this Bankers Life literature, 


then call me . 


.. you'll be needing some insurance!” 


Bankerslifemen Keep Up With 
What’s Going On 


Peeking in windows is not one of the ways that the typical 
Bankers/ifeman keeps up with his prospecting. However, 
he does use all the better accepted methods for keeping 
himself informed—both about his prospects and about the 


business of life insurance. 


This alertness is a natural development resulting from 
the training he has had beginning with his first days in the 
agency office. That basic training is supplemented by four 
home office conducted schools during his first three years in 
the business. During that whole period he is helped to apply 
what he is learning under careful supervision in the field. 
He knows how to utilize life insurance to meet real life 


situations. 


‘The trait of awareness is just one of the characteristics 
of Bankers/ifemen which make them the kind of life under- 
writers you like to know as friends, fellow workers, or 


competitors. 


Bankers /z/e ComMPANY 


DES / MOINES 





MEET NOLL AND UPDYKE 





New York Agents and Brokers at 
Luncheon to Group Men Given by 
Harry Gardiner 

A large number of agents and brokers 
were among the guests at the Bankers 
Club, Friday at a luncheon given by 
Harry Gardiner, general agent, John 
Hancock, the occasion furnishing an op- 
portunity to meet two new Group ap- 
pointees in Greater New York—Anthony 
F. Noll, Jr., and Russell L. Updyke. Mr. 
Noll has been made assistant manager 
in New York City Group office of the 
Hancock, located at 225 Broadway, and 
Mr. Updyke is manager of the 
Greater New York Group service. 

Two of the speakers were from the 
home office. They were Clarence W. 


Wyatt, vice president of John Hancock 
in charge of Group insurance, and Philip 
H. Peters, the Hancock’s director of 
Group sales and service. Also, at the 
speakers’ table was T. Frank Sullivan, 
the Hancock’s Greater New York man- 
ager of Group. 


now 





mittee of the Home Life Insurance Co. 
and a director and chairman of the fi- 
nance committee of the Royal-Liverpool 
group of fire and casualty insurance 
companies. 

Mr. Smith, with a long career in the 
utility field, in both the Middle West 
and the east, has been president of the 
National Association of Electric Com- 
panies since 1945. He will discuss 
“Trends Towards Socialism,” one of the 
most troublesome questions on the world 
horizon today, having as vantage point 
for his consideration of this matter a 
field from which its hazards are clearly 
seen, that of utility operating compa- 
nies. During his career, Mr. Smith has 
been in executive capacities with Lee, 
Higginson & Co., in Chicago, Illinois 
Power & Light Corp., North American 
Light & Power Co., City Co. of New 
York, Commonwealth Edison Co., Public 
Service Co. of Northern Illinois and 
Middle West Corp. He was president 
of the latter from 1937 until 1945 when 
he took his present post. 

Dr. Dublin, one of the nation’s top 
authorities on population and longevity 
statistics, will take as his subject, “Our 
Aging Population.” He will discuss the 
problems facing our families as the na- 
tion benefits from increased longevity 
and “grows older.” Dr. Dublin has been 
with the Metropolitan Life since 1911 in 
charge of that company’s statistics. He 
is a past president of the American 
Public Health Association, the Popula- 
tion Association of America and the 
American Statistical Association. He is 
a fellow and former vice president of 
the American Association for the Ad- 
vancement of Science and a former 
chairman of the American Museum of 
Health. He has been author of many 
books and articles. 

Mr. Linton, who will act as moderator, 
is one of the country’s outstanding ac- 
tuary executives. His entire business 
career has been with the Provident Mu- 
tual, starting in 1909 when he was taken 
on as a mathematical clerk. In 1916 he 
was elected vice president and actuary 
and in 1931 president. He is a past 
president of the Actuarial Society. of 
America and a fellow of the American 
Institute of Actuaries and the Institute 
of Actuaries in London. He is also 
chairman of the Life Insurance Medical 
Research Fund, the organization formed 
by the life insurance companies-to un- 
dertake a major job in support of scien- 
tific research into the causes and pre- 
vention of heart disease. Also a keen 
student of Social Security, he has been 
a member of the recently appointed Ad- 
visory Council on Social Security of the 
U. S. Congress. Mr. Linton will sum up 
each speaker’s address during the forum, 
conduct an open forum discussion fol- 
lowing each talk and summarize the 
day’s program at the conclusion. 
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SUCCESSFUL EXPERIMENT 

The new experiment of the National 
Association of Insurance Agents in con- 
ducting a series of regional meetings 
instead of its traditional mid-year con- 
ferences got away to a good start with 
the first of the territorial conferences 
held in Baltimore this week. The east- 
ern agents by constitutional amendment 
changed the name of their group to the 
eastern agents’ When the 
organization embarked on this new pro- 
gram it was not determined that it 
would be continued; the officers viewed 
it aS an experiment worth trying, and 
its continuance depends on the success- 
ful outcome of these meetings. 

If the eastern meeting in Baltimore 
it seems safe to assume 


conference. 


is the criterion, 
that these meetings will be continued. 
The next one is the midwest confer- 
ence scheduled for French Lick, Ind., 
March 23-24. Then will come the meet- 
ing of the southern agents at Augusta, 
Ga., March 25-26, the Rocky Mountain 
territory at Colorado Springs, April 1-2, 
and the far west conference at San 
Francisco, April 7-9. The far west con- 
ference will take on the nature of a 
mid-year meeting, as the executive com- 
mittee and the state national directors 
will meet there. 

For many years, numbers of members 
of the National Association viewed the 
mid-year meetings as more rewarding 
than the annual conventions. Originally 
the attendance at the mid-year meetings 
was represented largely by state asso- 
ciation officers and these meetings bore 
an air of informality and intimacy that 
is lacking at the more formal annual 
conventions. In recent years, however, 
the mid-year meetings have grown so 
large that the feeling of informality 
was lacking. 

At Baltimore 


this week, that sense 


was restored. It is reasonable that 
agents of a given section have joint 
problems and common interests that 


may not apply to other sections. We 
believe this experiment has proved its 
worth and that these territorial confer- 
ences will be continued. 

There were excellent speakers at Bal- 
timore, but not too many to prevent 
plenty of time for discussions from the 
floor. John C. Stott, who is doubling in 
brass as president of the National Asso- 
ciation and its interim full time secre- 


tary pending selection of a permanent 
secretary to succeed Frank C. Colridge 
who resigned to accept the position of 
general manager of the Board of Fire 
Underwriters of the Pacific, made an 
unusually frank address in Baltimore. 
He chose the controversial subject of 
commission control and left no doubt as 
to how he feels about it. He still be- 
lieves that such a matter can be han- 
dled through conference procedure and 
that is the platform on which he stands. 
The organized agents are fortunate in 
having at their head at a time such as 
the present, so able a spokesman. 





IMPROVING PERSONNEL 
SITUATION 

One aspect in which the insurance 
business would benefit from a return to 
a more normal balance in the general 
business situation would be with respect 
to personnel. Insurance is a business of 
much detail and a great flow of record 
keeping. For some years there has been 
a real problem to get, train and keep 
on the job a sufficient number of work- 
ers at rates that the work would justify. 
Along with an easing of the general 
price level there are more people avail- 
able for employment although wage 
scales show firm resistance to following 
prices in their easing tendency. 

Reports on white collar job opportuni- 
ties from all sections show there are 
fewer such jobs than for several years. 
This is particularly so for the untrained. 
A survey by Northwestern National 
Life’s Economics Bureau finds the big- 
gest drop is in jobs for untrained and 
junior office help, particularly male. 
There is on the other hand a nation- 
wide demand for the technically trained, 
whether men or women, and salaries for 
these technically trained are said to be 
even somewhat higher than last year. 

No other business devotes so much 
time, talent and money to the training 
of personnel as insurance. To be sure, 
much of the business is of a technical 
nature and requires such training but 
for all of its operations the insurance 
business offers facilities for broad train- 
ing and opportunities for advancement 
into technical fields with resulting in- 
creased financial benefits. 





Marshal of the Royal Air Force the 
Rt. Hon. Viscount Portal has _ been 
made a director of Commercial Union. 





Left to right—President Truman, Walter L. Hays and Governor Fuller Warren. 


Walter L. Hays, president of the American Fire & Casualty Co., 


Orlando, 


Florida, and also president of Florida State Chamber of Commerce, is shown in 
above picture greeting President Truman when the latter arrived in Orlando on his 
vacation trip to Florida. Adso, in the picture is Governor Fuller Warren of Florida, 
The American Fire & Casualty was established in 1932 and is a progressive mul- 


tiple line carrier. 
most distinguished citizen. 


A few years ago Mr. Hays received the award as Orlando's 





Mary Elizabeth Bland, daughter of 
Frank W. Bland, Coast manager of The 
National Underwriter, was recently 
chosen by a San Francisco daily paper 
as “Orchid Girl of the Day.” She is with 
the Providence Washington in San 
Francisco. 


J. LESTER VAN NAME 


J. Lester Van Name, who for a quar- 
ter-century has been a leader in civic 
activities in Scarsdale, N. Y., and West- 
chester County, is announced as unani- 
mous choice as the 1949 winner of the 
Scarsdale Bowl. The bowl is awarded 
annually in recognition of outstanding 
service to the community. It is the 
property of the Scarsdale Foundation 
under terms of the deed of gift which 
created the award. Mr. Van Name has 
been a Scarsdale resident since 1924. 
He is president of Despard & Co., Inc., 
insurance brokerage firm at 1 Cedar 
Street, New York City. He has served 
as president of The Town Club, execu- 
tive chairman of the Scarsdale Commu- 
nity Fund and War Chest, vice presi- 
dent of the Scarsdale Social Service 
Council and of Scarsdale Community 
Service, and president of the Scarsdale 
Golf Club. He has been active in the 
non-partisan committee, war council, and 
board of governors of the Greenacres 
Association. 





Major General Albert Bruce Matthews, 
C.B.E., D.S.O., E.D., has been made a 
member of the Canadian advisory board 
of the Sun Insurance Office, Ltd., the 
oldest insurance office in the world, 
and of advisory boards of its affiliated 
companies. Major General Matthews is 
vice president and treasurer of the Ex- 
celsior Life Insurance Co. of Toronto, 
and is a director of Dome Mines, Ltd. 
and Penn Forest Corp. Also, he is a 
Governor of Upper Canada College. He 
had a_ distinguished career in World 
War II and in 1944 was promoted to 
command the 2nd Canadian Division. 

* * x 


F. R. Kerman, vice president, Pacific 
Mutual Life, has been named president 
and chairman of the board of the Cali- 
fornia Division of the American Cancer 
Society. 


DONALD QUEE TAYLOR 


Donald Quee Taylor, member o/ thi’ 
Louisville law firm of Doolan, Helm, 
Stites & Wood, has been elected @ 
Commissioner of the Kentucky Bar As 
sociation from the 4th Appellate District. 
Kentucky. One of the outstanding 
younger members of the Louisville bar 
Mr. Taylor is a son of Charles G. Tay: 
lor, Jr., executive vice president of the 
Metropolitan Life. 
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New Vatican Honor for T. J. Ross 


Word has been received from Rome 
that Thomas J. Ross, senior partner of 
lvy Lee & T. J. Ross, outstanding public 
and industrial relations counsel, has been 
elevated from knight to knight com- 
mander and grand officer of the Order 
of the Holy Sepulchre of Jerusalem. He 
also has been appointed an officer and 
council member of the Eastern United 
States Lieutenancy of the order. For 
some time he has been a Knight of 
Malta. 

Mr. Ross began his career as a news- 
paper reporter while attending St. Fran- 
cis Xavier College, New York, when he 
did special assignments for Brooklyn 
Eagle and the old New York Tribune. 
Upon his graduation from college he was 
on staff of New York Sun for three 
years. He then became political reporter 
and legislative correspondent for New 
York Tribune, one of his assignments be- 
ing to accompany Charles E. Hughes 
when the latter ran for President fol- 
lowing retirement from the Supreme 
Court of the United States. During the 
first World War Mr. Ross served as 
a lieutenant in cavalry, later being in 
the field artillery. 

He then entered the public relations 
field by becoming associate of the late 
Ivy Lee who at the time was the most 
noted figure in business, industry and 
finance public relations field. Ivy Lee 
was engaged by John D. Rockefeller, Jr., 
at the time of the Colorado Fuel & 
Iron strike. That connection made him 
one of John D. Rockefeller, Jr.’s full- 
time associates. In 1916 Mr. Lee formed 
his own firm and Mr. Rockefeller, Jr., 
became one the clients of the firm and 
has continued so to the present time. In 
1933 the name of the firm was changed 
to Ivy Lee & T. J. Ross. 

At the present time the clients of Ivy 
Lee & T. J. Ross include many of the 
outstanding organizations in business and 
industry. Among them are National 
Board of Fire Underwriters and the 
Home Insurance Co. Some of the other 
clients are Pennsylvania Railroad, Chrys- 
ler Corporation, Western Union Tele- 
graph Co., American Tobacco Co. and 
Socony Vacuum. 

_ Mr. Ross has been an active figure 
in many philanthropic and civic cam- 
paigns. Also, he is on public relations 
advisory committee of the Association 
of American Railroads and the Auto- 
mobile Manufacturers Association. He 
is vice president and a director of United 
Hospital Fund, a director of Greater 
New York Fund, and a member of 
the board of directors of New York 
chapter, American Red Cross. Also, he 
is a director of the Hospital Council. 
6 * 


Extraordinary Biography 


Robert E. Sherwood’s book, “Roose- 
velt and Hopkins,” published by Harper 
& Brothers, is in a class by itself from 
the standpoint of straight newspaper 
reporting and research. It has already 
won some awards and will win others. 
Loaded with documentation, the narra- 
tive is not interrupted by footnotes. 

















When Sherwood, who spent a lot of 
time at the White House in World War 
II and was one of Roosevelt’s ghost 
writers, was asked by Harry Hopkins’ 
widow if he would take charge of her 


husband’s notes and finish the war 
memoirs, the writing of which Roose- 
velt’s friend had in mind, Sherwood had 
no idea the job would be such a terrific 
one. While Hopkins had made notes 
of innumerable conferences he hadn’t 
even started Chapter I. At his home, 
however, were forty filing cabinets 
packed with papers relating to the war 
and the part Hopkins had in it. 

Sherwood got busy; soon became fas- 
cinated; and eventually spent two and a 
half years on this book. When there 
were gaps in the notes he visited the 
greatest figures of the war, including 
Churchill, and found the sequences. 

The amazing picture presented of Hop- 
kins is that he was such a tremendous 
figure of importance in our war effort 
and he often was delegated such author- 
ity that Churchill, Marshall and many 
other leaders were continually confer- 
ring with him and in many respects he 
was the No. 2 man at the White House 
where he lived three and a half years. 
All during this time he was subjected 
to a constant. stream of criticism in 
newspapers, especially by columnists, and 
frequently there was complete misin- 
formation about the target of this abuse. 
All of this is clearly and objectively 
described by Sherwood, the documents 
he publishes furnishing the authority 
for the extraordinary position which 
Hopkins actually occupied in the world- 
wide war effort. 

The fact that in the greatest crisis 
facing democracy two men could possess 
so much power in a republic—could be 
regarded in so many parts of the world 
as indispensable—made Sherwood, the 
observer and historian of these events, 
do some worried thinking. Along that 
line he says in part in the concluding 
chapter of his book: 

“I came out of my own experience 
of five years of government service in 
wartime with alarmed awareness of the 
risks that we run of disastrous falli- 
bility at the top of our Constitutional 
structure. There is far too great a 
gap between the President and the Con- 
gress, particularly if he is, as every 
President should be, endowed with ex- 
ceptional qualities. It is all very well 
to say that this gap might be closed 
by more efficient, businesslike methods 
in the White House, but the extraordi- 
nary and salutary Constitutional powers 
of the President remain, and, in times 
of crises, they are going to be asserted 
for better or for worse. 

“To go back to the beginning, it may 
be that George Washington was too 
great a man for the nation’s eventual 
good. For the Founding Fathers estab- 
lished the office of President with the 
knowledge that Washington was there 
to fill it. They fitted the office to his 
tremendous measurements. They estab- 
lished the triheaded system of checks 
and balances to ensure that no Presi- 
dent would ever become king. But, 
having taken this precaution, they gave 


the President the supreme authority 
of a Commander in Chief in peacetime 
as well as in war. 

“Tn the Lincoln Memorial in Washing- 
ton are the words, ‘In This Temple As In 
The Hearts Of The People For Whom 
He Saved The Union The Memory Of 
Abraham Lincoln Is Enshrined Forever.’ 
Those are very beautiful words, but are 
very ominous ones. They perpetuate ad- 
mission that had not this one man been 
born and miraculously elected, the Union 
would have been destroyed.” 

Mr. Sherwood thinks the country has 
had remarkable luck in meeting major 
emergencies in the past, but does not 
feel that this should prevent us now from 
giving most serious consideration to the 
question: where is the guarantee that 
this luck will hold? “In the fateful years 
of 1933 and 1940 the people needed and 
demanded leadership which could be 
given only to them by the President, 
the one officer of the government who 
is elected by all the people and whose 
duty it is to represent the interests of 
the nation as a whole rather than the 
purely local or special interests which 
are too often the concerns of Con- 
gress. Roosevelt has often been 
blamed for widening the gap between 
the Executive and Legislative branches. 
I think he only revealed it. He brought 
the essential problems out in the open 
and gave them a much needed airing.” 

* * * 


Echoes of ’88 Blizzard 


With Charles F. Noyes, New York real 
estate man in the chair, The Blizzard 
Men of 1888 held their 20th annual 
luncheon at the Hotel Statler March 12. 
Guest speaker was Mayor O’Dwyer who 
described the method developed under 
his administration in handling removal 
of snow. 

The association was formed by those 
who were living here when New York 
had its greatest blizzard 61 years ago. 
Most prominent insurance man who 
fought his way through the blizzard to 
reach his office was Frederick H. Ecker, 
now chairman of the Metropolitan Life. 
At the time he was a boy working for 
the Metropolitan. 

* * * 


Insurance Telephone Tickler 


An indispensable booklet used in the 
Greater New York insurance districts 
is The Telephone Tickler for Insurance 
Men published by The Weekly Under- 
writer. The editorial work on the Tickler 
is in the hands of Grace G. Snyder, vice 
president of The Underwriter Printing 
& Publishing Co., which publishes The 
Weekly Underwriter. The oldest em- 
ploye of the office in point of service, 
she has been with the organization more 
than half a century. Often wondering 
how this large collection of names and 
numbers is gathered I asked L. A. Mack, 
president of The Weekly Underwriter, 
how was it done. He writes: 

“The compilation of The Telephone 
Tickler for Insurance Men is _ never 
twice the same. 

“We depend largely upon the New 
York City telephone directories for the 
checking of names and numbers, but un- 
less a directory has recently been pub- 
lished we are usually up against it. In 
former years we have had the coopera- 
tion of the telephone company on many 
occasions when they have given us ac- 
cess to advance proof sheets of the 
telephone directories that were in the 
making. Last year, however, this privi- 
lege was not forthcoming and as a last 
resort we addressed a penny post card 
to every name in the book giving the 
telephone number on the face of the 
card and requesting a revision on the 
message side of the card. These cards 
came back in large numbers and gave 
us what we believe is the best and most 
up-to-date directory we have ever pub- 
lished. 

“We go even further and send out 
every year, to each company, a paste- 
up of the material which appeared in 
the last edition showing names and ad- 
dresses of their agents and _ branch 
offices, etc. Some of these are returned 
to us. fully and accurately corrected. 
Others are neglected entirely in which 
case we assume the numbers are cor- 


.a year.” 
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rect and in a few others we find that 
there is a discrepancy between the num- 
bers given by the companies and the 
numbers given by the agents them- 
selves. These we have to check up by 
a direct personal telephone call by this 
office. 

“T usually send the Telephone Tickler 
out as a personal Thanksgiving greeting 
to the top executives in insurance com- 
panies. Last year the greeting was sent 
later. It is surprising how many offices 
I go into in different parts of the 
United States and find the Telephone 
Tickler in active use on the desk of 
the telephone operator.” 

= 2 4 


Woll Defends Building Trades 
Workers 


Matthew Woll, president of Union 
Labor Life and vice president, American 
Federation of Labor, was_ principal 
speaker at a meeting of the Society of 
Residential Appraisers, his subject being 
“Future Trends of Present Labor Scales 
and Building Costs.” The address was 
extremely interesting as giving the work- 
ers’ side of the housing controversy. 

Mr. Woll denied that the primary rea- 
son for the present high costs of con- 
struction is the high cost of construction 
labor. In the fall of 1948 there were two 
and a quarter million workers in the 
construction industry, the vast majority 
of whom are members of unions affiliated 
with the building and construction trades 
department of AFL. He pointed out that 
there are 7,500,000 members of AFL, 
each of whom has a vital, personal, 
family interest in housing, particularly 
in reduction of housing costs. 

“The most frequently heard. charges 
against building trade workers is that 
their wages are too high,”- he said. 
“Critics of labor point to hourly wages 
in the construction industry which seem 
to be considerably higher than those of 
most other workers. Tney conveniently 
forget that the industry is seasonal and 
that the overwhelming majority of those 
building trades workers are employed 
only part of the year. The result has 
been that in most years the average 
annual income of building trades work- 
ers has actually been too low to provide 
a decent standard of living. They can 
only expect from 33 to 36 weeks’ work 
Mr. Woll figures that the aver- 
age building trades worker earns about 
$2,600 a year, but the annual earnings 
of the average factory worker is $2,700. 
He does not believe that either is a “de- 
cent family living wage.” 

Another point he made is that labor 
costs are but a small part of total hous- 
ing costs. He denies that the building 
trades have limited the number of ap- 
prentices, but says they recognize the 
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National Fire Shows 
Favorable Experience 


1948 FIGURES ARE REPORTED 
Premiums Reach All-Time High, Losses 
and Expenses Drop Producing Trade 
Gain of $3,631,929 





The National Fire of Hartford reports 
admitted assets of $71,512,703 on Decem- 
ber 31, 1948. Net surplus is $20,115,226, 

capital $5,000,000 and reserve for contin- 

gencies $1,500,000. Surplus increased 
$2,005,981 last year. Unearned premium 
reserves amount to $37,143,804. Other 
companies in the group include the Me- 
chanics & Traders, Franklin National, 
Transcontinental and United National 
Indemnity. In their annual report to 
stockholders of the National Fire, Chair- 
man Frark D. Layton and President 
H. B. Collamore state in part: 

“We are pleased to report for the 
year 1948 results which are much more 
favorable than those shown in 1947. 

Net Premiums Doubled in Five Years 

“During the past five years the net 
premiums written by our group of com- 
panies have more than doubled. With 
this large increase in premium income, 
it seemed advisable in 1948 to concen- 
trate our efforts upon assimilating this 
greater volume of business and producing 
a profit thereon. In a period of expan- 
sion such as we have experienced it is 
inevitable that some lines and accounts 
will be acquired which, at the time of 
acceptance, promise a profit but do not 
work out satisfactorily; these, therefore, 
should be eliminated. With these condi- 
tions in mind we deemed it appropriate 
in 1948 to attempt to hold our total vol- 
ume of net premiums written to substan- 
tially the same aggregate amount as was 
produced in the preceding year, thus 
making it possible for us to weed out 
business of a doubtful or undesirable 
character. We accomplished this with- 
out disturbing our agency plant or cur- 
tailing our facilities thereto by elimi- 
nating in a few instances a limited num- 
ber of large accounts which had turned 


unprofitable. _ 
“It is gratifying to your management 
to report that both objectives were 


achieved. Our net premiums written in 
1948 not merely equaled but slightly ex- 
ceeded the peak net premium production 
of 1947 which, in turn, was 21.5% above 
the net premiums written in 1946. De- 
spite the small increase in net premiums 
written in 1948, our unearned premium 
reserve increased over $1,899,000, not- 
withstanding which we produced a statu- 
tory net underwriting profit of $1,972, 
592, against a statutory net underw ine 
loss of nearly $5,000,000 in 1947. 

“In the early part of 1948 our under- 
writing record was unfavorable for prac- 
tically all classes, including fire, wind- 
storm and automobile. This was due to 
a considerable extent to the severe win- 
ter and adverse weather conditions dur- 
‘ing the first quarter of the year; which 
made it difficult for fire departments to 
deal effectually with fires, contributed to 
substantial windstorm damage in certain 
areas and caused numerous automobile 
losses especially under the head of col- 
lision damage. 

“Beginning with the second quarter of 
_ 1948 a material improvement appeared 
in our underwriting experience. This 
improvement continued throughout the 
remaining months of the year, although 
the aggrevate figures issued by the Na- 
tional Board of Fire Underwriters on a 
country-wide basis for fire losses alone 
indicate an increase in the total amount 
of fire losses for the year over the 
amount reported for 1947; e.g., for 1948 
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RIORDAN ON COMMISSIONS 


N. Y. Exchange Head Hopes for Law 
to Permit Action’ in Concert; 
Elections to Committees 

William A. Riordan, assistant general 
manager of the New York office of the 
Aetna Life Affiliated Companies, who 
was reelected president of the New York 
Fire Insurance Exchange last week, told 
the members he hoped the New York leg- 
islature would not adjourn without tak- 
ing action to permit companies legally 
to meet in concert on commissions. He 
feels the insurance business is returning 
to a buyer’s market and that without 
some control over commissions by the 
business there might develop a situation 
where companies would once again bid 
for business by offering higher rates of 
commission. 

Elected with Mr. Riordan were T. 
Morgan Williams, vice president of the 
Home, as vice president of the exchange, 
and Harold M. Hess was reelected sec- 
retary-treasurer. 

D. Fraser of the Orient was elected 
to serve the unexpired term of the late 
G. R. Michelsen on the executive com- 
mittee, ending March 8, 1950. Others 
elected to the executive committee to 
serve until March 12, 1952 are: H. d: 
Kiefer, Aetna Insurance NOL ON; 
Lock, Commercial Union and D. S. — 
Falls, Old Colony. 

Those elected to the arbitration com- 
mittee for terms expiring March 12, 
1952 are: = H. Cooper, Northern As- 
surance; fia Seeber, Great American, 
and L. W. Taylor, Fireman’s Fund. 

The total number of members (signa- 
tory companies) of the Exchange as of 
December 31, 1948, is 187, compared with 
173 members last year. The total number 
of signatory companies last year was 
204. The total number of writing offices 
in Exchange territory is 235 compared 
with 241 last year. 

Arrangements have been continued for 








Main Suite of Home Insurance Co.’s New Boston Headquarters 


With its high domed ceiling adding 
spaciousness to the large rotunda-shaped 
business quarters on the ground floor, 
the new Boston office of the Home In- 
surance Co., largest of all fire insurance 
organizations, was formally opened on 
Monday, March 14, at 22 Batterymarch 
Street in the heart of Boston’s down- 
town insurance district. 

The removal of the company’s office 
from the previous address at 71 Kilby 
Street will provide increased facilities 





the receipt and checking of monthly pre- 
mium certificates and for the routine 
examination of records of writing offices 
with respect to premium payment rule. 
Ninety-six such regular examinations 
were made and 33 special examinations. 
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EXCESS AND SURPLUS LINES 
SAFETY AND CLAIMS SUPERVISION 


Our facilities are available to 
insurance companies and to 


responsible agents and brokers. 


Since 1921 


South and Water Sts. 
Baltimore 2, Maryland 
Phone: L. D. 109 


—_ 





40 Exchange Place 
New York 5 
Phone: HAnover 2-6384 





Es 


for the company’s expanding operations 
in this area, besides effecting a more 
complete integr ration of the various de- 
partments in line with the merger of its 
subsidiary companies into the parent 
company which was announced last year. 
The company recently reported total as- 
sets of $285,245,438 and capital and sur- 
plus of $93,837,115. 

Unusually attractive illumination, in- 
cluding concealed lighting reflected from 
the white dome above the ground floor 
suite, and the continuous channel over- 
head lighting in the departments above, 
shared interest with the many rare 
historical prints and paintings on view 
as the company held open house for 
friends and associates. Several executives 
of the Home from the head office in 
New York were present at the opening 
ceremonies. 

Bounded on the west by Crab Alley, 
on the north by Broad Street, the east 
by Milk Street and the south by Bat- 
terymarch Street, the office of the Home 
stands on historical ground. This. site 
was recorded in 1634 in the original Book 
of Possessions in Boston. The Battery- 
march was formerly used as a parade 
ground for the soldiers who garrisoned 
oe and defenses on nearby Fort 

ill. 





Fireman’s Fund Names 


Jasper at Philadelphia 


Fred Morasch, vice president and 
manager of the eastern department of 
the Fireman’s Fund Group at Boston, 
announces the appointment of Earle C. 
Jasper as special agent of the Philadel- 
phia suburban and southern New Jersey 
field, under jurisdiction of Fire Mana- 
ger Thompson of the Philadelphia 
branch office. Mr. Jasper succeeds L. 5S. 
Larsen who will henceforth more closely 
assist Manager Thompson in servicing 
Philadelphia agency operations. 

A native of Philadelphia, Mr. Jasper 
has been actively engaged in the in- 
surance business as an underwriter and 
special agent for the past 16 years, 
broken only by three years’ service in 
the armed forces. 





N. J. Agents’ Midyear 
Meeting, Newark, April 21 


The 1949 midyear meeting of the New 
Jersey Association of Insurance Agents 
will be held on Thursday, April 21, 
the Essex House in Newark, N. J. 
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NAIA Eastern 


Territorial 


Conference, 


Baltimore, 


March 14- 15 





Convention Action 


(Continued from Page 1) 


confidence rapidly and concluded on a 
strong note. Tuesday’s sessions were 
marked by excellent addresses by Presi- 
nt John C. Stott of the NAIA, Man- 
eer-Secretary Frederick W. Doremus 
f the Eastern Underwriters Association, 
and Secretary James M. Cahill of the 
National Bureau of Casualty Underwrit- 
ers—which are reviewed elsewhere in 
this issue—and debates on various sub- 
; jects were spirited. 


it was evident at the close of the 
meeting that this experiment of holding 
a regional conference of agents of many 
states is successful. There will be grow- 
ing pains, as revealed here today and 
yesterday. but Chairman White, and his 
successor for next year, Mr. Wallace, 
may well be satisfied with their efforts 
in launching this new organization. 


Constitution Adopted 


The convention on Tuesday adopted 
a constitution changing the name of the 
organization from the territorial confer- 
ence to the Eastern Agents Conference 
of the NAIA. Provision is made for elec- 
tion of a chairman, two vice chairmen, 
treasurer and secretary. David A. North, 
New Haven, Conn., served as chairman 
of the committee preparing the consti- 
tution. 

Powers of this conference are advisory 
only. The constitution states that “neither 
this conference nor any of its commit- 
tees shall take action or issue any state- 
ments which shall be binding on the 
National Association, any state associa- 
tion, or any member, unless expressly 
authorized to do so by the association or 
member concerned; but all matters on 
which this conference shall act, except 
those relating to the business affairs of 
this conference itself, shall be considered 
to be in an advisory capacity.” 

It was voted by the conference to 
create a nominating committee, consist- 
ing of one member from each state, 
which shall have power to canvass the 
eastern territory for qualified nominees 
for national offices and to make recom- 
mendations to the national board of state 
directors at annual conventions of the 
NAIA. This action is in line with a re- 
quest by the national directors that each 
territory assist in the task of finding 
the best qualified men for national re- 
sponsibilities. Carleton I. Fisher, Provi- 
dence, R. I., was appointed chairman of 
this committee. 


Company Relations 


Agents in the Eastern field are still 
divided in their views on necessity for 
application of deductible clauses to wind- 
storm protection under the extended 
coverage endorsement. In the New Eng- 
land field the feeling against the de- 
ductible feature is passing as the pro- 
ducers realize the soundness of the 
companies’ position and in Rhode Island 
the agents are pleased with the manda- 
tory deductible. However, in some other 
States in the Eastern field agents are 
watching to see what losses may occur 


in the future. 
Extension of the conference program 
between the Eastern agents and the 


Eastern Underwriters Association is 
highly Satisfactory to the agents. Mr. 
White is chairman of the agents’ group 
which has already conferred with com- 
Pany executives and further conferences 
on matters affecting agents’ and public 
interest are contemplated. 

, Resolutions adopted today 

e following: 


included 


Auto Rating Organizations 


“Whereas, the existence of two rat- 
Ing organizations for automobile cover- 
age tends to promote inefficiency and 


Eastern Agents Conference Elects New Heads 





EDWIN S. COWLES, JR. 


Baltimore, March 15—The eastern 
agents conference, changed by constitu- 
tional amendment from its former desig- 
nation as eastern territorial conference, 
elected Augustus C. Wallace, Goshen, 

Y., as its chairman at the closing 
session here today. Edwin S. Cowles, 
Sr Hartford, and H. Earl Munz, Pater- 
son, J., were elected vice chairmen; 
Henry G. Dudley, Washington, D. "aa 
secretary, and Dana J. Lowd, North- 
hampton, Mass., treasurer. 

Mr. Wallace, former president of the 


A. C. WALLACE 


New York State Association of Insur- 
ance Agents, has long been a leader in 
the state and in the National Association 
of Insurance Agents. He is a member 
of the agency of A. V-D Wallace and 
Augustus C, Wallace and has been in 
insurance since 1913. 

Mr. Cowles, a former president of 
the Connecticut Association of Insur- 
ance Agents, is now its state national 
director. Mr. Munz is chairman of the 
executive committee of the New Jersey 
Association of Insurance Agents. Mr. 


H. EARL MUNZ 


Dudley is state national director of the 
District of Columbia Association of In- 
surance Agents and Mr. Lowd is state 
national director of the Massachusetts 
Association of Insurance Agents. 
Morton V. V. White, Allentown, Pa., 
has been serving as chairman and pre- 
sided over the sessions at Baltimore. 
William H. Wiley, executive secretary of 


the Connecticut association, is the re- 
tiring secretary of the eastern agents 
conference. 





delay in the treatment of automobile 
risks, therefore be it 

“Resolved that the National Automo- 
bile Underwriters Association and the 
National Bureau of Casualty Under- 
writers be requested to set up uniform 
territorial designations for bodily in- 
jury, property damage and physical dam- 
age insurance and consider the con- 
solidation of manuals and the integra- 
tion of the two bureaus.” 


Public Relations 


“Whereas the sudden promulgation of 
changes in fire insurance coverages has 
in the past developed serious public 
relations problems in the agency seg- 
ment of our business. Be it therefore 

“Resolved that this conference recom- 
mend to the Eastern Underwriters As- 
sociation that future drastic changes in 
policy coverages be made only after 
adequate notice by the EUA to the 
public at large.” 


Government Bonding of Employes 


“Whereas the Hoover Commission has 
recommended that the Federal Govern- 
ment itself insure the fidelity hazard of 
certain employes. 

“Be it resolved that the Eastern Ter- 
ritorial Conference assembled at Balti- 
more March 15, 1949 record its disap- 
proval of such engagement in the busi- 
ness of insurance for the following 
reasons: 

“1. Such encroachment would repre- 
sent a practical monopoly in a_ field 
now well served by surety companies 
of this country. 

“2. It would be a direct thrust at the 
American system of free enterprise and 
paves the way for other and more sweep- 
ing socialistic ventures by Federal Gov- 
ernment. 

“3. The enactment of such a program 
and its natural enlargement would in 
the aggregate withdraw a large amount 
of business from private insurers, hav- 


ing a harmful effect on our industry 
during a period of contracting economy. 

“Be it further resolved that this reso- 
lution be transmitted to the National 
3oard of State Directors for appropriate 
action at San Francisco.” 


Socialized Medicine 


“Be it resolved that the Eastern Ter- 
ritorial Conference assembled at Balti- 
more March 15, 1949, declare its objec- 
tion to the adoption of any form of 
socialized medicine program by the Fed- 


eral Government on _ the following 
grounds: 
“1, It is contrary to the American 


system of free enterprise. 


“2. Its enactment would be a serious 
blow not only to medical science but 
to American business from which our 
national economy derives its strength. 

“Tt is the consensus of this conference 
that agency forces must awaken to their 
responsibility in expanding accident and 
health and hospitalization coverage across 
the country in resistance against these 
socialistic principles. 

“Be it further resolved that in further 
planning for this program the National 
Association take steps to insure its 
presence in conference. 

“Be it further resolved that this reso- 
lution be transmitted to the National 
Board of State Directors for appropriate 
action at San Francisco.” 

Another resolution which was tabled 
dealt with the question whether National 
Association officers and committeemen 
should have some measure of power to 
discuss commission and other acquisition 
cost questions with company organiza- 
tions and committees. The NAIA has 
never sought the right to deal with com- 
missions for its members, holding this 
matter to be one of private contract 
between individual agents and_ their 
companies. However, recently there has 
been a-move to alter this practice as 
many agents feel that their interests 
would be better protected if the NAIA 


had some rights to represent agents as 
a whole. 

In the debate here Guy T. Warfield, 
Baltimore, former NAIA president, sup- 
ported the proposed resolution asking 
the national board of state directors to 
act on the question. He was backed by 
Joseph Neumann, Jamaica, N. Y., ex- 
ecutive vice president of the New York 
Association; by J. W. Rose, Buffalo, 
N. Y., secretary of the New York Asso- 
ciation; by Mr. Munz and others. The 
opposition was headed by Carleton I. 
Fisher, Providence, Rhode Island Asso- 
ciation director, and Herman Wolff, 
Pennsylvania director. 

After Mr. Wolff had asked the agents 
not to get into a scrap at the initial 
meeting of the association over a matter 
which obviously needed further study 
the resolution was tabled. President 
Stott of the NAIA then asked each 
state association to instruct its director 
as to its wishes on this problem So that 
their convictions might be voted at the 
forthcoming meeting in San Francisco 
of the national board of state directors. 

Monday morning’s pre-general session 
meeting of state association officers was 
off-the-record, devoted to consideration 
of intra-conference operations and to 
preliminary discussions of matters to 
come before the convention that after- 
noon and today. It was announced 
that Guy T. Warfield, Baltimore, is serv- 
ing as chairman of the nominating com- 
mittee with Henry L. Bailey, Groton, 
Conn., heading the resolutions committee. 
_ Large delegations of agents are here 
from Maryland, Pennsylvania, New 
York, New Jersey and Connecticut with 
representative groups present also from 
Massachusetts, Rhode Island, Vermont, 
Maine, New Hampshire, Delaware, Dis- 
trict of Columbia and’ West Virginia. 
Yesterday many agents took the op- 
portunity to visit the home offices of 
Baltimore insurance companies, which 
include the American Bonding, Fidelity 
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Stott Treats Commission Control 
And Advocates Conference Procedure 


Outlines Acquisition Cost Conferences Hearing and Points 
to Danger of Recourse to Collective Bargaining in 
Case of Failure to Reach Agreement 


John C. Stott, Norwich, N. Y., presi- 
dent, National Association of Insurance 
Agents, in his address before the lunch- 
eon meeting of the eastern territorial 
conference of the NATA at Baltimore, 
March 15, treated the subject of com- 
mission control, outlined the happenings 
of the recent hearing at Albany, N. Y., 
on the Casualty and Surety Acquisition 
Cost Conferences, and said that if con- 
ference procedure fails, collective bar- 
gaining looms. 

At the outset of his address, Mr. Stott 
paid his respects to the conference pro- 
cedure which has been established be- 
tween the executive committee of the 
NAIA and fire and casualty insurance 
companies. He said this conference pro- 
cedure has been established with a 
complete understanding that differences 
of opinion could, and possibly would, 
arise, but that these differences would 
be honest ones and motivated by the 
desire to reach joint thinking on joint 
problems. 


Denied Commission Discussions 


“Any difference of opinion as to the 
subject of my discussion today, com- 
mission control,” he said, “may directly 
be charged to the fact that our National 
Association had been denied to date, 
the privilege of commission discussions 
with some of our insurance companies. 
The reason assigned by those companies 
is that it could be an illegal procedure 
under Federal statute.” 

Mr. Stott said that certain occurrences 
within the past two weeks may cast a 
long shadow on the future of the pro- 
ducers, and that is high time that the 
producers accept the leadership in the 
development of a common ground where 
they may discuss their future with their 
companies, Taking up the recent hear- 
ing on the Acquisition Cost Conferences, 
Mr. Stott said: 

“In my discussion of the Acquisition 
Cost Conference, I would like to say 
that it is my opinion that this confer- 
ence as it has been constituted, has had 
a salutary effect on the casualty busi- 
ness as a whole. I think there has been 
very little criticism within producers’ 
ranks of their objectives. There have 
been many happenings in our industry 
that have changed the thinking of both 
companies and producers as to commis- 
sion control. In fact, my own thinking 
on the subject is in process of change. 
Federal laws have changed the thinking 
of many in both company and producers’ 
ranks. 

“The Goldstein opinion has changed 
the trend of thought of many producers 
and some companies. The adherence to 
the right of private contract by many 
agents and companies is being scrutin- 
ized carefully by both entities. I have 
heard arguments by important men in 
the business that the practical applica- 
tion of the right of private contract 
does not produce the freedom that is 
generally supposed. The argument in 
this respect is that with strict rate 
regulation before the agent seeks to 
exercise his right of private contract, 
the area in which he has the oppor- 
tunity to exercise that right has already 
been circumscribed into a narrow area 
by the element in the rates for acquisi- 
tion cost. I have heard producers say 
from a practical standpoint that the 
right of private contract disappeared in 
the action taken by some companies 


during the year past by taking unilateral 


action on mutually agreed upon agency 
contracts. 


Look to Collective Bargaining 


“T am firmly convinced that the in- 
surance companies we represent are not 
cognizant of the fact that there is a 
rapidly growing feeling among many 
producers that perhaps the only answer 
is collective bargaining on the part of 
the agents. In this connection, may I 
tell you that at this moment the Re- 
gional National Labor Relations Board 
at Atlanta, Ga., has before it a petition 
filed by one of the members of the 
National Association of Life Underwrit- 
ers charging that the association is 
actually a collective bargaining agency 
for the life agents of the country and 
that it is not fulfilling that function 
properly. This means that the life insur- 
ance segment of our business is facing 
direct consideration of collective bar- 
gaining at this time. 

“IT want to say to you that I am in 
disagreement with many important pro- 
ducers, and that as of this date I am 
not in favor of collective bargaining as 
I know it, as far as the insurance indus- 
try is concerned. I have been brought 
up in the wrong school to yet subscribe 
to that economic theory. I do say to 
you, however, that if the right of pri- 
vate contract will not provide the an- 
swer to the commission problem and 
if the buyers’ market into which we 
are entering will produce commission 
wars and those wars will be adverse 
to the public interest, and if there is 
no provision made or permissive legis- 
lation enacted that will provide confer- 
ence between producers and their com- 
panies, that this great industry of ours 
will be faced much sooner than we 
expect with collective bargaining. Are 
we not smart enough? Have we not 
builded an industry for public service 
that is too important to permit our- 
selves, both agents and companies, to 
disagree on some method to work out 
commission procedures in the best in- 
terest of all concerned? I still hold that 
faith. 


Reviews Goldstein Opinion 


“IT would like to briefly review what 
has happened in the state of New York 
in relation to the Goldstein opinion on 
the Acquisition Cost Conference and 
the Mahoney bill, which has been de- 
signed as permissive legislation to legally 
permit companies and agents to discuss 
the matter of commissions. 

“In 1923, a general conference of all 
stock companies transacting casualty 
and surety insurance in the state of 
New York brought forth and established 
a set of national rules regarding busi- 
ness. With the help of the then Super- 
intendent of Insurance of New York 
all casualty companies were forced into 
the plan and obliged to abide by the 
rules if they wanted to do business in 
New York. The agents had nothing to 
say about those rules, although they 
dealt solely with commissions, field 
allowances and limitation of agency rep- 
resentation. For 26 years now, this ar- 
rangement has operated under the trade 
name of ‘Acquisition Cost Conferences.’ 

“When the present Superintendent of 
Insurance of New York looked over 
‘the boys in the lodge,’ as he puts it, 
he came up with the suggestion that 
they themselves were engaged in a 
price-fixing venture in relation to com- 
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missions; that he knew of no law so 
permitting; and that something ought 
to be done about it. 


Abundance of Caution 


“Out of an abundance of caution, the 
acquisition cost companies in February, 
1948, went to the Mahoney joint legis- 
lative committee in Albany with a pro- 
posal for a bill to legalize their activity. 
In the first instance, the bill proposed 
to permit agents and brokers to be 
heard on the question of commission 
standards or proposed changes in com- 
missions. Peculiarly, however (and I 
have never heard a satisfactory ex- 
planation), when this bill arrived at the 
legislature in Albany, that conference 
provision with agents and brokers was 
stricken out by the companies and the 
agents left high and dry. At the hear- 
ing in Albany, the Mahoney committee 
refused to approve the measure. The 
bill was, however, introduced in the 
legislature but died in committee. 

“Thereupon, the Superintendent, de- 
siring to be fully advised in the pre- 


‘mises, put the whole question of com- 


panies’ agreeing collectively about com- 
missions up to the Attorney General of 
New York for an official opinion, About 
this same time, the executive committee 
of the NAIA, interested in the question 
of whether agents had a right to col- 
lectively discuss the commission situ- 
ation, sought and obtained a memoran- 
dum and brief from its counsel on the 
subject of commission discussion and/or 
on This memorandum is avail- 
able. 


Company Thinking Changes 


“The summer of 1948 produced a 
change in company thinking. There was 
in existence a special committee on ac- 
quisition cost composed of eminent at- 
torneys. After the 1948 legislative session 
in New York refused to consider their 
bill to legalize the acquisition cost con- 
ferences, this special committee dili- 
gently pursued its studies and finally 
arrived at the conclusion that they did 
not need any special legislation. It was 
thereupon formally declared that the 
Casualty and Surety Acquisition Cost 
Conferences continue as now constituted 
in New York State operating as ‘service 
or advisory organizations’ under the 
provisions of Sections 180 and 182 of 
the New York Rating Law. 

“Thereupon, the companies serenely 
awaited developments. They did not 
return to the New York legislature at 
the opening of the 1949 session because 
they, apparently, believed that they had 
ample protection in that they thought 
their rules meshed with the cog wheel 
of rating law under the advisory section. 

“On February 24, 1949, came a shock- 


ing blow from the Attorney Genera! of 
New York replying to the Superin- 





tendent of Insurance to his question 
submitted many months earlier as to 
the legality of these same acquisition 
cost rules. The answer of the Attorney 
General was a thundering ‘no.’ ‘ 
Reviews Legal Developments 

“The Attorney General reviewed the 
legal developments in the business since 
the SEUA case in 1944 including a 
former opinion he had given to the 
Superintendent holding that the New 
York Anti-Trust Law did not include 
the business of insurance and therefore 
people operating the business could not 
be in violation of the Donnelly Anti- 
Trust Law. Parenthetically, the Super- 
intendent then went to the legislature 
and had insurance put into the Don- 
nelly Act specifically. Therefore, the 
Attorney General was confronted with 
the question as to whether the Acquisi- 
tion Cost Conferences in their work 
of fixing commissions were in violation 
of the Donnelly Anti-Trust Act or 
whether by reason of the advisory or- 
ganization section of the rating law they 
had exemption therefrom if they com- 
plied with such advisory organization 
section. 

“Having in mind that the Sherman 
Act now applies to combinations and 
agreements in restraint of trade unless 
such agreements are regulated by state 
law, the Attorney General found that 
such agreements were not permitted or 
regulated by any state law but on the 
contrary were in violation of both Don- 
nelly Anti-Trust and the Sherman Anti- 
Trust Act. But the thing that most 
interests agents are the reasons ad- 
vanced for such conclusions. He starts 
out by saying, and I quote, ‘It is uni- 
versally conceded that the Superin- 
tendent of Insurance has no _ power 
either to fix or to supervise commission 
rates.’ Also, ‘... it cannot be ignored 
that such agreements directly and com- 
pletely limit the end price that can be 
obtained for the services of a large seg- 
ment of the industry. 

“The illegality of such combinations 
can be predicated on their effect with 
respect to agents and brokers alone’ 
He conceded ‘the Superintendent of In- 
surance has control over filed premium 
rates which must be adhered to but he 
cannot fix or supervise commissions 
paid.’ Then comes the ringing declara- 
tion concerning collective bargaining by 
agents: ‘If there is no prohibition or 
regulation of commission arrangements 
among insurers, it would mean that it 
lay within the power of the companies 
by private agreement to deny effectively 
any real bargaining power to the agents 
and brokers... .’ 

No Freedom of Contract 

“Condemning the practice of compa- 
nies combining privately to fix the price 
they will pay agents for their services, 
the Attorney General holds that under 
such conditions ‘it must be perfectly 
apparent that there can be no freedom 
of contract or no opportunity for de- 
velopment of a fair market price’ and 
that such private arrangements by com- 
panies are basically contrary to statu- 
tory prohibitions against combinations 
in restraint of trade. If the state has 
no law specifically permitting companies 
to fix commissions, it would mean that 
“nsurance companies would have the 
private power to control the comper- 
sation of thousands of agents, who play 
an important part in bringing insurance 
protection to the public, without giving 
them any opportunity for bargaining, 
collectively or otherwise.’ 

“The Attorney General believes that 
companies cannot privately agree on 
commission limitations; that if such 1s 
desired it must exist under public law 
and supervision. Furthermore, fixe 
rates must be fairly and_ reasonably 
arrived at under measures for the pro- 
tection of the public and the agents and 
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Doremus Talks on Public Relations 
At Eastern Territory Agency Meeting 


Speaking before the eastern territorial 
conference of the National Association 
of Insurance Agents at Baltimore, March 
14, Frederick W. Doremus, manager- 
secretary, Eastern Underwriters Associa- 
tion, outlined the public relations pro- 
gram of his association, saying in part: 

“The Eastern Underwriters Associa- 
tion was formed in 1926 as an outgrowth 
of the old Eastern Union, which had 
functioned for 15 years before, and prior 
to that was the old Fire Underwriters 
Association, organized in 1891. From this 
historic outline it will be noted that 
the companies have had a voluntary or- 
ganization in this territory for 58 years. 
Over that period of time the three or- 
ganizations have contributed to the wel- 
fare of the business and we hope that 
the Eastern Underwriters Association in 
its new concept as a trade association 
for 12 eastern states will continue to 
make a worthy contribution with the 
assistance of other trade associations. 


Current Objectives of EUA 


“Currently the objectives and purposes 
of the Eastern Underwriters Association, 
in addition to acting as an advisory or- 
ganization under the provisions of the 
laws in the several states, are to en- 
courage, foster and inculcate sound cus- 
toms, usages and just and fair practices 
in the conduct of the fire insurance busi- 
ness and its allied classes by its mem- 
bers so as to maintain highest standards 
of business ethics, efficiency and econ- 
omy for the benefit of the public and 
the members. 

“It also makes recommendations as 
to rating methods and rating levels 
which will produce rates fair to the 
public and adequate for the insuring 
companies, and strives to recommend 
forms which are clear, simple and 
adequate for the protection of the pub- 
lic and the membership. 

“Last but not least it has as a primary 

objective the maintenance of good public 
relations. 
_ “Believing that all of the previous ob- 
jectives can be summed up in the last 
one, I will attempt to direct my remarks 
to the subject of public relations as 
it affects our trade association in our 
territory, 


Active Operations Begin 


“While public relations has always 
been a subject for consideration by the 
members of this association, it is only 
within the past five years that active 
operations began in this sphere. Follow- 
ing a determination by the National 
Board of Fire Underwriters to explore 
and outline a public relations program 
for the fire insurance industry, the East- 
ern Underwriters Association undertook 
iis share in the work of implementing 
and supplementing the work of the Na- 
tional Board’s program by organizing 
the fieldmen of member companies to 
project the National Board’s program 
through them to the agents and the pub- 
lic in the states throughout the country. 

“In our territory there are 21 field 
clubs. Each one has an actively function- 
ing public relations committee. In addi- 
tion there have been four state fire 
prevention associations organized within 
the last year to emphasize the fire 
protection phases of public relations 
through organized town _ inspections, 
which include fire prevention inspec- 
tions of schools, hospitals and mercantile 
areas of communities where local com- 
mittees of citizens request the free serv- 
ices of a state fire prevention associa- 
tion. Throughout the public relations 


work of the field clubs of our member 
companies we recognize,that the well-or- 
ganized activities of local agents in the 
several states can be and have been of 
great help to the business in promoting 
the objectives set forth by the National 
Board of Fire Underwriters. 

“Among the public relations activities 
of of the fieldmen we find contributions 
to the educational activities of local 
agency groups. Hundreds of talks have 
been given before civic bodies and serv- 
ice clubs throughout our area, plus the 
showing of public relations sound films 
before schools and other organizations. 
In addition the field clubs are ever 
watchful for editorials or other items 
appearing in the local press throughout 
the territory. Whether these items are 
commendatory or otherwise, they attempt 
to evaluate them and make satisfactory 
response where such might be indicated 
as beneficial. 


Create List of 250,000 Names 
“The fieldmen of the stock fire insur- 


ance companies have created a list of 
some 250,000 names of persons through- 
out the United States who are in a 
position to assist in the formation of 
favorable opinions for our business. Each 
month this group receives copy of Fire 
Insurance Facts and Trends, which is 
the publication of the National Board 
devoted to explaining certain phases of 
our operations that have public signifi- 
cance.” 





Monday Session 


(Continued from Page 23) 


& Deposit, United States Fidelity & 
Guaranty, Fidelity & Guaranty Insur- 
ance Corp., Maryland Casualty and New 
Amsterdam Casualty. These companies 
were hosts at a convention reception 
Monday. 


Carson Backs Graded Commissions 
Based on Agents’ Services 


Russell M. L. Carson, Glens Falls, 
N. Y., state national director of the 
New York Association, said yesterday 
that a graded scale of commissions, 
based on classification of agencies ac- 
cording to the service performed by the 
agent, can overcome present inequalities 
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WITH the Saint Paul Companies, welcome is more than 
a word. By the way we do business, we aim to live up 


to all that word implies. 


We welcome your questions, your problems, regardless 
of size. For assistance and for the latest in insurance 
coverages, call our state agent or write the home office. 
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in producers’ compensation in a logical, 
defensive way. He spoke at the after- 
noon session on agency operations, at 
which Mr. Wallace presided, and held 
that any analysis of insurance commis- 
sions must break the subject down into 
two main elements, acquisition cost and 
agency service. 

Asked from the floor who would clas- 
sify agencies for commission ratings 
Mr. Carson replied that he feels com- 
panies and agents should work out this 
problem in joint conferences. 

“Because insurance agents are en- 
gaged,” said Mr. Carson, “in a highly 
competitive business as regards types 
of carrier, the commission factor in our 
insurance rates should be low enough 
to avoid great competitive disadvantage, 
and, on the other hand, high enough 
to give agents adequate reward for sales 
effort and for their great responsibilities 
to serve the public and their insurance 
companies. 

“Tt is essential that commission should 
be adequate to support high standards 
of agency service, and attractive enough 
to draw outstanding, well-qualified men 
into agency work, 

“If commission scales are the same 
for all agents, regardless of the amount 
of service rendered, the agent who gives 
the greatest service is underpaid com- 
paratively, and the agent who renders 
the least service is overpaid. 

“A graded scale of commission based 
on classification of agencies according 
to the service performed by the agent 
can overcome this inequality in a logical, 
defensive way. 

“The New York State insurance law 
requires that insurance rates must be 
reasonable, adequate, not excessive and 
not unfairly discriminating. The trend 
of the times seems to be for Govern- 
ment regulation to extend these stand- 
ards to the commission factor in rates. 
Graded commissions, if fairly conceived, 
can meet such a rigid test.” 

Reviews of other addresses at Mon- 
day afternoon’s forum session will ap- 
pear in these columns next week. 





Will Reduce Allocations 


Baltimore, March 15—President Jolin 
C. Stott of the NAIA in a special state- 
ment made to the eastern agents con- 
ference here today said that at the meet- 
ing of the executive committee in New 
York March 12-13, a plan of operation 
was agreed upon, effective April 1, “that 
will streamline the operation of the or- 
ganization and, we believe will increase 
its efficiency without the elimination ot 
a single current service now being 
rendered.” 

By reason of this plan, Mr. Stott said, 
a budget for the fiscal year 1949-1950 
will be submitted to the state board of 
directors at San Francisco in April “that 
will reflect a substantial reduction in 
the allocation to the states.” He said 
the prime objective of the executive 
committee is to maintain every service 
that is currently being rendered and to 
increase the efficiency of these serv- 
ices, “at the same time easing the finan- 
cial burden on our state associations.’ 
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BOO i An explosion shakes the 
: ® outskirts of Buenos Aires— 
. building material and equipment blown sky- 
“ high—and a small American construction 
i firm faces failure on its first foreign job! 





. In the firm’s Chicago headquarters, a moment 
n of shuddering panic . . . then calm reassurance. 
1e A phone call to the firm’s local insurance agent 
“ confirms that adequate coverage is in effect— 
sound, American protection placed right in Chi- 
cago through facilities of the American Foreign 
C Insurance Association! 


This single illustration dramatizes a need felt 
ws by every American firm, either great or small, 
d with interests abroad: the need for sound insur- 
ance protection of foreign undertakings—protec- 
s. tion arranged and controlled close at home. 


You are the agent who can supply that desired 
)- protection through fire, marine or casualty insur- 
ance. American Foreign Insurance Association 
makes it easy. You need merely make the contact 
—then write us about the specific risk as you 
find it. We quote a rate—prepare and deliver the 
‘ policy. You gain new prestige and profit. In this 
year of opportunity, remember: The foreign field 
at is your new horizon—capitalize on it! 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


80 MAIDEN LANE + NEW YORK 7, NEW YORK 


CHICAGO OFFICE: INSURANCE EXCHANGE BUILDING, 175 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 








COMPLETE INSURANCE COVERAGE IN FOREIGN LANDS 
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March 14- 15 





NAIA _ Eastern 


Cahill Tells How National Bureau 
Functions to Keep Rates Flexible 


Under the new state regulatory laws, 
the days of straight judgment or equity 
rating as such have been ended, said 
James M. Cahill, secretary, National 
Bureau of Casualty Underwriters, in his 

the eastern territorial 
the National Association 
of Insurance Agents at Baltimore, 
March 15. Now, the insurance compa- 
nies and rating organizations must do an 
equally good or better rating job 
through the use of systems of rating 
plans filed with and accepted by the 
state supervisory authorities, he added. 

Mr. Cahill went into considerable de- 
tail to show how the National Bureau, 
as a rating organization, is functioning 
in conformity with statutory require- 
ments and at the same time is operating 
to maintain the necessary flexibility. 

“To help bridge the transition from 
the freedom of the past to the system of 
regulated competition that it ahead,” he 
said, “the rating plans initially drafted— 
and which are still in effect in most of 
the newly rate regulated states—pre- 
serve to considerable extent the use of 
underwriting judgment in a number of 
important respects in the application of 
plans.” 


address before 


conference of 


Should Avoid Rigidity 


Mr. Cahill said that if great rigidity 
of rating plans in the initial stages of 
rate regulation were not avoided, there 
might be severe and justified repercus- 
sions from the insurance buying public 
should the effect of rate regulation be 
to increase materially the premiums that 
they had been accustomed to paying for 
the same insurance coverage. 


“Although many fear that there will be 
a trend under rate regulation towards 
uniformity of rates and rigidity of rat- 
ing procedures on the part of all car- 
riers, there is not much evidence of this 
to date under most state laws,” he said. 
“As a matter of fact, most rate regula- 
tory. statutes make it eminently clear 
that uniformity of rates and rating pro- 
cedures is neither contemplated nor re- 
quired and, further, several laws speci- 
fically provide that considerable flexi- 
bility in rating procedures is permissible. 
Also, in the case of a number of states 
where uniform rates (except for ap- 
proved deviations) were in effect for 
certain kinds of insurance for many 
years prior to the SEUA decision, there 
have been developments either through 
law amendment or administration de- 
signed to permit non-uniformity in rates 
and more realistic rating procedures. 

As examples, Mr. Cahill cited New 
York which has recently approved new 
rating plans designed to produce more 
accurate rates and premiums for eligible 
risks and has also accepted independent 
rate filings on the part of carriers not 
affiliated with a rating organization; also 
New Hampshire and Virginia where the 
automobile liability rate regulatory stat- 
utes were amended to make it clear that 
uniformity of rates on the part of all 
carriers is not required. 


Objection to Uniformity 


Answering the question of why there 
is such objection to uniformity of rates 
and rigidity in rating procedures on the 
part of all carriers, Mr. Cahill said that 
in the first place, without the stimulus 
of competitive thinking, the best inter- 
ests of insureds will not be served. In 
the second place, he said, unless the 
rating methods are extremely accurate 
and produce proper charges for both 
losses and expenses on all sizes of risks, 
there will be a tendency for the more 
profitable classes of business and the 
more profitable risk sizes to be written 
by specialty or participating companies 


where any excess premium charged un- 
der the uniform rater structure can be 
returned to policyholders through the 
medium of dividend plans. 

“Under uniform rate structures,” Mr. 


Cahill said, “it often is difficult to mod- 
ernize rating plans in the direction of 
responsiveness because of the opposition 
of the carriers who feel that their oper- 
ations may be hurt.” 

Mr. Cahill spoke of the urgency to 
avoid a repetition of the experience 
years ago in workmen’s compensation 
insurance which was subject from the 
start to rather risid rate regulation and 
rating procedures and said that only 
since 1943 has the graduation of expense 


ei & 


by size of risk been recognized in the 
authorized rating procedures in an ade- 
quate degree. This procedure, he said, 
is now in effect in most states where 
private carriers may write compensation 
insurance but there are still some im- 
portant states that have not come 
into line and this creates difficulty for 
stock companies and their producers 
in holding their own or improving their 


(Continued on Page 39) 
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FINANCIAL STATEMENT AS OF DECEMBER 31, 


1948 





U.S.BRANCH U.S.BRANCH 

UNITED STATES NORTH RIVER WESTCHESTER ALLEMANNIA WESTERN BRITISH SOUTHERN 

FIRE INS. CO. INS. CO. FIRE INS. CO. FIRE INS. CO. ASSURANCE AMERICA FIRE INS. CO. 
Cash in Banks & Trust Companies | $ 7,800,355 $ 4,235,762 $ 5,050,748 $ 1,153,477 $ 1,067,440 $ 682,826 $ 1,091,002 
United States Government Bonds 31,981,414 19,463,805 19,756,173 4,455,137 4,963,311 2,451,396 1,039,745 
Other Bonds and Stocks 17,990,062 13,307,918 12,817,798 2,121,226 968,577 1,047,130 1,318,469 
Mortgage Loans on Real Estate 24,115 31,000 229,291 STE A> WSS SIREORP LEE RPE aes: 
Real Estate 1,500 1,000 37,000 Bee: 6 See  aneomeee bio | Bees at 
Premium Balances Receivable 3,142,252 1,960,343 2,372,031 421,137 422,431 229,993 183,880 

(Not over three months due) 

Bills Receivable, Not Due 544,633 216,298 RO ORO oo ctoL oN be lace ee por Saiesd cate MEA oat 
Interest Accrued 100,882 59,764 63,279 13,832 10,133 6,207 8,804 
Other Assets 1,482,437 390,457 1,039,868 121,008 124,965 21,396 24,196 
Total Admitted Assets $63,067,650 $39,666,347 $41,808,384 $ 8,444,156 $ 7,556,857 $ 4,439,038 $ 3,666,096 





















































Reserve for Unearned Premiums $24,992,299 | $14,509,496 | $15,903,380 | $ 3,401,595 | $ 2,771,015 $ 1,539,276 | $ 1,733,059 

Reserve for Losses and 
Loss Expenses 7,409,014 4,966,437 6,055,175 872,930 1,164,058 569,928 307,099 
Reserve for Taxes and Expenses 1,612,400 1,057,500 1,291,000 202,558 260,800 121,850 75,226 
Other Reserves 879,059 361,315 753,866 109,077 111,323. 26,436 14,864 
Capital 2,000,000 2,000,000 2,000,000 1,200,000 +500,000 +500,000 | 500,000 
Net Surplus 26,174,878 16,771,599 15,804,963 2,657,996 2,749,661 1,681,548 1,035,848 
Surplus to Policyholders 28,174,878 18,771,599 17,804,963 3,857,996 3,249,661 2,181,548 1,535,848 
$63,067,650 | $39,666,347 $41,808,384 $ 8,444,156 | $ 7.556.857 | $ 4,439,038  $ 3,666,096 





x* Securities in statements include amounts deposited with various states, as 
required by law, in the following amounts: United States Fire, $3,610,229; 
North River, $2,454,022; Westchester Fire, $2,193,008; Allemannia Fire, 
$255,000; Western Assurance, $675,076; British America, $668,148; South- 


ern Fire, $297,011. 
+Statutory Deposit. 


CRUM AND FORSTER, Manager 


wauLbLiawsM 


SOUTHERN DEPARTMENT 
GEORGIA 


WESTERN DEPARTMENT 


FREEPORT. ILLINOIS ATLANTA 


On the basis of December 31, 1948, Market quotations for all Bonds and 
Stocks owned, the Total Admitted Assets and Surplus would be increased 
by the following amounts: United States Fire, $358,110; North River, 
$213,329; Westchester Fire, $300,088; Allemannia Fire, $82,778; Western 


Assurance, $22,746; British America, $25,208; Southern Fire, $21,158. 
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CAROLINAS DEPARTMENT PAC 
DURHAM. NORTH CAROLINA 
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SAN FRANCISCO. CALIFORNIA 
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ALLEGHENY DEPARTMENT 
PITTSBURGH. PENNSYLVANIA 


DEPARTMENT 
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NAIA Eastern Territorial Conference, 





Treiber on Safety Work in Utica 


A graphic story of how the city of 
Utica, N. Y., solved its automobile acci- 
dent problem through enforcement, en- 
gineering and education, was told by 
Andrew C. Treiber, president, Insurance 
Agents Club of Utica, at the eastern 
territorial conference of the National 
Association of Insurance Agents at Bal- 
timore, March 15. 


Mr. Treiber asked his audience to im- 
agine having 10 or 12 casualty companies 
say they would not write business in a 
city—having companies pull out of offices 
they have been doing business with for 
from 10 to 37 years. Nor did he blame 
the companies, with automobile loss 
ratios running as high as 140%. 

Mr. Treiber explained that Utica is 


on the main highway between Albany 
and Buffalo and transient traffic is ex- 
tremely heavy; also that it is an old city 
and streets are not laid out to accommo- 
date modern traffic. He said the city 
had fallen into the usual apathy when 
business was good and traffic enforce- 
ment and engineering were not import- 
ant. However, he continued: 


Companies Withdraw From Auto Field 


“We woke up in a. hurry in the fall 
of 1947 when we began to receive notices 
from our companies that they no longer 
desired to write automobile business in 
the Utica territories. When we started 
to look around for companies to take 
their places, we found the majority of 
other companies had no desire to do 
business in Utica. Then we knew that 
we were really on the spot.” 

Mr. Treiber said that one reason for 
the situation was that rates were on the 
wartime schedule and had not been ad- 
justed. A branch of Syracuse University 
had been established in the city which 
brought about 3,000 youths into the terri- 
tory, many of whom had cars. He said 
there developed a laxity of traffic. en- 
forcement due probably to the war and 
the shortage of police personnel; the 
traffic engineering department was trying 
to do a job, but nobody was taking much 
interest in what it did. 

“The companies were on the spot,” 
said Mr. Treiber. “They were losing 
money on automobile business and natu- 
rally they tried to eliminate the worst 
territories. If we were to continue to 
write automobile insurance, it was up to 
us to do something about it.” 


The first step was to appoint an acci- 
dent prevention committee composed of 
three members of the Insurance Agents 
Club and three from the Utica Safety 
Council. After a preliminary meeting, it 
was decided to ask the Commissioner of 
Public Safety to join the group. The next 
step was to enlist the services of the 
NAIA headquarters office and the acci- 
dent prevention department of the Asso- 
ciation of Casualty & Surety Companies. 


Sound Plans Result 


“Upon our return,” said Mr. Treiber, 
“the committee has met once a month 
and many sound plans for traffic safety 
have resulted. These have all been put 
in force by the Commissioner of Public 
Safety and the results have been re- 
markable. One of the first steps was 
Strict enforcement of all traffic regula- 
tions starting with minor violations. Be- 
lieve me—strict enforcement really re- 
duces accidents.” 

He said it was decided that if people 
really were hurt in their pocketbooks 
and had to pay fines large enough to 
hurt for traffic violations, they would be 
More careful. Accordingly, the fines 
were increased substantially and really 
resulted in improvement. These two 
Steps, strict enforcement and increasing 
the fines were started in the first part 





of 1948 and accidents immediately began 
to decline, the speaker said, adding that 
the newspapers of the territory gave full 
cooperation. 


The Utica traffic engineering division, 
Mr. Treiber said, is a part of the police 





department, and there is in the depart- 
ment a young man who has had training 
in traffic engineering. In addition, the 
Association of Casualty & Surety Com- 
panies agreed to make a thorough traffic 
engineering survey, the findings of which 
soon will be presented to the city offi- 
cials. 

Street lights have been changed so 
that the vision range of the drivers is 
better. A total of 160 hours were spent 


Baltimore, March 14-15 


at 59 intersections in taking volume tal- 
lies for traffic improvement, traffic lights 
at many intersections were intercon- 
nected and synchronized and each of 
1,770 motor accidents reported to the 
police were analyzed. A total of 1,276 
traffic signs were placed at new loca- 
tions or used to replace old signs and 
savings of thousands of dollars resulted 


(Continued on Page 32) 





PROGRESSIVE PROTECTION 
for 150 Years 








*A Rhode Island ship, perhaps seventy 
feet overall, bound for the West Indies, 
would take on a mixed cargo; four or five 
horses, several hundred hens and geese, 
barrels of apples and fish, a large lot of 
native cheese, clapboards, and staves. 
These the captain would trade for sugar 


and allied products. 























There is a vast difference between the cargoes and coastwise trading 
ships which Providence Washington assured against loss at the Exchange 
Coffee House in 1799* . . . and those whose destination today, are the 


far ports of the world. 


Through 150 years Providence Washington has kept pace with the 
industrial and commercial development of America by meeting the 
needs for marine insurance against constantly changing conditions. 
Today's cargoes and carriers, by land, sea and air, get complete 
protection from point of origin to final destination, when the insurance 


is placed with Providence Washington. 


You will find Providence Washington branch service offices and agents 


in principal cities from coast to coast. 
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ANCHOR INSURANCE COMPANY, PROVIDENCE WASHINGTON INSURANCE COMPANY, PROVIDENCE, R. I. 
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Home Sees 1948 as N. Y. Multiple Line Bill Crafts Deplores Trend 
© e 
Peak Inflation Year Goes to Governor Dewey Toward Social State 
— The New York State multiple line —— 
INSURERS’ OUTLOOK IMPROVED J insurance bill, permitting fire and casu- ADDRESSES PACIFIC BOARD 
: alty insurers to write all lines written 
President Smith Refers to Merger of by either type, has been passed and sent Says Insurance Can Prove Private En- 
Affiliated Companies as Outstanding, to Governor Dewey for his signature. terprise Can Supply Adequate Social 
Significant Development The — will become effective July 1 if Security in American Way 
approved. 
The Home Insurance Company, in its James F. Crafts, president, Fireman’s 
pamphlet report for 1948, now being dis- _ calaislh alia ficial Fund Insurance Co., in his address which 
tributed to stockholders, points out that @n¢ t 4 hig sae hc Oo = “oe closed the 73rd annual meeting of the 
last year may prove to have been the Operated in effecting t . a P all Fire Underwriters Association of the 
peak of the postwar inflation, measured Deep appreciation 1s expressed to a Pacific at San Francisco, March 10, 
not only in the leveling of commodity a — ca reg and cooperation in made a strong plea for all members 
prices, but also in the more attractive ‘!S forward step. , to dedicate themselves to a_ revival 
yields procurable upon funds invested. ,, As regards fire losses, Mr. Smith says: of the basic principles of private initia- 
, For tl ntl secutive year tl at principles ot p 
A return to a more stable economy, it oF Se Seren Serer seen, See. ae d f t 
a ‘ as 2 as he destruction of 2 ee 
is stated, may be expected to engender WS an increase in the 3 : “ 
ite Sas esta nroperty and resources in 1948. the total Speaking on the subject, “The Future 
more satisfactory conditions for the in- Property e é », the ; A : 
; -- - “ee being reater han in any sin sle vear of Our Business, Mr. Crafts said that 
surers of property risks. being greater t $64 ere ne sad : 
Referring to the merger into the Home im the history of the nation. The Home, the future of the insurance industry is 
Spc ‘ Reger” 53 A —:.. in common with other property insur- dependent upon the continuation of the 
of its ten former affiliated companies, Cc : property yee : 
which was accomplished during the year, "Ce companies, has shared in protect- nation’s present economic _ structure 
ee if yah: See ing the public against these losses. Many which, he pointed out, was built and 
Harold V. Smith, president, points out g the p 8 ? : : P 
that this is regarded as a most out- Of the fires were caused by carelessness has flourished on_ the American tradi- 
standing and significant development. and the misuse of heating and lighting — tion of free competition and the absence 
7 equipment. A very large proportion of unnecessary governmental regulations 
Wholehearted Cooperation would never have occurred if reasonable and _ controls. ; Bachrach 
“The successful result of this impor- care were constantly used. This loss is a “In order to combat the growing JAMES F. CRAFTS 
tant enterprise,” he says, “is due to the serious drain upon our national oor gerd a — oe Fon this — 
wholehearted way in which the stock- and calls for the concerted and con- a large number of the American people : ; 
holders, directors, agents, officers and stant efforts of all to eliminate waste must continuously be reminded of the terprise upon which ite sh ene and 
employes of all the companies concerned, of the productive assets of the country.” principles of private initiative.and en- ¢conomuc system was founded and 
through which we have gained a position 
of world leadership,” Mr. Crafts told 
members of the association. 
Insidious Thought Spreads 
Fi “The insidious thought has been al- 
8 P ait U Hers lowed to spread among too many of 
us that the acceptance of a degree of 
wa. ~~, socialism would offset the infiltration of 
Hive Suswraure Com ait communism. It is true that as a con- 
sequence of the two World Wars new 
social 7 economic sora: have been 
created and our responsibilities as a 
FINANCIAL STATEMENT AS AT DECEMBER 31, 1948 nation have been increased. We should 
not, however, permit these developments 
ADMITTED ASSETS . lessen our appreciation of the in- 
erent values in our private enterprise 
*Ronds—United: States: CaO VeveaeiaG eases seein sh Seo Sew 84 Biss @ Visine esos een so dete $ 4,001,219.65 system, by substituting therefor doc- 
ERO I SEI oe one xb 60s anes GG Re Re aS WS wee ek aan ins eats rates 2 224,128.18 trines which are acceptable only to the 
*Stocks (Includes Subsidiary Companies at $3,414,924.93)............ ese e eee e cece ees 7,026,564.93 weak aand unprogressive,” Mr. Crafts 
ee et es: Sn ea ee) RR emi ima, aeeee abe se Renae rer 2,780.924.99 stated. ; 
Premium Balances (Less Ceded Reinsurance Balances)...........ccsecccsccssccccccs 804,155.69 The Fireman’s Fund president pointed 
aM tae PU Tah PUI ge i5 5 5 oso sano sa w0 wince 6 AS wid ho Bo ws Or Be a bse pe lesa epte Reprae oes 49,433.28 out that in some of those nations, both 
Funds held by American Marine Hull Insurance Syndicate................2 cece eee ees 48,624.44 in Europe and South America, where 
ECE RUNS RI sn ko eee eles As Res GT OCS OK SA do 8 Mae PUTED we SER OE eS 194,777.21 socialistic ideologies have been adopted, 
———————_— there has been a prompt nationaliza- 
$ 17,129,828.37 tion of insurance companies and _ the 
Poss p creation of barriers which make it im- 
possible oe — underwriters to 
cama operate ‘profitably or satisfactorily. He 
LIABILITIES contended that the fight in this country 
Renerve For Bowsers BAG Tider TOON EOS i ass os a: 5 5 hs kiss Seino Ewen gia adie Rae olnis aise nce $ 1,947,473.66 against the growing socialistic trend 
OR UN ENUNNN IIE 5 5 0 dss awd n'g'sn e¥ noe ein nike ee esieae eee eONwee hy Eues 6,481,304.13 could be carried on in part by telling 
Reserve for Expenses, Taxes (Including $31,199.09 Federal Income Taxes) and Con- the full story of insurance to the Amer- 
Gneent Comnissons TNs OF ROO 6 oie 6505.5 e 0 bewe enaiecceee Fee eee eens 894,443.38 ican people. 
Wands Tield wider MemaPAee THO BGi ee acco 55 os 5:0 0:68 630 wees al olgss: 60k os oliane wo ela s'e ale 544,913.59 Why Demand Governmental Assistance? 
Reserve for Retirement of Preferred Stock...............eceee cece eee ee eee ee eeenes 218,337.91 “Why the demands for governmental 
Reserve Lor all other Das biUitien nd POSS. 6a 5 joioca 5 coreie ayy oeera eld ese weuie ibe: wale ore Bale o oval bed aie 199,450.60 assistance to protect against the haz- 
= eee ards of financial loss resulting from in- 
$ 9,785,923.27 niga oer amgasva or medical care?” 
— . e asked the group. “If we do an 
ae sey Stock: . . effective educational and selling job we 
$4.00 Cumulative First Preferred Stock (9.250 shares can remind governmental authorities of 
BIO Oe WUD os: i index seca iw 05.9 oie oe aoe ose $ 188,750.00 the great progress made by the com- 
**$5.00 Cumulative Second Preferred Stock (33,420 mercial insurance carriers. in recent 
shares $15.00 Par Value)... ....-sssssecees 501,300.00 years in providing new security benefits 
**$5.00 Cumulative Junior Preferred Stock (5,000 shares for the improvement of the social wel- 
B15 OO AE VMIED 6. cwcis wa eieoWe wouter srehicn 75,000.00 fare of the American people. Through 
Common Stock (80,000 shares $15.00 Par Value)....... 1,200,000.00 $1,915,050.00 the presentation of the facts, we can at 
niags Tia the same time prove to our people that 
URS ak io 0 5:0 beds oie pain wersin ows CReS we ode wee eee sean eN Ne aes 5,428,855.10 7,343,905.10 private enterprise can supply adequate 
social security the American way an¢ 
$ 17,129,828.37 at a cost more attractive cn that 
cet a aaa charged by the several states or Fed- 
eo gio oe ; 
. " r. Crafts also told the members 
POLICYHOLDERS SURPLUS $7,343,905.10 of the association that the insurance 
* Bonds and Stocks are carried on the basis prescribed by the nag ae gd nye g ~ of the State of Mow work, E et industry can be proud of the manner 
f F i x i s hac n us such insurance stocks in en a atu ; vhs : ae - 
sclsw ss ot bee with ies rs ar yee the Policyholders’ Surplus would be $7,378,001.59. There = which it has rendered * Renyeeaty and 
has been deducted an amount of $144,479.44 representing interest in our own stock through ownership of stocks of other important service to the American pco 
insurance companies. Securities carried herein at $210,400.56 are deposited with State Departments as required by law. ple and their economy. He stated that 
** Entitled on voluntary or involuntary liquidation to $100.00 per share and accrued dividends. with a rebirth of understanding and 
appreciation for the private enterprise 
wena es the part of some govern- 
mental departments and the champions 
, HOME OFFICE of ge that the insurance ie 
try will share the fruits of the na- 
111 WILLIAM STREET, NEW YORK tion’s prosperity and at the same time 
provide a higher standard of living for 
our own people as well as for the pco- 
LL a,_,,-—-< ples of*other nations, 
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a More fires can be traced to smoking and matches than to any other cause. One of the 


greatest fire-prevention devices ever invented is the ash tray. Make sure you have FOUNDED IN 1819, the Aetna 


, 2 = Insurance Company takes its name 
= 2 plenty both at home and in your office. Keep them within easy reach. Use them. nits tina tete rill erly which 


“though surrounded by flame and 
nt smoke is itself never consumed.” From 
its that day to this—through wars, con- 


el- flagrations and depressions—no 
gh A N A INSI IRAN E GRO policyholder has ever suffered loss 
at because of failure of an Aetna Com- 
at AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. pany to meet its obligations. 
nd PIEDMONT FIRE INSURANCE CO. . STANDARD INSURANCE CO. OF N. Y. 
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0- This advertisement also appears —in color—in TIME, NEWSWEEK, 
id fo F U.S. NEWS and WORLD REPORT + _ W. Ross McCain, President 
































R. I. Agents Appoint Hughes 
To Handle State Insurance 


C. HUGHES 


GEORGE 


The Rhode Island Association of In- 
surance Agents announces that on April 
1, George C. Hughes will become execu- 
tive secretary of the association and 
secretary-treasurer of Rhode Island 
Association of Insurance Agents, Inc., 
the corporation formed to underwrite 
and service the fire insurance on prop- 
erty owned by the state of Rhode Island, 
on behalf of the agents of the state. 

Mr. Hughes comes to the association 
from the New England Fire Insurance 
Rating Association, having been con- 
nected with that organization and _ its 
predecessor, the New England Insurance 
Exchange, for 26 years. 

A native of Charlestown, Mass., Mr. 
Hughes entered the employ of the old 
exchange in 1923 as a clerk in the Bos- 
ton office. After working in different de- 
partments there, he was appointed an 
inspector in 1930, traveling in Vermont 
and Rhode Island. He was transferred 
to the Rhode Island office in 1933. 

Through his long affiliation with the 
Fire Insurance Rating Association in 
Rhode Island, Mr. Hughes is well known 
to the, agents in the state and also to 
the company men throughout the area. 
He resides in Meshanticut Park, Crans- 
ton, Rhode Island, where he is clerk of 
the vestry and president of the Men’s 
Club of St. David’s Episcopal Church. 

The Rhode Island Association will 
open an office on April 1 at 201 Lauder- 
dale Building, 144 Westminister Street, 
Providence, from which Mr. Hughes will 
direct the organizational work of the 
trade association and handle all details 
pertaining to the state fire insurance. 


IS NAMED BY RAUSCHENBERG 

George H. Wilson has been named 
treasurer of the Atlanta, Ga., insurance 
firm of Rauschenberg & Garrison, Inc., 
according to announcement by C. L. 
Rauschenberg. Mr. Wilson was associ- 
ated with the insurance firm of C. L. 
Rauschenberg prior to entering the Air 
Forces in World War II. He was dis- 
charged with the rank of lieutenant- 
colonel. 
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TO HEAR FRANK ROGERS AGAIN 





Accepts General Brokers’ Ass’n Invita- 
tion to Continue PPF Discussion at 
March 23 Forum Session 


The General Brokers’ Asso-tion of 
Metropolitan District, Inc. recefved such 
enthusiastic response to its first forum 
discussion by Frank Rogers, vice presi- 
dent of the Mezey Agency, Inc., New 
York, on the subject, “The Personal 
Property Floater and Garment Contrac- 
tors Floater,” that the same topic will 
be further discussed at the association’s 
next general meeting and _ educational 
forum, Wednesday evening, March 23, at 
Hotel New Yorker. 

The speaker will again be Mr. Rogers 
whose expert handling of the PPF cov- 
erage stimulated dozens of questions 
from the floor. It was the manner in 
which he clarified various perplexities of 
the PPF and garment contractors floater 
that prompted the demand for his re- 
appearance at the forthcoming meeting. 

Officers of General Brokers’ Associa- 
tion invite both members and all unaffili- 
ated brokers to attend these educational 
forums. There is no admission charge. 





Southern Agents Plan for 
Augusta Regional Meeting 


More than 1,000 delegates are expected 
to attend the annual convention of the 
southern region of the National Associa- 
tion of Insurance Agents, which is to be 
held in Augusta, Ga., March 24-26. W. K. 
Allen, of Birmingham, is southern terri- 
torial conference president. 

Scott Nixon, convention chairman, 
said an interesting program has been 
arranged. The convention will be ad- 
dressed by a number of nationally known 
authorities in the insurance field. 

The southern region is composed of 
the states of Virginia, North Carolina, 
South Carolina, Georgia, Alabama, 
Louisiana, Florida and Mississippi. 

Chairman Nixon explained that this 
is the first territorial convention to be 
held by the association. “Heretofore,” 
he said, “the convention drew insurance 
agents from all sections of the United 
States. It has grown to such propor- 
tions it was necessary to divide the or- 
ganization into five regions, each region 
holding its own convention.” 





FORM NEW AGENCY IN W. VA. 


Providence eee Agency, Inc., of 
Charleston, W. has been organized 
with capital coat ‘of $5,000 to engage 
in the insurance business. Incorporators 
are C, R. Velee, Harry Pollitt and 
Howard Pollitt, all of Charleston. 


PHOENIX OF LONDON-PENNA 


L @t. & G. FIDELITY PHENIX 
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COMPLETE 
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e e 
Safety in Utica 
(Continued from Page 29) 
from the city’s using the silk screen pro- 
cess and making its own signs. 

Traffic Engineering Brings Dividends 

“We, in Utica,” he said, “have learned 
that a city properly engineered for traf- 
fic will be a safe city. The money spent 
for traffic engineering will bring divi- 
dends in fewer accidents which will save 
many dollars and, far more important 
will save life and pain of injuries. 

“You will note that so far everything 
which we have accomplished in Utica 
has been a result of the three ‘e’s—en- 
forcement, engineering and education.’ 
We have learned that they are of ut- 
most importance and if followed will re- 
sult in a safer city.” 

As to results, Mr. Treiber said that 
in 1947, Utica had a total of 2,199 acci- 
dents and in 1948, there were 1,770 acci- 
dents, a decrease of 429, or approxi- 
mately 20%. He said this record is re- 
markable when one considers that motor 
vehicles registered had increased 15% 
in 1948 over 1947 and the state and na- 
tional figures showed only about 5% 
decrease in accidents. 

Mr. Treiber said that the week of 
February 27-March 5 of this year was 
the ninth week in a row during which 
the Police Traffic Division reported a 
reduction in accidents compared to the 
corresponding week in 1948. Not only 
were the total accidents down over the 
same period, he said, but traffic deaths 
were still represented by a zero in the 
division’s weekly accident score. 


Accident Record Published 


Mr. Treiber thinks that having the 
accident record published in the news- 
papers has been of utmost value; the 
names of all people who are arrested for 
traffic violations also are published and 
“people will cooperate if they know that 
all are being treated alike and that there 
are no exceptions.” 

‘I am convinced,” he said, “that any 
city can accomplish the same good re- 
sults if our plan is followed. Enforce- 
ment, engineering and education will re- 
duce accidents. If the insurance agents 
of any city will become interested in 
safety and get the cooperation of the 
city officials and of the other clubs, a 
worthwhile job in traffic safety can 
be accomplished. 

“Public officials are, in our judgment, 


‘receptive to the cooperation of any group 


working for good city government, when 
such assistance is rendered in a friendly 
spirit as has been demonstrated to date 
in our city. 

“We, in the city of Utica, are going 
to continue our efforts and we know 
that eventually it will result in savings 
of thousands of dollars in insurance pre- 
miums, in property damage claims and 
in loss of lives. Safety is good business.” 





e e 
Commission Control 
(Continued from Page 24) 
brokers directly concerned as well as 

the companies. 
New Bill Introduced 

“Concurrently with the release of this 
opinion of the Attorney General, there 
was introduced in the legislature at Al- 
bany a new bill authorizing voluntary 
cooperative commission agreements be- 
tween two or more companies. This bill 
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provides that any such agreements and 
the rules and regulations adopted pur- 
suant thereto must only be entered into 
after consultation with licensed insurance 
agents and brokers. 

“Representing, as a member, the New 
York State Association of Insurance 
Agents, I appeared at the recent hearing 
in Albany and prefaced my remarks to 
the bill that if, in the opinion of the 
legislature, it was necessary to have this 
type of legislation, I had suggested 
amendments. My first suggestion was 
that in the speaking of standards of 
comnissi mn, that sec tion be revised 
so that these commissions could be 
arrived at in relation to the services 
rendered by the producer. I suggested 
the striking out of a paragraph that 
dealt with maximum commissions. | 
suggested that where the bill as intro- 
duced provided that the ‘agreements and 
rules and regulations adopted pursuant 
thereto are entered into after consulta- 
tion with the licensed insurance agents 
and brokers’ be amended so that it reads, 
‘after reasonable consultation with and 
due consideration given by the represen- 
tations of licensed insurance agents and 
brokers.’ I suggested that a paragraph 
in the bill that related to level commis- 
sion standards was unnecessary if the 
provision was included that producers 
should be paid in relation to services 
rendered. 


Agreed on Amendments 


“The producers represented at that 
hearing, with one exception, generally 
agreed that if legislation was to be 
enacted, these amendments should be 
made a part of the bill. The Superin- 
tendent of Insurance of the state of New 
York agreed at the hearing that the 
amendments, which had been proposed 
made sense. 

“The company representatives who 
appeared at this hearing and spoke were 
generally opposed to the bill as it stood 
and to the amendments which were sug- 
gested. I believe it was most unfortunate 
that our companies, if they were to 
oppose the bill, did not offer any con- 
structive suggestions as to some type of 
legislation, because the legislation pro- 
posed is permissive, so that a conference 
procedure could be established by the 
agents and companies. If our companies 
had objections to the additional authority 
that this measure would place in the 
hands of the Superintendent of Insur- 
ance of the state of New York, would it 
not be a fair question to ask why, at 
this hearing, they did not suggest an 
amendment seeking a correction of this 
defect, if one, in fact, exists? 

“T hold no crystal ball but may I pre- 
dict to you in all sincerity and honesty 
of purpose that at some point in the 
not-too-distant future the producers of 
this country and the companies they 
represent must sit down together and 
work out a procedure wherein the rights 
of both in respect to commission may 
be recognized and discussed. If this is 
not done, we as an industry may_ be 
face to face with collective bargaining. 
I prefer conference procedure.” 
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CLEVELAND CHICAGO 
313 Bulkley Bldg. 175 W. Jackson Blvd 








PEARL AMERICAN GROUP 


19 RECTOR ST., NEW YORK 6, N. Y. 


CINCINNATI SAN FRANCISCO PHILADELPHIA 
1423-1424 Carew Tower 369 Pine St. 525 Chestnut St. 


Pearl Assurance Company, Ltd. (United States Branch) 





19 Rector Street, New York 6, New York 
FINANCIAL STATEMENT — December 31, 1948 





Liabilities 
Unearned Premium Reserve ............ $7,261,796.14 
Losses in process of adjustment.......... 1,042,862.00 
Reserve for Taxes, Expenses and other 
RE MIUANO MS a6 os ox a oni ba had ee rad Se 379,832.44 


Unearned Premiums and Losses Recover- 
able on reinsurance in companies not 
admitted to transact business in New 





WORN CIAO eck as eU are neat ey aac, 228,278.99 
statutory Denes. 0 oc A ceedeckee $ 500,000.00 
MMM sc Ste Savas otis eadast ely cctoues 2: 5,581,923.53 
Surplus to Policyholders............ 6,081,923.53** 
$14,994,693.10 


*Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $610,000.00 are deposited as required by law. 


**On basis of December 31, 1948 market quotations for all quoted bonds and stocks 
owned, this company’s total admitted Assets and Surplus to Policyholders would be 





increased $15,610.24. 





The Eureka-Security Fire and Marine Insurance Company 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT — December 31, 1948 (New York Basis) 





Assets 

*Bonds 

MS VGURINIOTIB > dels. og we Ou deer kts he hee ee $7,350,474.65 

[OAS GNI td are ee ae a rane Bie 265,434.93 

Ne CTE OS ois ck Soda dx baeele nities 230,750.00 

Industrial and Miscellaneous .......... 156,910.73 $8,003,570.31 
*Stocks 

ERENCE NS clei laatay Seay Mavata i eewe Cae wen $ 191,191.00 

PIRMNENGY AU TUPEUAI NS oo cove eu srk au wns wa eee 1,163,166.00 

MSM ANd. INGUFANCE 63 ios ces ciincdecee’ 2,183,201.65 

Industrial and Miscellaneous ......... 862,918.08 4,400,476.73 
SECs Saga OS hacg teres ar fata et Sa Se eae 1,350,169.75 
Premiums in course of collection not over 

ninety days due, less reinsurance pre- 

miums due to other companies......... 238,553.81 
BRITE TRCEGAVADIO) oc caiek er'eslemadc dese vatves 4,533.98 
Reinsurance Recoverable on Paid Losses 

due from other companies............. 941,027.24 
Deposits with Underwriters’ Boards and/ 

OP AMREOCIANONG « .065 cee sas cnuete ewes 6,048.30 
Accrued interest on Bonds and Bank 

IEE ca ole clohia's cee ee Saal Aa eeO 50,312.98 

Admitted Ammete ooo. 6. cc ccecccccsess $14,994,693.10** 
Assets 

*Bonds 

CUMTMMIENE 2 waa cc Re on ee oes ciemn $6,561,718.01 

WE MUINOIAEE sain ee hu eeales Goce vse oe eee ee 285,290.13 

ine COS, oes cuca decree dave 195,250.00 

Industrial and Miscellaneous ........ : 176,794.49 $7,219,052.63 
*Stocks 

ORMIPOAAL, Tein civaceccwewee wee oes $ 20,000.00 

Uae. CCHICIOOh aks, os ow onda Eoin cukes 1,074,692.00 

Banke and Unstiraticé -.5 ..cck sh dede nese 558,862.37 

Industrial and Miscellaneous ......... 433,294.00 2,086,848.37 
CAS ees ee tthize s wills Sxaw ew aan wreela te nw de 754,823.41 
Premiums in course of collection not over 

ninety days due, less reinsurance pre- 

miums due to other companies........ 128,196.69 
Reinsurance Recoverable on Paid Losses 

due from other companies ............ 339,996.54 
Deposits with Underwriters’ Boards and/ 

Ok PESUCIANOOS. 6 6c oe tines ceteceuecewes 7,842.40 
Accrued interest on Bonds .............. 46,105.42 

PIMOS ASGEES uit y's e2ics ooice Sree ee ee des $10,582,865.46** 





Liabilities 
Unearned Premium Reserve ............. $6,254,858.49 
Losses in process of adjustment........... 892,726.00 
Reserve for Taxes, Expenses and other 
CAMA | occ wd dts aneaedsvexeunses 274,228.95 


Unearned Premiums and Losses Recover- 
able on reinsurance in companies not 
admitted to transact business in New 





OME HORNE <a nec sa ceca nadvnaskedacca 67,339.17 
CHAE < oon Sos nota dha radecdie ee ewcgadeces $1,000,000.00 
UNE en he Se ola a etude nat ws dia veradyace 2,093,712.85 
Surplus to Policyholders .......... 3,093,712.85** 
$10,582,865.46 


*Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $360,000.00 are deposited as required by law. 


**On basis of December 31, 1948 market quotations for all quoted bonds and stocks 
owned, this company’s total admitted Assets and Surplus to Policyhelders would be 
increased $14,749.57. 





Monarch Fire Insurance Company 


Corporate Office: 313 Bulkley Bldg., Cleveland 15, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


FINANCIAL STATEMENT — December 31, 1948 (New York Basis) 





Assets 

*Bonds 

CO IOHIE® oo ooS ete otek eteee oder oe $2,389,757.65 

LNT Oo ae Rete hae oa ee |e, ge 93,357.70 

Industrial and Miscellaneous.......... 73,709.38 $2,556,824.73 
*Stocks 

RAINE she hcg. 5 caewrine a's oc eee ves $ 21,700.00 

We OhMNIOee . Rs oe dene die 175,332.00 

NN ERBNDES: 1o2t Racds: Be chile Sa a cing ao Oa eixe Maleae's 136,473.00 

Industrial and Miscellaneous .......... 271,774.75 605,279.75 
oS Ao SO Rev oe 441,937.56 
Premiums in course of collection not over 

ninety days due, less reinsurance pre- 

miums due to other companies........ 54,599.70 
Reinsurance Recoverable on Paid Losses 

due from other companies ............ 200,664.96 
Deposits with Underwriters’ Boards and/ 

OPP SROCIBNONE .. Vinccscsccdnades caeee 3,238.00 
Accrued interest on Bonds and Bank Bal. 16,787.28 

PEUSGTECEG FONBONS? oo i's i:cee cans cud ncht unctee $3,879,331.98 


NTE 





Liabilities 
Unearned Premium Reserve ............. $1,910,998.98 
Losses in Process of Adjustment......... 274,438.00 
Reserve for Taxes, Expenses and other 
EE OR GOS ee Ee ee 87,670.29 


Unearned Premiums and Losses Recover- 
able on reinsurance in companies not 
admitted to transact business in New 





OMI CHING occa kan vccadas caucksacasens 4,368.59 
**Contingency Reserve .......... javewans $ 44,479.87 
RE oe ccceneas tearcuskta.candeccsdad 819,336.00 
Sr et AEE COPE ED ECOL TEE TEE EEET 738,040.25 
Surplus to Policyholders ........... 1,601,856.12 
$3,879,331.98 


*Valuations on basis approved by National Association of Insurance Commissioners. 
Securities carried at $210,000.00 are deposited as required by law. 


**Represents difference between total values carried in assets for all bonds and stocks 
owned and total values based on December 31, 1948 market quotations. 
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Elected Chairman of 
New England Fire Assn. 





DONALD C. BOWERSOCK 


The New England Fire Insurance Rat- 
ing Association has elected Donald C. 
Bowersock, president of the Boston, as 
chairman of the board of governors, suc- 
ceeding John A. North, executive vice 
hog ae of the Phoenix of Hartford. 
Guy E. Beardsley, vice president of the 
Aetna, has been elected vice chairman. 

The five new members of the board 
of governors, elected by the member- 
ship to succeed those whose three- -year 
terms expired, are Joseph K. Hooker, 
vice president, Automobile; Henry W. 
Cowles, vice president, Glens Falls; Har- 
old Junker, executive vice president, 
United States Fire; Chris D. Sheffe, 
United States manager, London Assur- 
ance, and John G. Loose, vice president, 
Great American. 

Holdover members of the board of 
governors are Messrs. Bowersock, 
Beardsley and North, and J. L. Erhardt, 
Royal; K. B. Hatch, Fire Association; 
Malcolm G. Wight, Hartford; R. R. 
Wilde, Corcon & Reynolds; George B. 
Salter, Providence Washington; H. W. 
Miller, Commercial Union; James D. 
Smart, New Hampshire. 

Benjamin M. Hermes continues as ex- 
ecutive manager and Ralph Sweetland 
as secretary and treasurer. 


Big Bill 


(Continued from Page 21) 





importance of securing an adequate sup- 
ply of well-trained workers and have 
been a mainstay of the increasingly suc- 
cessful apprenticeship program. 

Mr. Woll discussed the attitude of the 
contractors and builders, emphasizing 
profits which have been made. Sales 
profit, like contractors’ profit, has soared, 
he declared, until selling price today 
bears little relation to construction cost. 
As an example, he gave the history of a 
house which was built ten years ago for 
$12,500. Up to 1942, it had changed 
hands five times, and last selling price 
was $25,000. He thought such incidents 
could be multiplied hundreds of thou- 
sands of times all over the country. 

Discussing financing, he said in part: 
“Labor in the past has urged a reduction 
in interest rates and carrying charges as 
one way of securing lower-cost housing. 
Present program of AFL calls for direct 
Federal loans at the going Federal in- 
terest rate to public agencies, coopera- 
tives, non-profit and limited dividend 
corporations, and private builders who 
can conform to the rent schedules which 
should be established under the program. 
This method of financing would permit 
the construction of rental housing which 
could rent in the neighborhood of $50 
to $60 a month. This would provide 
housing for, the middle income group, 
with incomes of from $2,000 to $4,000 a 
year, the group in which a large portion 
of union members is to be found.” 


National Fire 
(Continued from Page 22) 


the National Board reported estimated 
fire losses of $711,114,000 in the United 
States against a corresponding estimate 
for the preceding year of $692,635,000. 
1948 Premium $35,203,487 

“Total net premiums written in 1948 
reached an all-time high, amounting to 
$35,203,487, against $35,040,639 in 1947. 
As stated we purposely kept the total 
volume in control to assimilate the large 
gains of previous years and to produce 
an underwriting profit. 

“Losses incurred and expenses paid 
were less in 1948 than in 1947, resulting 
in a trade underwriting gain of $3,631,- 
929. This compares with $1,776,772 trade 
underwriting gain in 1947 

“Even with the large increase in un- 
earned premium reserve, the operations 
of the National for 1948 produced a 
statutory net underwriting profit of 
$1,972,592, compared with a statutory net 
underwriting loss of $4,911,831 in 1947. 
Net earnings from investments amounted 
to $1,471,629 and were $471,629 in excess 
of the annual dividend requirement of 
$1,000,000. In 1947 net earnings from 
investments amounted to $1,419,472. 

“The following exhibit shows the de- 
tails of our underwriting operations for 
the National for the year ending Decem- 


ber 31, 1948: net premiums written, 
$35,203,487; losses incurred, 44.5%; ad- 
justment expenses paid, 3.5%; taxes paid 
2.5%; general expenses paid, 39.2%; 
trade gain, $3,631,929. 
Subsidiary Companies 

“The National’s subsidiary fire insur- 
ance companies (Mechanics and Traders, 
Transcontinental and Franklin National 
of New York), in 1948, showed a gain in 
net premiums written proportionate to 
the gain shown for the National. In 
1948 each of these subsidiary companies 
had a trade underwriting gain, which, in 
the aggregate, amounted to $539,262 com- 
pared with $227,012 in 1947. Due to im- 
proved underwriting results, notwith- 
standing increases in their respective 
unearned premium reserves, collectively 
they produced a statutory net underwrit- 
ing profit in the amount of $282,922, 
which compares with a statutory net un- 
derwriting loss of $725,615 in 1947. The 
total investment earnings of these three 
fire insurance companies in 1948 
amounted to $388,710 against $456,115 in 
1947. After allowing for adjustments in 
security valuations and reserves, each of 
these three companies showed an in- 
crease in surplus, which increases, of 
course, are reflected in the statement of 
the National in its valuations of its hold- 
ings of the stocks of these subsidiaries: 

“The combined results for the fire 
companies of the National Fire Group, 


General Agents Meet in 
New York City May 23-25 


The American Association of Manag. 
ing General Agents will hold its 1949 
annual convention on Monday through 
Wednesday, May 23-25, at the Hotel 
Commodore in New York City. Stuart 
H. Richardson, president of F. F. 
Richardson, Inc., New York City, js 
president of the ‘association, 








for 1948, showed total premiums writ- 
ten of $40,232,557, net statutory under- 
writing profit of oe and invest- 
ment income of $1,860,339. 

“Our comparatively young casualty 
company, United National Indemnity 
Company, made satisfactory progress 
during 1948. Technically, this company 
began business July 1, 1944, but produced 
very little business until ‘1945 ; so 1948 
marked its fourth year of full annual 
operations. Starting from __ practically 
nothing in 1945, it is gratifying to note 
that net premiums written in 1948 
amounted to $4,272,593: against $3,463,738 
in 1947, an increase of $808,855 or 23.3% 
over the net premiums written in 1947, 

“The combined results of all companies 
of the National Fire Group, both fire and 
casualty, for 1948, showed total premi- 
ums written of $44, 505,150, a net statutory 
underwriting profit of $1, 933, 674 and an 
investment income of $1, 949,495.” 
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SECURITY... STRENGTH ... SERVICE 


UNITED STATES RESOURCES AS OF DECEMBER 31, 1948 


Pond ADMITTED 

lished ASSETS —_ LIABILITIES 
1896 American and Foreign Insurance Company. . $13,011,530 $ 7,546,051 
1863 The British & Foreign Marine Ins. Co., Ltd.* . 8,156,244 4,575,727 
1911 Capital Fire Insurance Company of California . 3,673,689 1,645,290 
1922 Eagle Indemnity Company . . . . . ~ 12,093,150 7,299,655 
1908 Federal Union Insurance Company . . . . 5,617,185 3,358,865 
1911 Globe Indemnity Company . .. . - 68,704,300 47,125,207 
1836 The Liverpool & London & Globe Ins. Co. Ltd.* 30,464,097 20,472,315 
1811 _ The Newark Fire Insurance Company . . . 17,498,950 — 10,810,610 
1891 Queen Insurance Company of America. . . 39,385,671 25,761,640 
1910 Royal Indemnity Company . . . . ~. ~ 62,429,784 43,929,916 
1845 Royal Insurance Company, Ltd.* . . . . 34,742,743 23,150,993 
1924 The Seaboard Insurance Company . .. . 2,611,091 1,271,539 
1896 Star Insurance Company of America . . . 10,405,477 — 6,899,313 
1860 Thames & Mersey Marine Insurance Co., Ltd.*. 5,028,891 2,662,518 


* United States Branch. The amount shown under “Capital” is the 
statutory deposit required to transact business in the U. S. A. 


SURPLUS, TO POLICY HOLDERS 
(Includes Capital) 


Annual Market 
Statement Quotations 

CAPITAL Basis Dec. 31, 1948 
$1,500,000 $ 5,465,479 $ 5,392,717 
500,000 3,580,517 3,504,890 
1,000,000 2,028,399 1,975,635 
1,000,000 4,793,495 4,698,798 
1,000,000 2,258,320 2,196,926 
2,500,000 21,579,093 21,007,497 
500,000 9,991,782 9,673,252 
2,000,000 6,688,340 6,593,467 
5,000,000 13,624,031 13,267,954 
2,500,000 18,499,868 17,946,955 
500,000 11,591,750 11,280,880 
600,000 1,339,552 1,312,363 
1,000,000 3,506,164 3,403,003 
500,000 2,366,373 2,311,771 


CASUALTY—FIRE—MARINE COMPANIES. OF THE 


ROYAL- LIVERPOOL GROUP 


e ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK 8, N. Y. * 
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Phoenix-Connecticut 
Reports Gains in Year 


PHOENIX ASSETS _ $87,765,160 


Net Premiums of Three Companies To- 
tal $48,807,000; Losses Incurred to 
Written Premiums Were 41.4% 


The Phoenix Insurance Co. of Hart- 
ford closed 1948 with admitted assets of 
$87,765,160 against $83,579,542 the year 
before, an increase of $4,185,618. Policy- 
holders’ surplus of $46,799,487 shows a 
gain of $264,350 and the reserve for 
unearned premiums is up $4,166,176 to 
$25,192,465. 

Net premiums of the Phoenix were 
$28,308,463, an increase of $3,751,947. 
After losses and expenses, plus the in- 
crease in unearned premiums, there was 
a net underwriting gain of $357,464. 

Other companies in the group include 
the Connecticut Fire and the Equitable 
Fire & Marine. In his annual report 
to stockholders President George C. 
Long, Jr., states in part: 

“Net premiums written by the three 
companies during the year aggregated 
$48,807,695—an increase over 1947 writ- 
ings of $6,468,875. After deducting from 
written premiums losses incurred of 
41.4%, loss adjustment expenses of 2.5%, 
taxes chargeable to underwriting of 
3.1%, and general underwriting expenses 
of 37.1%, a trade gain of $7,784,146 was 
realized. Charging this gain with an 
increase of unearned premiums incident 
to the growth in premium writings and 
amounting to $7,183,062 and adding gain 
from profit and loss items leaves a stat- 
utory underwriting profit from the year’s 
operations, and before Federal income 
tax, of $631,525. 

“The group loss ratio to earned pre- 
miums was 48.55%. 

“It is worthy of remark that during 
the five-year inflationary period of 1944 
to 1948, inclusive, the three companies 
have been able to provide for an in- 
crease of approximately $28,000,000 in 
premiums without undue strain to sur- 
plus. After transferring $500,000 from 
market fluctuation and contingency re- 
serve to other accounts, that item of 
surplus remains at the 1944 figure of 
$7,500,000. 

“Unearned premium reserve of the 
three companies now totals $43,435,285. 
_“As partial evidence of increased ac- 
tivities during the year, there were re- 
ceived for underwriting and recording at 
the Hartford office reports of agency 
policy writings in the number of 746,103 
—an increase over the previous year of 
47,957. This does not include the thou- 
sands of endorsement advices covering 
changes in contracts already in effect. 

“Loss claims handled at home office 

and company branches totaled 132,340— 
an increase of 9,169. 
_ “The handling and processing of these 
items has been met in adequate fashion 
by our staff throughout the organiza- 
tion and too much cannot be said in 
praise of their industry, competence, and 
loyalty.” 





Aetna Fire Group Opens 


Agents’ Training Course 
Another session of the agents’ training 
course of the Aetna Insurance Group 
opened on March 14 at its home office 
at Hartford. Agents of the companies 
‘rom nine states in all sections of the 
country are attending. The course is for 
a period of seven weeks covering the 
majority of the fire, inland marine, cas- 
ualty and surety lines, with special 
emphasis on programming insurance pro- 
tection to meet the varied requirements 
of personal and business risks. L. Ray 
Ringer, CPCU, educational director, is 
in charge. 
he next session of this course is 
scheduled to start May 16. 


N. Y. Agents Set Dates 


The 67th annual convention of the 
New York State Association of Insur- 
ance Agents, Inc., will be held at Hotel 
Syracuse, Syracuse, N. Y., May 2-3. 








General Reinsurance 
Group Reports Gains 


ASSETS AND RESERVES RISE 


General Reinsurance Discloses Total As- 
sets of $50,995,597, With North 
Star at $18,358,410 


Year-end statements of the corpora- 
tions comprising the General Reinsur- 
ance Group disclose total assets of $50,- 
995,597 for General Reinsurance Corp., 
a gain of $5,597,846, and total assets of 


$18,358,410 for North Star Reinsurance 
Corp., a gain of $1,434,271. United States 
Government bonds and cash holdings 
of General Reinsurance aggregated $27,- 
106,467 and constituted 55% of its in- 
vestments. North Star’s government 
holdings and cash amounted to $15,117,- 
528 or 86% of its investments. 
Reserves for claims and claim expense 
of General Reinsurance were $22,986,091, 
an increase from the prior year of 
$2,552,454. The corresponding reserves 


for North Star were $1,855,105, an in- 
crease of $47,664 from the prior year. 


Reserves for unearned premiums of 
General Reinsurance increased $1,629,- 
308 and for the North Star increased 
$636,280. Voluntary reserve of General 
Reinsurance was $2,095,923, an increase 
from the prior year of $387,109. 


Capital was $5,000,000 and surplus $10,- 
000,000 representing no change from the 
prior year. Policyholders’ surplus was 
$17,095,923, an increase from the prior 
year of $387,109 reflecting the increase 
in the company’s voluntary reserve. 
Policyholders’ surplus of -North Star 
was $5,427,642, an increase of $852,245 
from that shown at the close of the 
prior year. 








Helping the other fellow ... It gives us pleasure to lend a hand when- 
ever a broker needs help. This friendly cooperation is available to you on the 


problems of your clients. 


MINNER & BARNETT 


Manager, Metropolitan Department 

American Guarantee & Liability Insurance Company, New York 
Zurich General Accident & Liability Insurance Company, Ltd. 
Zurich Life Insurance Company of New York 

Zurich Fire Insurance Company of New York 


INCORPORATED 


80 John St., New York, N. Y. 
189 Montague St., Brooklyn, N. Y. 
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Too bad John didn’t take his wife’s advice before the fire. 

Often, she had urged him to make sure he had enough fire insur- 
ance to cover today’s higher, ISS ca the time they might 
have to replace clo*ying, ‘and other home furnishings 
—in case of fire. ly i, off. Then came the fire! 
% /s not increased your fire 
insurance — Vy erm cance on the con- 
tents of your 4 Oe a OTe tiem cent of one of 
the “North AN color magazine advertisements to help you 

Remember, iat ie RaRM os! very little 
more than not ¢ s of dollars if 


you have a fire. 
















HE STANDS BETWEEN 
YOU AND LOSS! sate 
Your local Insurance Agent invita 
ge 
knows his job ... to fit the d house: 
best protection to your per- er, wc 
sonal needs. When trouble the 
comes, he’s on hand to see 4 pt 
- that you get prompt satis- busine 
faction on every just claim. der th 














Insurance Company of North America, founded 1792 in the de 


INSURANCE COMPANY OF Independence Hall, is the oldest American stock fire and : lot FS 


marine insurance company. It heads the " North America” 


Cumpases which meet the public demand for practically e and w 

all types of Fire, Marine and Casualty insurance; Fidelity » in tl 

and Surety Bonds. Sold only through Agents or Brokers. ee eae 
COMPANIES, Aihibaclelphia . 





Insurance Company of North America » Indemnity insurance Company of North America « Philadelphia Fire and Marine Insurance Company » The Alliance Insurance Company of Philadelphia : anne, 
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Parking Lot Operator Liable for 
Acts of Substitute for Employe 


The owner of an automobile placed it 
in a public parking lot, paid the required 
compensation for the privilege and re- 
ceived the customary receipt from the 
owner and operator of the lot. A person 
not employed by the lot owner without 
authority took the car out of the lot, 
used it as his own, and had a collision, 
causing damages of $1,150. 

In an action by the car owner against 
the parking lot owner for the damage 
the Pennsylvania Superior Court, 162 Pa. 
Super. 271, 57 A. 2d 696, reversed judg- 
ment for the defendant and entered 
judgment for the plaintiff, for the fol- 
lowing reasons: 

“Tf the defendant was under an abso- 
lute duty as to the bailed car, it made 
no difference whether the defendant’s 
own servant wrongfully took the car and 
injured it, or whether the defendant 
failed properly to guard against a third 
party doing so. The bailee’s liability is 
predicated, not on the doctrine of re- 
spondeat superior, but upon an absolute 
duty to use ordinary care to prevent the 
car being taken. Smith v. Cohen, 116 
Pa. Super. 395, 176 A.869; Carlton v. 
Sley System Garages, 143 Pa. Super. 
127, 17 A.2d 748.” 

Contract of Bailment 

The question, therefore, was whether, 
under the peculiar facts of the case, there 
was a valid contract of bailment between 
the defendant and the plaintiff. Defend- 
ant employed one Summerson as the at- 
tendant of the parking lot. His hours 
were from 8 a.m. to midnight. He left 
the parking lot about 7 p.m. on his own 
affairs, without the defendant’s knowl- 
edge, and made an arrangement with one 
Yermoska to take over his duties until 
midnight. 

It was stipulated by the parties in the 
case that “Summerson had no authority 
to hire anyone or substitute someone 
else for himself. He had no permission 
to leave the parking lot on his own 
business. Yermoska had never been in 
defendant’s employ.” 

When plaintiff drove his car onto the 
parking lot, Yermoska received it and the 
fee, and delivered defendant’s receipt. 
These were duties Summerson would 
have performed if he had been present. 
As regarded the making of a bailment 
contract there were no discretionary acts 
to be performed by Summerson, de- 
fendant’s admitted agent. 

“It would create an intolerable situa- 
tion,” the court said, “if, in order to be 
safe, a customer desiring to accept the 
invitation of a parking lot owner, a ware- 
houseman, a storekeeper or a ticket sell- 
er, would be required to determine that 
the person with whom he deals on the 
business premises involved, is acting un- 
der the authority of the owner. 

“But the law is not impotent. Sum- 
merson had full authority to conduct all 
the defendant’s business at the parking 
lot, ie, the acceptance of bailments, 
and was therefore a general agent put 
in the owner’s place to transact all his 
business of a particular kind. 

Duties Delegated 

“In addition, an ordinary agent can 
(deiegate his ministerial powers, and 
therefore Summerson could delegate the 
making of this bailment contract, for the 
only things to be done were to receive 
the automobile and the fee, and to issue 
the receipt, * * * 

“Any discretionary duties which Sum- 
Merson had to perform only arose after 
the making of the bailment contract, 
such as guarding or taking care of the 
vehicles and properly placing them. 

Inasmuch as it makes no difference 





here how the bailed automobile hap- 
pened to be removed from the premises, 
it follows that since there was a valid 
contract of bailment, the defendant is 
liable. This leaves no room for the con- 
tention that the defendant was excused 
because the removal and damage of the 
vehicle was by Yermoska, who was 
placed in attendance by Summerson 
wihout defendant’s authorization; for if 
Summerson had stayed on the job and 
had allowed Yermoska to take the ve- 
hicle, the liability would exist. 

“The defendant, and not the plaintiff, 
had and exercised the power of the 
selection of the lot attendant. That the 
person selected was unworthy is the 
fault of the defendant and not of the 
plaintiff.” 


Ohio House Passes Bill 
To Curb Auto Agents 


The Ohio house of representatives, by 
a vote of 105 to 23, has passed and sent 
to the senate the Hart-Farley-McClure 
bill, which would give the state Superin- 
tendent of Insurance power to revoke 
or refuse to issue or renew an insurance 
agent’s licenses where, upon hearing, he 
has found that the principal business of 
the agent is to sell insurance on products 
which he sells. 

The bill is aimed at automobile sales- 
men who sell insurance on automobiles 
which they handle. Charges of monopoly 
were hurled at the General Motors In- 
surance Corp. It was said by an oppo- 
nent of the bill that General Motors 
furnishes insurance to persons who could 
not get insurance from others. He was 
answered by another member who said 
he had called two insurance agents at 
random and both offered to write insur- 
ance on a 1940 model. 








Sidway Marine Special for 
Fire Assn. in N. Y. State 


Frank ‘'H. Thomas, president of Fire 
Association Group, announces appoint- 
ment of Franklin Sidway as marine spe- 
cial agent for the State of New York, 
exclusive of the New York metropolitan 
area. 

Mr. Sidway goes to the Fire Associa- 
tion after years of experience as a 
marine producer in New York State, 
having entered the business in 1924. He 
will make headquarters at 300 South 
Warren Street, Syracuse. 





Hoffman Secretary and 


Comptroller Utica Mutual 


Ralph E. Hoffman, former chief ac- 
countant of the company, was elected 
secretary and appointed comptroller of 
the Utica Mutual Insurance Company 
at the annual meeting of the board of 
directors in Utica, N. Y. He succeeds 
the late Edward J. Hadfield in both 
positions. 

Mr. Hoffman joined the company as 
an accounting department clerk in July, 
1927, and rose to chief accountant. He 
also is assistant treasurer of the John 
L. Train Co., Inc., and the Allied Fire 
of Utica, subsidiaries of the Utica Mu- 
tual. 





LEMMON HEADS FIELD CLUB 


Haven D. Lemmon, Amarillo, state 
agent for the Aetna (Fire) Insurance 
Co., has been elected president of the 
West Texas Field Club. 


McCarran Calls Hoffman 
Reply Unsatisfactory 


FORESEES BILL IN CONGRESS 


Senator Says ECA Was Not Set Up to 
Tear Down or Weaken American 
Industries Such as Insurance 








Following receipt of a reply last week 
from Paul G. Hoffman, European Re- 
covery Administrator, to the effect that 
he would not deviate from his ruling 
with respect to allowing funds for ma- 
rine insurance to participating foreign 
countries, Senator Pat McCarran (D., 
Nev.) made a statement indicating that 
legislation will be introduced in Con- 
gress to protect the American marine 
market. 

It is Senator McCarran’s opinion that 
part of the insurance on Marshall Plan 
cargoes should be required to be written 
in the American market. American ma- 
rine interests have never asked for such 
a preferred position but have been fight- 
ing to secure equally competitive posi- 
tions with foreign recipients of Ameri- 
can aid. 

Upon receipt of Mr. Hoffman's re- 
sponse, Senator McCarren stated that it 
was “most unsatisfactory” and that he 
anticipated that legislation will quickly 
be introduced in the House and Senate 
to remedy the situation. He said: 

Would Impair Industry 

“It may be true, as Mr. Hoffman says, 
that ECA was not set up to support 
American industries. My answer is that 
it was not set up to tear down or 
weaken those industries and that it 
should not be used for destroying them, 
nor for improving industries abroad that 
will act as permanent impairments to 
growth of similar American industries. 
And insurance is certainly one of those 
industries. 

“I regret the persistent attitude of 
Mr. Hoffman, and I hope that Congress 
will see fit to insert legislation to remedy 
the situation,” the Senator concluded. 

Mr. Hoffman’s letter said that ECA 
originally felt the size of its shipping 
program made it feasible for ECA to set 
up self-insurance system by setting aside 
a reserve for losses. However, it was 
recognized that foreign importers might 
wish to insure their own interest in 
individual cargoes and, since their own 
governments were short of dollars, they 
would turn to foreign companies which 
would accept foreign currencies. This 
tended to throw the bulk of the insur- 
ance business to overseas concerns. 

Mr. Hoffman told Senator McCarran 
that ECA studied this problem with 
American companies. In view of the 
relatively small sums involved, he said, 
ECA decided against the self-insurance 
system and authorized the use of Mar- 
shall Plan dollars for insurance in the 
same way as for other goods and serv- 
ices. 

“IT wish to emphasize that the effect 
of this new policy is to place American 
insurance companies in precisely the 
same position as other American ex- 
porters of goods and services now be- 
ing paid from ECA funds,” Mr. Hoff- 
man wrote. “I do not think that ECA 
should go further than this nor that 
ECA should require insurance with 
American companies on a specified per- 
centage of cargoes or any similar for- 
mula.” 





BROWN CONFIRMED IN TEXAS 


The appointment of Colonel Paul H. 
Brown as Texas Fire Insurance Com- 
missioner has been confirmed by the 
Texas Senate. He will serve a six-year 
term, succeeding Marvin Hall, who has 
just completed two terms, being the only 
fire insurance commissioner to serve 
twelve years. Colonel Brown was a cam- 
paign manager for Governor Beauford 
Jester and recently completed a_two- 
year term as Texas Secretary of State. 
Before World War II, in which he 
served with distinction, he practiced law. 


AUTO CLAIMS MEN MEET 





Airkem Odor Removing Service Ex- 
plained; Annual Dinner and Meet- 
ing Dates in April Announced 


The Automobile Claims Association of 
New York will hold its annual meeting 
and election of officers on Thursday, 
April 14, in connection with the regular 
monthly luncheon at Miller’s Restaurant. 
Past Presidents Leslie A. Lloyd, Pacific 
Fire, and Thomas J. Hunter, North 
British & Mercantile, are members of 
the nominating committee. The annual 
dinner of the association is scheduled 
for Friday, April 29, at the Park Shera- 
ton Hotel. Kenneth C. Maines, Apple- 
ton & Cox, Inc., is chairman of the 
entertainment committee. 

Peter J. Hopkins of Airkem, Inc., 
which specializes in the field of counter- 
acting smoke odors in automobiles, 
buildings or wherever else such odors 
exist following fires, explained this serv- 
ice at the luncheon meeting March 10. 
President Matthew W. Lemberg, Fire- 
man’s Fund, was presiding officer. 

Use of Airkem in solving the problem 
of smoke odors is widespread as this 
treatment has proved successful. While 
the product Airwick is used in homes 
Airkem is manufactured for the commer- 
cial and industrial fields, Mr. Hopkins 
stated. The treatment eliminates odors 
without leaving any odor or stain of its 
own. He explained that smoke odors 
are removed by spraying the interior of 
an automobile, after removal of all 
charred substances, for several hours 
with equipment provided by Airkem. The 
same method has been used in removing 
odors from contents of storage ware- 
houses which have suffered smoke dam- 
age. 
Thomas D. Patterson, Norwich Union 
Group, was elected to membership in 
the Automobile Claims Association. At 
the May meeting it is planned to invite 
representatives of the dealers’ organiza- 
tions to see if it may be possible to 
achieve a greater degree of cooperation 
between the insurance loss representa- 
tives and automobile dealers in handling 
losses. 





FILE MULTIPLE RISK PLAN 





State Departments Studying Proposal 
to Have Nationwide Average 
Rates, With No Modifiers 


Many state Insurance Departments are 
now studying a proposed rating plan of 
the Multiple Location Service Office for 
interstate fire risks which has been of- 
fered as an amendment to the state 
average rating method. The amended 
proposal is the same as presented to the 
rates and rating organizations committee 
of the National Association of Insurance 
Commissioners in New York City re- 
cently which the committee declined to 
approve, although it did not disapprove 
it. Commissioner C. F. Harrington 
of Massachusetts wrote a dissenting 
view in which he went on record as 
favorable to the amendment. 

The present MLSO proposal would 
establish a single nationwide average 
of- tariff rates, without loss or expense 
modifiers, for all states in which each 
risk has locations. As to the state rat- 
ing bureau which would collect the rat- 
ing data there would be an option of 
the state where greatest values are lo- 
cated, the assured’s principal place of 
business or the place where the policy of 
insurance is negotiated. 

Due to the fact that the New York 
Department does not look with approval 
on multiple location rating methods 
omitting provisions for rate debits or 
credits this plan may not be filed in 
New York at present. 





WEAR HEADS RATE BUREAU 


Insurance Commissioner George A. 
Bisson of Rhode Island announces the 
appointment of Richard N. Wear as su- 
pervisor of the new rating bureau to ad- 
minister insurance ‘rate regulatory laws 
in the state. Mr. Wear, who had top 
rank in the civil service examination 
for that position, formerly was with the 
Providence office of the Liberty Mutual 
Insurance Co. 
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Disability Benefits 
Bill Filed in New York 


COMPETITIVE STATE FUND PLAN 





Mailler-Condon Measure Supported by 
Dewey; Attitude of Legislators 
Mixed; Effective in 1950 





The long-awaited disability benefits 
bill, sponsored by Lee B. Mailler, Re- 
publican majority leader of the New 
York assembly, was introduced Monday 
evening and a companion bill was_in- 
troduced in the senate by Will F. Con- 
don, chairman of the senate labor and 
industry committee. The bill, which its 
supporters believe may become a model 
for similar legislation in other states, 
will provide insurance coverage for some 
6,000,000 workers in the state in case of 
non-occupational injury or accidents sus- 
tained by them. 

Under the bill all employers who have 
four or more employes must provide the 
required protection, starting in 1950, for 
their employes either through self-insur- 
ance, an insurance company writing A. 
& H. business in this state, or the State 
Insurance Fund. This is in contrast to 
the Federal legislation proposed in the 
Truman program which would permit 
the Government alone to provide the 
coverage. Thus, the competitive prin- 
cinle of the private enterprise system 
will be preserved. 

Mailler’s Statement 


In a statement made in submitting the 
bill to the assembly, Mr. Mailler, who 
is chairman of the joint legislative com- 
mittee on industrial and labor conditions, 
said that the bill has been prepared in 
the best American tradition, through a 
series of hearings and conferences in 
which leaders of management, labor, in- 
surance companies, and trade and busi- 
ness organizations met with representa- 
tives of the legislature and state ad- 
ministration, worked out an acceptable 
program, and drafted the bill. He was 
appreciative to these interests for their 
valuable contribution “to the notable so- 
cial insurance program presented in the 
Mailler-Condon bill.” The measure is 
also assured of Governor Dewey’s sup- 
port. 

However, it is pointed out by Don 
Irwin, New York Herald Tribune staff 
man in Albany, in the March 14 issue 
of that paper, that the bill’s chance for 
passage at the current legislation ses- 
sion is somewhat in question. He antici- 
pated opposition from minority Demo- 
crats, and also some reluctance to sup- 
port the measure on the part of some 
Republicans. It is known that the A. 
F. of L. favors the competitive state 
fund character of the bill with em- 
ployer-emp!ove participation in the 
costs. But the CIO, reportedly, wants 
the costs to be paid entirely by em- 
ployers. 

Insurance people who attended the 
conferences on the Mailler-Condon bill 
during the past several weeks and aided 
in its preparation, include: J. Dewey 
Dorsett and Richard Wagner, Associa- 
tion of Casualty & Surety Cos.; Henry 
D. Saver, general manager, Compensa- 
tion Insurance Rating Board; Leslie 
Hemry and Joseph Craugh, representing 
American Mutual Alliance: Rheinard 
Hohaus, Metropolitan Life: M._ J. 
Murphy, Association of New York Mu- 
tual Casualty Companies; Albert Pike, 
Life Insurance Association of America; 
Henry Smith, Equitable Life Assurance 
Society; John L. Train, president, Utica 
Mutual, represénting Associated Indus- 
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C. W. Olson, Jr., Heads 
Surety Bond.Producers 


HOLD ANNUAL MEETING IN N. Y. 





50 Leading Agents Attend From All 
Parts of Country; Discuss Current 
Trends; Hear Worthwhile Addresses 





C. W. Olson, Jr., head of a 63-year-old 
Chicago agency, was elected president 
of the National Association of Surety 
30nd Producers on March 15, the clos- 
ing day of its annual meeting at the 
Waldorf-Astoria, New York. Mr. Olson 
succeeds Durel Black, New Orleans 
agency leader, who could not attend 
the gathering because of illness. Mr. Ol- 
son, formerly first vice president, pre- 
sided in his absence. 

Other officers elected are as follows: 
William H. Kreidler, Cincinnati, first 
vice president; S. Hammond Story, At- 
lanta, second vice president; Jack East, 
Little Rock, third vice president, and H. 
Phelps Smith, Nashville, who was re- 
elected secretary-treasurer. 

Four new members were elected to 
the executive committee. They are: H. 
F. (Speed) Warner, Kansas_ City; 
Robert L. Cobb, Minneapolis; Morris 
Moughon, Nashville. and Erlon M. Dun- 
lap, Auburn, Me. They succeed Ted C. 
Field, St. Paul, and J. B. (Luke) Waters, 
Jacksonville, whose terms had expired, 
and Messrs. Story and East, who were 
elected officers of the association. Mr. 
Waters was chairman of the nominating 
committee. 

Lewis and Murphy Guest Speakers 

The meeting opened Monday, March 
14, with addresses by Martin W. Lewis. 
veneral manager, Surety Association of 
\merica, and Ray Murphy, general 
counsel, Association of Casualty & 
Surety Companies. 

In his address Mr. 


Lewis strongly 
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Ad Men Tackle Major Problems At 
IAC Meeting in New York 


Dwight Ely Chairman of Fine Program; Jarvis Leads Forum; 
Agent’s Problems Uppermost; “Aesop Glim” 
Luncheon Talk Makes Hit 


With tougher selling conditions in the 
1949 buyer’s market becoming more and 
more apparent, the keynote of the spring 
meeting this week of the Insurance Ad- 
vertising Conference was wisely set as 
“an approach to major problems” both 
in planning direct mail campaigns for 
agents and in the public relations 
aspects of the fire-casualty business, The 
program committee, headed by Dwight 
Ely, IAC vice president, who is produc- 
tion manager of Ohio Farmers Insur- 
ance Co., gave recognition to the fact 
that the layman‘s opinion of the insur- 
ance business at this time is vitally im- 
portant. It was also recognized that 
the agent this year should have more 
sympathetic home office interest and as- 
sistance, especially after the past few 
years of “tight market capacity” during 
which he has often been the “forgotten 
man.” Improving the ad man’s own 
methods so that he can make a greater 
contribution to the success of his com- 
pany was another objective. 

Under Dwight Ely’s chairmanship the 
meeting, held Monday, March 14, at 
Hotel Roosevelt, New York, clicked from 
start to finish. It began with an ad- 
dress by Robert L. Bliss, director of 
publicity, National Association of Insur- 
ance Agents, on the timely subject 
“What Is Insurance Advertising Ac- 
complishing?” Constructively critical, 
Mr. Bliss’ address is reviewed on Page 
44 of this issue. 


Dr. Link on American Ideals and 
Heritage 


A noted psychologist, Dr. Henry C. 
Link, vice president, the Psychological 
Corp., was the next speaker with the 
thought-provoking subject “How to Sell 
America to Americans.” He lamented 
the fact that our educators are not sell- 
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ing Americans on the strength and 
heritage of the nation. Dr. Link empha- 
sized that there is a major job to 
be done and that in its accomplishment, 
our belief in personal freedom and moral 
responsibilities will be strengthened, He 
urged that the managements of the 
nation’s fire and casualty-surety com- 
panies join with organizations such as 
the American Association of Advertising 
Agencies, the United States Chamber of 
Commerce and the National Association 
of Manufacturers “in taking effective 
steps in the education of Americans.” 

The speaker expressed his confidence 
in the American system of voluntary 
insurance’ and social security, declaring 
that under this system people pool their 
premium payments and share the wealth, 
and in time of emergency “everyone 
helps the policyholder whose house 
burns down.” 

Contests to Create Interest in Financial 
Statements 

Making practical suggestions to bring 
management .closer to its public, Dr. 
Link told about experimental studies 
being made by his organization for big 
clients in connection with communication 
of ideas. Tests of company financial 
statements, for example, reveal that 
people consider them a bore, and do 
not read them—no matter how important 
the figures. To remedy this indifference 
Dr. Link suggested an essay contest 
among employes under the heading 
“Features of This Statement Which In- 
terest Me and Why.” Suitable prizes 
are offered for the best essays. The 
speaker then said: 

“Instead of preaching to the public 
about free enterprise why not stimulate 
your public to think for itself. The 
motivation in this connection can be the 
emotional appeal and insurance com- 
panies know the value of such appeal.” 
In closing the speaker stressed the im- 
portance of spiritual and moral values 
in America today. 

Jarvis Leads Forum on Advertising 

Next feature, a forum on “What's 
Good or Bad in Insurance Advertising ?” 
was introduced by Ronald Jarvis, Jr., of 
“The Spectator.” It was preceded by a 
skit. Edwin E. Sterns, Travelers’ as- 
sistant publicity manager spoke for the 
companies; Warren W._ Rareshide, 
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» Surety companies. 
>it the Supreme Court were to decide 
© the same way in the case of perform- 
ance bonds as it did in the case of a 
» Payment bond, the 
"even more 
| Something must be done to restore the 
§ SUreties to the position which they had 
Prior to the Munsey Trust Co. case. 
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Surety Bond Producers 


(Continued from Page 38) 


recommended two aspects of sound pub- 
lic and business relations as follows: 
(1) to service with utmost fidelity even 
the least important client with the mini- 
mum bond requirement; (2) to partici- 
pate wholeheartedly in combating er- 
roneous trends concerning surety bonds 
which lead to changes.in existing bond- 
ing procedures. 

Paying tribute to the insurance su- 
pervisory authorities for their sympa- 
thetic understanding of the problems of 
the surety business, Mr. Lewis discussed 
the study, recently completed by Dr. 
Iules Backman, associate professor of 
economics, New York University School 
of Commerce, and published by the 
Surety Association of America, which 
presents a comprehensive report on_the 
economics of the surety business. Con- 
structive criticisms and recommendations 
offered concerning this study, Mr. Lewis 
declared, show the widespread interest. 

Later in the program the Backman 
report was analyzed through an audio- 
visual approach by Elmer C. Anderson, 
assistant secretary of the Surety Asso- 
ciation, who showed illustrated slides. 

Views Munsey Trust Co. Decision 


Ray Murphy’s topic was “The Impor- 
tance of the Munsey Trust Decision as 
Respects Contract Bonding.” The case, 
decided by the United States Supreme 
Court, was the United States vs. Munsey 
Trust “Go: (1947, 332: U.. S. 234). Mr. 
Murphy stated. that for many years 
companies, in fixing their premiums and 
in their underwriting considerations, had 
relied on what they considered to be 
certain fact stronger than mere assump- 
tion that the specified contract price 
would be paid as provided by the con- 
tract, and that if the surety at any time 
were obliged to perform or complete 
performance of the contract and to dis- 
charge any of the obligations covered by 


} contract bonds, the portion of the con- 


tract fund remaining in the hands of 
the one for whom the contract was per- 
formed would be available for the reim- 
bursement of the surety. 

A long line of decisions supported this 
contention, Mr. Murphy recalled, but by 
reason of the Munsey Trust decision 
the Federal Government has been able 
to set off against percentages of the 
contract price retained by the Govern- 
ment on government construction con- 
tracts, debts owed by the defaulting 
the Government, which 
debts, as in the Munsey Trust case, 


| were independent of and had no con- 
» nection with, and did not arise from, the 
F particular contract concerned. 


The speaker further said: “While the 
Munsey Trust Co. case pertained only 
to a payment bond, there can be no rea- 
son for doubting that in a given case 
the Government would make the same 
claims in the case of a performance bond 
as it made in the Munsey Trust Co. 
case. In fact, there is such a case now 
pending in the Court of Claims. If the 
decision in the Munsey Trust Co. case 
stands uncorrected, either by the United 
States Supreme Court or by legislative 


) action, the effects of the decision will 


he seriously adverse to the rights of 
It is apparent that 


results would be 
disastrous. Accordingly, 


Pia the afternoon session of Monday 
Our open discussions were led by H. 


| F. (Speed) Warner, Kansas City. These 
» oncerned today’s acquisition costs of 


the surety bond producer; the increas- 
Ing_tendency of losses on contract 
onds; a general discussion of commer- 


~ blanket bonds and blanket position 
onds, and the study of the surety busi- 


sac Prepared by Dr. Backman. 
cali Session With Company Men 
n the second day, March 15, the 


Fabian Bachrach 
C. W. OLSON, JR. 


As newly elected president of the 
Surety Bond Producers Mr. Olson 
brings a background of Midwest bond- 
ing experience dating back to 1921 when 
he went into agency partnership with 
his father, founder of the firm. The 
agency, established in 1893, operated in 
Chattanooga until 1921 when the Olsons 
moved to Chicago. Upon his father’s 
death in 1930 Mr. Olson took over as 
senior partner. Since then his brother, 
R. F., has joined the partnership, and 
his son, C. W., 3rd, entered the agency 
in January, 1949. 

Mr. Olson, who formerly served the 
association as first vice president, is a 
popular figure among casualty-surety 
producers. 





surety bond producers met jointly with 
surety company executives, the surety 
advisory committee of the Association 
of Casualty & Surety Cos., and repre- 
sentatives of other producers’ organiza- 
tions. Addresses were made by Captain 
J. E. Jelley, USN, deputy chief, Bureau 
of Yards and Docks, Arlington, Va.; 
Charles M. Upham, executive secretary, 
American Road Builders’ Association, 
and Colonel W. N. Carey, executive 
secretary, American Society of Civil 
Engineers. 

Captain Jelley discussed the contrac- 
tual and bonding policies of the Bureau 
of Yards and Docks. He put on the 
record that the bureau is responsible 
for the design, construction, operation 
and maintenance of the Naval Shore 
Establishment, which cost about $6 bil- 
lion and includes power plants, piers, 
breakwaters, shops, huge weight-han- 
dling equipment, and buildings of all 
kinds. 


The bureau, he said, is bond-conscious 
by law and by preference. “We now op- 
erate under the Miller act which re- 
quires that all public works contracts 
over $2,000 have a 50% payment bond 
and a performance bond deemed ade- 
quate by the contracting officer. We 
require a 100% performance bond.” 

Not only is the bureau contract bond 
minded, he added, but also bonding 
company minded, since it has had some 
unfortunate experiences with personal 
sureties. The requirement of depositing 
collateral to remain with the Govern- 
ment for one year after the project is 
finished has effectively discouraged the 
use of personal sureties, he noted. 

The importance and necessity of con- 
tract bonds is recognized by the Bureau 
of Yards and Docks, Captain Jelley de- 
clared. “We are conscious of the great 
effect they have had on reducing the 
risk which is inherent in the construc- 
tion industry. Even if contract bonds 
were not required by law, we would 
still use them by choice. But let me re- 
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Disability Benefits Bill 


(Continued from Page 38) 


tries of New York; Albert Reagan, Self 
Insurers Association of New York. 
Important Features of the Bill 
Unlike the setup under cash sickness 
benefits laws in California, Rhode Island 
and New Jersey, the Mai‘ler-Condon 
measure provides that administration of 
the insurance plan in New York will 
be handled by the Workmen’s Compen- 
sation Board of the state which now ad- 
ministers the workmen’s compensation 
law. The cost of administering the pro- 
eram will not be a charge on public 
funds or tax revenues. It will be self- 
supporting. Like workmen’s compensa- 
tion, the expenses will be reimbursed 
to the state by pro rata annual assess- 


ment against those who provide the 
benefits under the new law. The bill 
further contains a provision for ade- 


quate reserves and for assessments in 
event the reserves fall below an estab- 
lished minimum. 

Benefits under the bill will be as fol- 
lows: 50% of wages are payable for 13 
weeks of disability in any year, within 
a weekly maximum benefit of $26 and a 
minimum of $10. Benefits, it is noted, 
are to be payable for disabilities that 
occur on and after July 1, 1950. 

Accumulation of Funds 

An important feature of the setup is 
that from January 1, 1950 to June 30, 
1950, all employers and employes will 
each contribute a maximum of six cents 
a week to accumulate funds so that, on 
Tuly 1, 1950, payment of benefits to the 
disabled unemployed may begin. After 
July 1, 1950, the special fund will be 
financed by annual assessments against 
the self-insured employers, insurance 
companies and approved welfare plans. 

Employe-Employer Contributions 

Starting July 1, 1950, an employe will 
contribute one-half of 1% of his wages, 
but not more than 30 cents a week, 
toward the cost of the protection. The 
payroll deduction plan will be used. 
Employers will pay all the cost in ex- 
cess of this employe contribution. 

Existing welfare plans are preserved 
under this bill, and new plans may be 
worked out through agreement or col- 
lective bargaining. 

Insurance may be purchased either 
from the State Insurance Fund or from 
any private company authorized to write 
A. & H. insurance in New York State. 

Employers of four or more employes 
are subject to the requirements of the 
bill with certain exceptions, such as the 
religious, charitable and educational in- 
stitutions, and farmers. Employers of 
less than four employes and exempted 
employers may elect to bring their em- 
ployes under the law by voluntary ac- 
tion. 

Special Fund To Be Set Up 

Tt is further provided that those who 
become disabled during unemployment 
receive benefits from a special fund pro- 
vided for that purpose under the bill. 
Such benefits are payable to those re- 
ceiving unemployment compensation 
whose payments are suspended because 
of non-occupational accidental injury or 
sickness. Benefits are also payable to 
those workers who have not yet accu- 
mulated unemployment insurance bene- 
fit rights, but who have evidenced sub- 
stantial attachment to the labor mar- 
ket. In both cases, disability benefits 
may be paid as late as 26 weeks after 
employment is terminated, for up to 13 
weeks of disability in a year. 

A stipulation in the bill is that the 
disabled employe must be under the 
care of a physician, unless the chair- 
man has waived the requirement of such 
authorization. Any examinations as to 
the disability required to be made in ad- 
ministration of the law shall be with- 
out cost to the disabled workman. 

Employes are not entitled to receive 
benefits under the bill if they are sub- 
ject to receive benefits under any other 
provision of the law provided for occu- 
pational diseases or industrial accidents. 
In other words, duplication of statutory 
social insurance benefits is not  per- 
mitted. 





J. M. Cahill Talk 


(Continued from Page 28) 


position in the workmen’s compensation 
field. 

Mr. Cahill said that with extension of 
rate regulation to other kinds of casualty 
insurance there has been grave fear that 
because of inability to rate large risks 
properly there might be some further 
tendency to lose such risks to participat- 
ing carriers but for the most part, the 
stock companies have been holding their 
own very well because the rating sys- 
tems permit determination of accurate 
and realistic premiums for the larger 
risks. He continued: 

“Only in states where there is a high 
degree of uniformity in rates on the part 
of all carriers and rigidity in rating plans 
is there a competitive problem that is 
particularly difficult of solution. There 
the solution must lie in the use of suit- 
able, responsive experience rating plans 
and through the introduction of pre- 
mium discounts and optional retrospec- 
tive rating plans founded on the grada- 
tion by size of risk of the provisions 
for total production cost allowance and 
company expenses. 

“In almost all states, the experience 
and schedule rating plans presently in 
use by National Bureau companies make 
possible the development of realistic 
rates that are satisfactory to the car- 
rier, the producer and the insured. In 
the states where these plans are not in 
effect and where the rating procedures 
are rather rigid in character, definite 
progress is being made in improving 
the existing experience rating plans.” 

Program in New York State 

Mr. Cahill illustrated with the program 
in New York State, the most important 
premiumwise because it develops more 
than one-sixth of the countrywide lia- 
bility premiums and in which there is 
uniformity of rates on the part of vir- 
tually all carriers. He described the 
complete rating program for liability 
insurance in the state as approved effec- 
tive December 31, 1948, as follows: 

“Premium discounts reflecting grada- 
ticn of expense apply to New York lia- 
bility premiums according to the size of 
the risk for all states and liability cov- 
erages to be combined for premium dis- 
count purposes. 

“Premium discounts apply on a man- 
datory basis in the case of each policy 
where the total standard premium for 
liability insurance amounts to $1,000 or 
more per year. 

“Combination of policies for premium 
discount purposes is permissible pro- 
vided: (a) the policies are for the same 
insured; (b) the policies are written by 
the same carrier (or by carriers under 
the same management) and it agrees to 
such combination; (c) the policies have 
the same expiration date and are all 
written for similar periods, that is, all 
for one year or less or all for longer 
than one year. 

“Where the policy period is longer 
than one year, the premium discount 
percentage is based on the average an- 
nual size of the policy premium for lia- 
bility insurance. 

“Interstate application is permissible. 

Retrospective Rating Available 

“In lieu of premium discount, retro- 
spective rating is available by advance 
election to risks whose standard pre- 
mium is $5,000 or more per year. The 
same gradation of expense is reflected in 
the determination of the retrospective 
rating values. 

“The retrospective rating plan ap- 
proved is Plan D, under which it is per- 
missible to rate third party liability 
insurance alone or to combine such with 
workmen’s compensation for over-all re- 
trospective rating purposes. Under this 
plan, great flexibility is permissible in 
custom-tailoring the rating values to fit 
the requirements of the risk, but con- 
taining the same expense provisions as 
approved for the New York rate struc- 
ture. 

“In addition, tabular retrospective rat- 
ing plans consistent with the framework 
of Plan D are permissible, thus making 
standard plans readily available for quo- 
tation and use on risks where they are 
suitable.” 
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Acquisition Conferences 
Consider Court Action 


SCHOFIELD MAKES STATEMENT 





Oppose N. Y. Bills to Empower Superin- 
tendent to Fix Commissions; Hope 
for Declaratory Judgment 





Strong intimation that court action 
will be undertaken to determine the 
validity of the opinion of New York 
State Attorney General Nathaniel L. 
Goldstein delivered to Insurance Super- 
intendent Robert E. Dineen February 24 
that the Casualty and Surety Acquisition 
Cost Conferences are illegal and in re- 
straint of trade, is embodied in a state- 
ment issued March 10 by E. J. Schofield, 
chairman of the conferences. 

Specifically, the statement refers to 
the unanimous opposition of the confer- 
ences to bills now pending in the New 
York legislature which would place com- 
mission control in the hand of the Super- 
intendent of Insurance but it concludes 
with Mr. Schofield’s expression of hope 
that the question involved can finally be 
settled by a declaraory judgment or 
other affirmative court procedure and 
the statement that a special committee 
has been directed by the conferences 
to determine the feasibility of legal 
procedure. 

Meanwhile, it is the opinion of the 
members of the conference that the 
enactment of the measures would be 
prejudicial to legal determination of the 
issues and continuation of the confer- 
ences. 


Debate Strategy To Be Employed 


At last week’s meeting of the confer- 
ences there was considerable debate as 
to the strategy to be employed, as mem- 
bers of the conference hesitated to bring 
legal action to question the opinion of 
the Attorney General of New York. The 
possible effect of such action on the 
question of Federal legislation also was 
considered. It was reported, however, 
that there was unanimous opinion that 
the conferences as now constituted are 
operating on a legal basis and in the 
public interest. It was the final determi- 
nation to explore the feasibility of un- 
dertaking court action to determine the 
issue. Following is Mr. Schofield’s state- 
ment in full: 

“At a meeting on March 9, 1949, the 
Casualty and Surety Acquisition Cost 
Conferences by unanimous vote reaf- 
firmed their opposition to S. Int. 1977 
and A. Int. 2215, now pending in the 
New York Legislature, relating to auth- 
orization of voluntary cooperative com- 
mission agreements. Their opposition is 
based principally on the point that, if 
enacted, the measures would place com- 
mission control in the hands of the Su- 
perintendent of Insurance, in effect 
giving the Superintendent power to reg- 
ulate commissions paid to producers. 
This would take from management a 
responsibility which, in the opinion of 
the conferences, is a management func- 
tion. 

“The conferences believe they are now 
operating legally as a ‘service organi- 
zation’ under Sections 180 and 182 of the 
New York Insurance Law. The provi- 
sions of those sections give the Super- 
iniendent wholly adequate regulatory 
power over the conferences, but do not 
give him power to regulate commission 
payments. The conferences have oper- 
ated in the public interest, which is 
clearly evidenced by the fact that every 
Superintendent of Insurance in office 
since their formation, 26 years ago, has 
approved them. They were, in fact, 
formed with the aid and insistence of 
supervisory authority. 


No Complaints From Producers 


“With respect to proposals for con- 
sultations with producers on commission 
standards, so far as I am informed no 
producer nor any member of the public, 
has ever complained about the operation 
of the conferences. I am sure the pro- 
ducers are interested in substance rather 
than form. Producers’ groups and com- 
panies have always had the benefit of 
consultation on commission standards 


TWO PROMOTED AT ST. LOUIS 





American-Associated Cos. Name Des 
Champs Claims Superintendent; 
Behrens Payroll Audit Assistant 


C. A. Des Champs has been appointed 
superintendent of the head office claims 
department of the American-Associated 
Insurance Cos. at St. Louis, and Eugene 
T. Behrens as been named assistant 
superintendent of the companies’ payroll 
audit department at St. Louis. 

Mr, Des Champs is a native of Sumter, 
S. C., and was graduated from the 
Citadel, Charleston, S. C. He received 
his law degree from New York Uni- 
versity in 1932, He joined the American- 
Associated in 1938 in the New York 
branch office and in 1945 was made 
claims manager in their Newark office. 
He was a colonel in the Army in World 
War II. 

Mr. Behrens, who will celebrate his 
25th anniversary with the companies in 
May, has spent practically all of his 
business career with the companies at 
St. Louis, his experience including both 
general and claims accounting. He was 
transferred to the payroll audit depart- 
ment in 1943. 





Plan ‘D’ Approved in Hawaii 

The Hawaii Casualty & Surety Rat- 
ing Bureau, has approved for use in 
Hawaii the Retrospective Rating Plan 
“D,” effective March 1. 

The bureau has also adopted for use 
as of March 1, 1949, the automatic pre- 
mium adjustment rating plan, developed 
by the National Bureau of Casualty Un- 
derwriters. The plan provides for ad- 
justment of the premium after expira- 
tion of the policy on the basis of the 


APPROVES AUTO ENDORSEMENT 





Texas Commissioners Sanction Compre- 
hensive Personal Liability Endorse- 
ment for Liability Policy Form 


Casualty Insurance Commissioner J. P. 
Gibbs of Texas has issued a notice that 
the Texas Board of Insurance Commis- 
sioners has entered an order approving 
and prescribing the following rule to be 
inserted in the automobile casualty man- 
ual which became effective as of 
March 1: 


“A comprehensive personal liability 
endorsement may be attached to any 
Texas standard automobile liability pol- 
icy form provided the coverage is the 
same as to nature, scope, character and 
extent as afforded by the comprehensive 
personal liability policy approved by the 
Board of Insurance Commissioners pur- 
suant to Article 4698a, Texas Revised 
Civil Statutes, subject to rules and rates 
relating to liability insurance other than 
automobile. 


“Statistics for comprehensive personal 
liability coverage afforded in conjunction 
with an automobile liability policy must 
be recorded and reported in accordance 
with the rules of one of the approved 
general liability statistical plans.” 

While the board has not approved a 
mandatory endorsement form, it has ap- 
proved an advisory endorsement form 
which affords coverage that is the same 
as to nature, scope, character and extent 
as afforded by the comprehensive per- 
sonal liability policy. 





risk’s developed loss experience between 
prescribed minimum and maximum loss 
ratios. 


MISS BRAYTON JOINS ASS’N 
To Assist H. K. Philips on Publicity 
Matters; Formerly on Red Cros; 
Staff; Vassar Graduate 


Miss Josephine Brayton has joined the 
public relations staff of the Association 
of Casualty & Surety Companies as 
assistant to Harold K. Philips, manager 
of the information and publications de- 
partment. Miss Brayton, a Vassar grad- 
uate, will handle. publicity matters in- 
cluding preparation of news and trade 
magazine releases. 

Miss Brayton has ten years’ expericnce 
in the public relations field, most recent- 
ly holding the post of public information 
editor for the north Atlantic area of the 
American National Red Cross, at its New 
York headquarters. In 1945-46 she served 
as an assistant Red Cross field director, 
stationed at west coast military installa- 
tions in San Francisco and the Puget 
Sound area of Washington. 

Miss Brayton is a native of Boston 
where she was employed by an insurance 
company as writer and editor in the 
public relations department. She left in 
1943 for the wartime public relations job 
of handling selective service and veter- 
ans’ program affairs for H. P. Hood & 
Sons, large New England dairy firm. 





R. M. McWHIRTER PROMOTED 

Promotion of Richard M. McWhirter 
to the position of assistant manager of 
their Dallas branch is announced by the 
Fidelity & Deposit Co. of Maryland and 
its affiliate, the American Bonding Co. 
of Baltimore. Well known in Texas 
bonding circles and a native of Dallas, 
Mr. McWhirter has had 20 years of 
surety underwriting experience. 





prior to the conferences’ taking any 
action thereon, and it is fully expected 
that the same consultative procedures 
will be followed in any future operation 
of the conferences. These consultative 
procedures have given producers’ groups 
full opportunity to express their views 


relative to any contemplated changes in 
commission standards, and their views 
have always received consideration and 
have influenced the conferences in de- 
ciding the issues involved. Indeed, the 
results of these procedures have been 
so satisfactory in the past to the confer- 
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ences, producers’ groups and supervisory 
authorities that it is hardly realistic to 
now place them in jeopardy by passage 
of the proposed legislation. 

“The recent opinion of the Attorney 
General of New York, which held the 
conferences subject to the Donnelly 
Anti-Trust Act, is entitled to great 
weight. But I also have read contrary 
opinions, specifically those of two emi- 
nent lawyers who are active in anti-trust 
litigation. I sincerely hope that the 
question involved can be finally settled 
by a declaratory judgment or other af- 
firmative court procedure, but that pend- 
ing the outcome of such an action the 
conferences shall be held intact. I fear, 
however, that if the pending legislation 
is enacted first, it will be prejudicial to 
this course of action and to continuance 
of the conferences. 

“A special committee has been di- 
rected by the conferences to explore the 
matter further, and to continue confer- 
ences with the Superintendent of Insur- 
ance and others to determine the feasi- 
bility of legal procedure of this type.” 





Illinois State Senators 
To Investigate Auto Rates 


By voice vote the Illinois State Sen- 
ate adopted on March 9 Senate resolu- 
tion No. 12 to investigate automobile 
insurance rates in Illinois. Sponsors 0! 
the resolution are two Chicago Senators, 
R. V. Libonati and Frank Ryan. 

The resolution calls for appointment 
of a committee of seven Senators to 
investigate “the unusually high, exces- 
sive, and unreasonable motor vehicle 1n- 
surance rates now being charged and 
to determine the reasons, if any exist, 
for these premiums.” The committee re- 
port must be filed with the Senate by 
June 1, together with any recommenda- 
tions for remedial legislation, if sucli 's 
found to be necessary. 





GREEN JOINS TEXAS AGENCY 

W. R. Bagby, head of W. R. Bagby 
& Co., insurance agency of Dallas, Tex, 
announces that Todd Green, formet 
Texas state manager for Insuror’s [0 
demnity & Insurance Co. of Tulsa, Okla. 
has joined the agency as a partner and 
will specialize in workmen’s compensa 
tion insurance. 
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Disability Committee 
Approves Sales Course 
JOINT MEETING AT CHICAGO 





Recognizes Service of H. & A. Confer- 
ence in Promoting Training at 
the Local Level 


At a meeting of the Disability Insur- 
ance Joint Committee in Chicago, March 
6, the sales course of the National 
Association of Accident & Health Un- 
derwriters was endorsed and the plan 
to conduct it on a local association 
or agency level heartily approved. The 
committee recognized the service ren- 
dered by the NAAHU in promoting sys- 
tematic training of agents and recom- 
mended full association and company 
cooperation in promoting the course on 
the local level. 

The application to other cities of the 
Chicago plan for identification of group 
hospital insurance policyholders was dis- 
cussed and the committee recommended 
that local accident and health agents’ as- 
sociations channel any contemplated 
identification programs through the ex- 
ecutive headquarters of the NAAHU. 
Full details of the plan were studied, 
including the administrative steps neces- 
sary to set up an insurance identification 
program and some of the questions in- 
volved between hospitals and insurance 
companies that must be solved before a 
program can be developed. 


Discuss Public Information Program 


The public information program of 
the national association and agents’ li- 
censing bills were also discussed by the 
committee. 

Members of the committee attending 
the meeting included: Fred Grainger, 
Federal Life & Casualty; F. S. Vander- 
brouk, Monarch Life; and J. W. Scherr, 
Jr, Inter-Ocean Insurance, representing 
the Health & Accident Underwriters 
Conference; C. B. Stumpf, Illinois Mu- 
tual Casualty, Madison, Wis.; and G. H. 
Knight, Federal Life & Casualty, Cleve- 
land, representing the National Asso- 
ciation of Accident & Health Under- 
writers. Also attending were Wesley 
J. A. Jones, executive secretary of the 
National Association; O. J. Breidenbaugh, 
former executive secretary of the Na- 
tional Association; and John P. Hanna, 


| executive director and attorney, Bill- 


edward Howland, statistician, and James 
R. Williams, editor of the Health & Ac- 
cident Underwriters Conference. 

The group is a committee to cordi- 
nate the interests of agents and com- 


» panies for the development of accident 


§ National 
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and health insurance as a public service 
and includes representatives from the 
Association of Accident & 
Health Underwriters and the Health & 
Accident Underwriters Conference. 





Hearings in Illinois on 


Cash Sickness Benefits 


The Illinois Senate committee on in- 
dustrial affairs is holding a series of 
hearings on the Butler bill to inaugurate 
a cash sickness disability benefit plan 
in that state. At the first meeting last 
week, spokesmen for the Illinois Feder- 
ation of Labor, CIO and United Mine 
Workers appeared in favor of the legis- 
lation. Hearings will be resumed next 
week, 





MODLIN BUFFALO MANAGER 


Earl H. Modlin has been appointed 
Buf ffalo resident manager of the Fidelity 
& Casualty Co. of New York. He suc- 
ceeded Edgar E. Mueller, who has re- 
tired. Mr. Modlin has been with the 
company 27 years, and formerly was 
Manager in Minneapolis. 


Four A. & H. Producers 
Discuss Their Methods 


AT NEW YORK SALES FORUM 





Give Ideas on Prospecting, Answering 
Objections, Presenting the Sale and 
Closing; P. N. Brown Presides 





The sales forum staged by the New 
York Association of Accident & Health 
Underwriters on March 9 as the feature 
of its monthly luncheon meeting was 
led by Phineas N. Brown, Lindop 
agency, Monarch Life, who is vice presi- 
dent of the organization. Attendance 
was 44, 

John F. James, Jr., also of the same 
Monarch Life agency, the lead-off 
speaker, featured “Prospecting” and 
said that when he got recommendations 
from policyholders he never acted ex- 
cept through good friends. Experience 
has taught him that long lists of names, 
such as fellow club members, etc., do 
not bear much weight. Mr. Jones fur- 
ther stated that although he has been 
in the business only a year or so, he 
has as large a file of prospects now 
as when he first started. He stressed 


that prospect lists should always be 
kept up to date. 

Samuel Farber, United States Life, and 
connected with the James F. MacGrath 
agency, spoke on “Presenting the Sale.” 
He emphasized that his first step is to 
ascertain the amount of a man’s income 
so that the amount of indemnity will 
be commensurate with his income. He 
believes in a simple presentation show- 
ing the amount of indemnity per week 
and the amount of coverage for medi- 
cal reimbursement, hospitalization, acci- 
dental death, etc. The important point, 
he stressed, is not to offer a man cov- 
erage which would be insufficient for 
him to carry. Mr. Farber is a believer 
in the visual as well as the oral presen- 
tation. 

DeWitt A. Stern on Objections 

President of the association, DeWitt 
A. Stern, who heads his own agency, 
spoke on “Answering Objections.” He 
grouped them under three headings as 
follows: (1) I do not need it; (2) I can- 
not afford it, and (3) I already have 
such protection. Most frequent argu- 
ment heard today, the speaker said, is 
No. 3. This is because practically 
everyone has some sort of hospitaliza- 
tion or limited protection. To combat 
this argument Mr. Stern suggested: “We 
must find out exactly what coverage 
people have and then make clear to our 
prospects that hospitalization or waiver 
of premium under a life policy is only 
basic limited protection which should 

(Continued on Page 44) 
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“But, I had the right of way. 





“Maybe it’s a comforting thought to know he 


had the right of way but it’s much more com- 
forting and beneficial to know that his agent 
had sold him a Phoenix Indemnity Accident 
Personal Accident policies are good 
income producers—are easily renewed—lead 
to other business. You are missing a good bet 
if you don’t actively solicit this class of busi- 
ness. For particulars and circulars about the best 
policy on the market, ask our nearest office. 
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Pacific Mutual Restores 
More Non-Can. Benefits 

DOWNEY APPROVES “ACTION 

Effective March 31, This Will Be Fifth 


Restoration Made Since Dec. 31, 
1942; Involves $1,970,000 








A fifth partial restoration of benefits 
under its non-cancellable income policies 
in the amount of 7% has been author- 
ized by Pacific Mutual Life’s board of 
directors, effective March 31, 1949, and 
involving a total of $1,970,000. This 
restoration has been approved by Insur- 
ance Commissioner Wallace K. Downey 
of California. 

In announcing its action, Pacific Mu- 
tual Life sent the following statement 
to its general agents and claim repre- 
sentatives: 

“This, together with prior restora- 
tions, the first of which was made De- 
cember 31, 1942, will make the total 
amount of monthly indemnity payable 
after March 31, 1949, that percentage 
which was originally reinsured and as- 
sumed by this company plus 31% of that 
part of the monthly indemnity provided 
in the policy which was not so as- 
sumed. 

“These restoration payments will again 
fall into four different classifications, as 
follows: 


“(1) Current claims in force as of 
March 31, 1949—The payment will be 
7% of that part of the monthly indem- 
nity provided in the policy which was 
not originally reinsured and assumed 
by this company. Indemnity will be in- 
creased to those who continue on claim 
after March 31, 1949, by 7% of that 
part of the monthly indemnity provided 
in the policy which was not so assumed. 

“(2) Claims prior to March 31, 1949— 
The amount will be 7% as defined above, 
provided the amount is not less than 
$25. 

“(3) Claims closed prior to March 31, 
1949—If the 7% restoration amounts to 
less than $25, a minimum payment of 
$25 will be paid, provided the ‘deferred 
restoration balance’ is not less than $35. 

“(4) Claims closed prior to March 31, 
1949—If the total ‘deferred restoration 
balance’ is less than $35, the full amount 
will be paid.” 

“Interest is being paid on the amounts 
as outlined above at 344% per annum to 
March 31, 1949.” 

Announcement was made that with 
this restoration, involving an amount of 
$1,970,000, the restoration total will be 
$8,200,000. 





Forbes for Unauthorized 
Insurers’ Process Bill 


Insurance Commissioner David A. 
Forbes of Michigan is sponsoring a bill 
for an unauthorized insurers’ process act 
to facilitate the collection of claims by 
Michigan residents against unlicensed 
carriers. Representatives Bolt, Grand 
Rapids, chairman, and Graebner, Sagi- 
naw, member of the House insurance 
committee, are co-sponsors of the bill. 

Under such an act, the Commissioner 
would accept process for the unauthor- 
ized carrier and notify it of litigation 
and the carrier could then come into the 
Michigan courts and defend an action 
Commissioner Forbés has stated his view 
that the measure is necessary in view 
of the potentialities for Federal regula- 
tion of insurance. 
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N. J. Agents Clash With Union Man 
On the Placing of TIDB Coverage 


Pointed and embarrassing barbs were 
exchanged by agents and other in- 


surance men with Manuel Kurzberg, 
New Jersey state director, Textile 
Workers Union of America, in connec- 


tion with the state’s TDB plan, at a 
meeting March 8 of the Bergen County 
Association of Insurance Agents at Ori- 
tani Field Club, Hackensack. 

Substituting for Carl: Holderman, 
president of the New Jersey CIO Coun- 
cil, who was unable to attend, Mr. Kurz- 
berg had no clear nor ready answer to 
the essential question uppermost in the 
minds of the insurance agents attend- 
ing: “Why is it that in general, unions 
prefer and have sometimes required 
temporary disability benefits coverage to 
be placed in the state plan when private 
carriers can offer the identical or bet- 
ter coverage at the same rates?” 


Dealt in Wide Generalities 


Introduced by Robert Morril of the 
Alexander Summers Agency, president 
of the Bergen County Association, Mr. 
Kurzberg presented in wide generalities 
some of the major objectives of union 
activities, one of the foremost of which 
was an extension of all lines of social 
security. Speaking of his own union, he 
said that a study of 353 textile compa- 
nies indicated that 96.6% had employes’ 
life insurance programs, 92.1% group 
A. & H., but only 5% had temporary 
disability benefits. The latter factor was 
in large part responsible for activity 
of the unions in effecting a disability 
program in the state, he said. 

Mr. Kurzberg said his unions were 
satisfied only with the private life in- 
surance company programs now in ef- 
fect. He charged that employes are not 
getting the proper benefits for their 
money paid out for group insurance, but 
fell into what is becoming a common 
error in misinterpreting a report pub- 
lished in The Eastern Underwriter that 
the administration cost of A. & H. in- 
surance was between 34% and 42%. It 
was pointed out to him later in the dis- 
cussion that this referred to personal 
A. & H. and not group business. 

Although he skirted the issue, it was 
apparent from Mr. Kurzberg’s remarks 
that there were two principal reasons 
why unions generally prefer TDB cover- 
age in the state plan. First, he said 
that it maintains to a greater degree an 
opportunity for further collective bar- 
gaining, and secondly, unions would 
have a greater voice in state plans as 
against the identical coverage at the 
same rates in private carriers. 

The open debate brought out also 
some provocative questions from the 
union side that in turn remained un- 
answered by insurance representatives. 
Although agreeing that private insur- 
ance had done a “reasonable” job in 
the promotion and sale of all forms of 
social insurance coverages, Mr. Kurz- 
berg asked why it happened that private 
insurance is not more alive to the prob- 
lem and showed no initiative until forced 
into the field by union demands. 


Unions Fighting Only Monopolies 


As to the question whether unions fa- 
vor government operation of social se- 
curity programs, Mr. Kurzberg said that 
unions are fighting only monopolies and 
that competitive state funds encourage 
competition. He had no answer to a 
question by Francis T. Curran of the 
Loyalty Group as to why unions would 
deny a 10% commission to agents on 
a potential $3,200,000 commission income 
on disability programs in the state. 

Attended by almost 100 agents and com- 
pany representatives, the meeting also, 
through a report from Alan Livingston, 
chairman of the association’s grievance 
committee, referred to the state asso- 
ciation, with objections, a plan for a 


$50 deductible extended coverage con- 
tract in the state. Reasons given were: 
Agents would rather see a rate increase 
if justified than retraction from com- 
pany policy to broaden coverages; ex- 
perience does not justify the deductible 
factor from the standpoint of loss ratios; 
a differential should be made in the 
rate between risks on coast and risks 
inland, and the agents have not been 
asked to participate in conferences with 
companies on this matter. Mr. Liv- 
ingston asked for at least one year for 
further study on this problem. 

Among the guests present were Ollie 
Summerville, Deputy State Insurance 
Commissioner; Earl Munz, chairman, 
executive committee and Charles Un- 
ger, executive secretary of the New Jer- 
sey Association; John Conklin, immedi- 
ate past president of the state associa- 
tion and chairman of the National As- 
sociation’s disability committee, and 
George Fairleigh, secretary to the Na- 
tional Association’s Disability Commit- 
tee. 

The agents stood in tribute to the 
recent deaths of Frank E. Murphy, 
Ridgefield Park, and Charles Fountain, 
Hackensack. 





TO HOLD HEALTH INSTITUTE 





U. S. Chamber of Commerce to Sponsor 
Event in Cincinnati; Purpose Is to 
Combat Socialized Medicine 


A National Institute on Community 
Health will be held in Cincinnati April 
7, under auspices of the Chamber of 
Commerce of the United States. The 
program for the institute designates the 
over-all subject: “Has Your Community 
Kept Pace With the Nation’s Health 
Progress?” President Earl O. Shreve of 
the national chamber will open the in- 
stitute and will speak at the luncheon 
session on “The Employer and His 
Workers’ Health.” Speakers will include 
physicians and industrialists from all sec- 
tions of the country. 

In announcing the program, the cham- 
ber said: 

“A powerful attempt is being made to 
socialize medicine. A comprehensive pro- 
gram of medical care insurance costing 
up to 6% to 10% of payroll has been 
planned by the administration. All this, 
in spite of the fact that we are prob- 
ably the most healthy nation in the 
world and have the highest incomes. 

“The best protection against undue 
Government intervention in the people’s 
health and way of living is the effective 
development of individual and group re- 
sponsibility at the local level. To this 
end we are holding this community 
health institute.” 
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We placed an order by mail for two 
seats for “Death of a Salesman,” hit 
show playing in New York, and specified 
“first performance for which fifth row 
orchestra or better could be assigned.” 
We just received the elusive pasteboards, 
“TD, 1 and 3 orchestra” at the box office 
price of $3.60 each. They are for Satur- 
day matinee, July 30, 1949. As we hope 
to be in North Conway, N. H. at that 
time, we offer these tickets to the first 
reader who sends his check for $7.20 
plus charge for registered mail. Only two 
to a customer—‘“first come, first (and 
only) served.” Tickets will be mailed 
pronto. This offer ends at midnight 
March 31, 1949. 

* * x 

Fred (W. L. Perrin & Son) Bumby is 
slaying his friends when they ask him 
He says: “Like the inside 
of a stove.” When he is asked to eluci- 
date, he says: “Grate.” (It is items like 
this which cause us to realize that the 
art of repartee is slipping). 

a 

Roy (Roy Clark Service Agency) 
Clark recently sent us a “daffynition” 
of smelling salts. Roy said: “A group 
of sailors with ‘B.O.” 

* ok * 


Dr. Wesley (H. O. Business Consultant 
of Provident Mutual) Gadd drags him- 
self away from his busy desk in Phila- 
delphia long enough to say: “You put 
money in ’em, and if noise comes out, 
they’re juke boxes; if nothing comes 
out, they’re slot machines.” (Ain’t it the 
troot, Wes, ain’t it the troot). 

* * * 

When we spoke to the New Jersey 
Accident & Health Association in New- 
ark two months ago, Jules L. (Exec. V. 


” 





SS | 
VESTED RENEWALS 


Think of your own security as you sell security to 
others! For instance, if you were writing our Life, 
Accident, Health and Hospital insurance and should 
leave or die, you or your estate would continue to 
receive your renewals on a vested basis. Our Com- 
pany is a leader in providing the advantages of 
vested renewals for representatives. 


Want more details? Write in confidence. 


FEDERAL LIFE AND CASUALTY COMPANY 
DETROIT 2, MICHIGAN 





P., W. L. Perrin & Son and president 
of the Accident & Health Club of New 
York) Ullman made a few extempora- 
neous remarks. During the course of his 
talk, he gave the boys a succinct slogan. 
Later, we asked Jules whose slogan he 
had used. He confessed it was his very 
own, made up on the spur of the mo- 
ment. Every insurance man would do 
well to use it as a business precept. 
Here ’tis: “Fit the need and you will 
succeed.” Bravo, Jules. 
i 

Watch out, boys. Count Mueller’s very 
own column due next week, and it’s a 
honey.—Advt. 

* 

Remember the item last month from 
William F. (de Mattia-O’Brien-Slothus, 
Inc.) O’Brien aimed at Don J. (Wash- 
ington National) Wellenkamp? Well, 
Don sent us a copy of a letter he wrote 
to Bill, and. added this comment: “What 
a far-flung influence ‘Jestinourlane’ 
wields.” Think nothing of it, Don—just 
wanted to get you boys together. 

Pe Pike 

Ed (radio) Gardner says: “All men 

are cremated equal.” 


—MERVIN L. LANE. 





MANUFACTURERS NAMES TWO 





Kleckner Named Superintendent at Phil- 
adelphia and Karr Special Agent at 
Harrisburg Office 


President W. Stanley Kite of the Man- 
ufacturers’ Casualty Insurance Co., an- 
nounces the appointment of Kenneth W. 
Kleckner as superintendent of the Phila- 
delphia branch office and of John E. Karr 
as special agent in the company’s Har- 
risburg office. 

Mr. Kleckner, who succeeds Frank 
Curnow, resigned, comes to the Manu- 
facturers from the Cleveland branch of- 
fice of the New Amsterdam Casualty 
Co., with which he has been affiliated 
since 1938. He is a former Philadel- 
phian. 

Mr. Karr, a native of Philadelphia, 
has had 18 years insurance experience, 
some of it as special agent in north- 
central Philadelphia for the Employers 
Liability Insurance Corp. He spent 10 
years with the Thornley B. Wood Agen- 
cy, Philadelphia, in both underwriting 
and production. He will assist Harris- 
burg Manager Walter Jacobi and handle 
the central part of the state for Man- 
ufacturers. 





J. F. JOYCE HAS NEW SON 

James F. Joyce, Phoenix-London’s 
eastern department bonding superin- 
tendent, 60 John Street, was wearing 
his happiest smile this week as he 1s 
the father of a son, James F., Jr., born 
Saturday, March 12 in Norwegian Hos- 
pital, Brooklyn, N. Y 
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Aikin, Duncan Retire 
From Hartford A. & I. 


BOTH WITH CO. SINCE _ 1914 





Rutherford Announces Consolidation of 
Burglary and Plate Glass Depart- 
ments Under Keating 





At a meeting of the board of directors 
of the Hartford Accident & Indemnity 
Co. held March 8, it was voted to accede 
to the requests of Secretary Frank R. 
Aikin and Assistant Secretary Edward 
L. Duncan that they be retired. Com- 
menting on this action by the board, 
President Paul Rutherford said: “It is 
with great regret that we see Mr. Aikin 
and Mr. Duncan retire from active serv- 
ice with our company. They have given 
faithfully and unstintingly of their time 
and effort over the years and have 
not only been responsible for the success 
of their respective departments, but they 
have played an effective part in building 
good will, prestige, and business for the 
company as a whole. They are well and 
favorably known by hundreds of the 
company’s agents from coast to coast. 
They will be greatly missed by all of us. 
The lasting friendship of myself and my 
associates is theirs as we wish them 
health and happiness in their retire- 
ment.” 

Mr. Aikin began his insurance career 
with the National Surety Corp. in 1904, 
and for nine years served in the bur- 
glary department of that company as 
adjuster, inspector and superintendent. 
He came to the Hartford A. & I. in 
February, 1914, as superintendent of the 
company’s burglary department. He was 
elected assistant secretary in 1934 and 
secretary February 25, 1948. 

Mr. Duncan was born in Cedarhurst, 
L. I. Prior to his association with the 
Hartford A. & I. he was connected with 
the Fidelity & Casualty Co. of New 
York, first in the company’s plate glass 
department at the home office and later 
as a special agent in the New England 
territory. He became associated with the 
Hartford A. & I. February 14, 1914. 
He was first engaged in organization 
work for the company and later was 
made superintendent of its plate glass 
department. He was elected assistant 
secretary February 13, 1936. 


Departments Are Consolidated 


President Rutherford subsequently an- 
nounced that the company’s burglary and 
plate glass departments will be consoli- 
dated and will operate under the super- 
vision of Assistant Secretary James F. 
Keating. 

Mr. Keating was born in Quincy, Mass. 
He had two years’ teaching experience 
and then spent six years in the heavy 
construction industry before entering the 
insurance business. In 1931 he joined the 
F. & C. as an engineer. A year later he 
was transferred to agency work. After 
specializing on power plant insurance for 
five years, he worked as an all-time 
field representative, and for some time 
a major part of his activities was de- 
voted to insurance surveys. He became 
associated with the Hartford A. & I. in 
1942 as special agent in Connecticut. 
Upon the establishment of the company’s 
training center he served as director of 
training and supervised the instruction 
of several hundred of the company’s per- 
sonnel and agents. He was elected 
eo secretary of the company in 
9 





B. E, PRENTICE PROMOTED 


Elected Ass’t Secretary of Hartford 
Steam Boiler; Heads Its Home 
Office Claim Department 


Basil E. Prentice, claim department 
Superintendent of the Hartford Steam 
Boiler, was elected an assistant secretary 
by the board of directors at their meet- 
ing on February 28. 

Born in Southampton, England, Mr. 
Prentice graduated from the Southamp- 
‘on School of Arts and Sciences and 
Was studying in the engineering school 
of Hartley University when he left to 
serve in the RAF in World War I. He 





Casualty Managers of N. Y. 
Hosts to Brokers and Press 


Officers of leading producer associa- 
tions in New York and members of the 
insurance working press were guests of 
the Casualty Managers Association of 
New York at a luncheon Monday, 
March 14, held at 85 John Street. This 
is an annual get-together and is indica- 
tive of the desire on the part of New 
York’s casualty branch managers to fos- 
ter friendly relationships with other 
segments of the business. About 45 
attended including guests. 

E. J. Donegan, secretary of Loyalty 
Group’s casualty companies in charge of 
their New York branch offices, was the 
presiding officer and, in his capacity 
as chairman of the association, intro- 
duced the guests. He was in a felicitous 
mood. Brokers attending were Francis 
X. Nicastro, executive assistant to Presi- 
dent G. J. Mutuari of the Brooklyn In- 
surance Brokers’ Association, Inc.; Sam- 
uel I. Oberman, president, General 
Brokers’ Association of Metropolitan 
District, Inc.; George E. Nichols, presi- 
dent, Insurance Brokers Association of 
New York, and Benjamin Hemley, presi- 
dent, Queens County Brokers & Agents 
Association, Inc. 

President Nichols expressed apprecia- 
tion for the fine spirit of cooperation 
which the Casualty Managers Associa- 
tion has extended in its dealings with 
his organization and other producer 
groups, and said: “I believe that brokers 
and agents have derived more benefit 
from their conferences with you than 
with any other company group.” Mr. 
Donegan responded appreciatively to this 
compliment. 

Press representatives attending were 
Edward T. Cunningham, vice president 
and editor, The Weekly Underwriter; 
Wallace L. Clapp, associate editor, The 
Eastern Underwriter; Francis J. Mal- 
ley, managing editor, The Spectator; 
Carl O. Pierson, New York Journal of 
Commerce, and Charles S. Rosensweig, 
editor, Insurance Advocate. Mr. Rosen- 
sweig took the occasion to express him- 
self vigorously on the Mahoney bill in 
Albany which provides for voluntary 
cooperative commission agreements, and 
which, with amendments, has passed 
both houses of legislature. Although he 
did not condemn the bill he was critical 
of its “consultation with producers” pro- 
vision, 

Two new members were welcomed 
into the Casualty Managers Association 
by Chairman Donegan, being Dean M. 
Parker, compensation and liability man- 
ager of the Travelers’ New York office, 
and Thomas E. Maddams, who recently 
became New York manager of the Glens 
Falls Indemnity. 





COMPULSORY FUND BLOCKED 

Efforts of the Nonpartisan League of 
North Dakota to secure passage of a 
compulsory staté fund automobile lia- 
bility insurance bill in that state were 
blocked temporarily but the league did 
secure passage of a House resolution 
directing the legislative research com- 
mittee to look into the possibilities of 
establishing such a state fund. 





F. G. HAYNES DIES 
Frederick G. Haynes, 57, Ontario 
office manager of Canadian Surety Co., 
Toronto, died March 9. He had been 
manager since 1919, and was one of 
the first Canadians to underwrite auto 
casualty insurance. 





had been on the engineering staffs of 
several vessels of the Cunard Steamship 
Line when he joined Hartford Steam 
Boiler in 1927 as an inspector for its 
New York Department. He was made 
an adjuster in 1930 and was transferred 
in 1936 to the company’s home office as 
claim examiner. 

On April 2, 1943, Mr. Prentice was 
appointed assistant superintendent of the 
claim department and on March 1, 1945, 
he was named superintendent. 


SSA Gives Warning on 
Prevalent Check Racket 


ASKS HELP FROM COMPANIES 





Says Banks and Business Men Are 
Duped Into Accepting Social Secur- 
ity Cards as Identification Means 





A new fraudulent check racket in 
which banks and business men through- 
out the country have been duped into 
accepting social security cards as a 
means of “identification,” has been 
brought to the attention of the Associ- 
ation of Casualty & Surety Companies 
by the United States Social Security 
Administration. 

As a result of the disclosures of the 
Federal agency, David Q. Cohen, man- 
ager of the fidelity and surety depart- 
ment of the association, has notified the 
member companies that social security 
cards are not a safe means of identifi- 
cation and suggested that they ask all 
field men and producers to warn insureds 
that the cards should not be honored 
when checks are presented by strangers. 


Is Not Meant as Identification 


The social security card, it was ex- 
plained by the SSA, was designed to 
enable the Government to identify an 
individual worker’s wage record. It 
was not meant to be used as a means 
of general identification because the 
Government cannot possibly examine 
the character or authenticity of every 
person who applies for a card. Because 
the cards are issued by the United 
States Government, however, the SSA 
has discovered that many banks, mer- 
chants and other business men have 
taken it for granted that the holder 
has been investigated and is the person 
whose name is typed on the face thereof. 

In his letter to the member compa- 
nies of the association Mr. Cohen said: 

“Recently the association was visited 
by a member of the staff of the New 
York office of the Social Security Ad- 
ministration with regard to obtaining 
our assistance in publicizing the fact that 
social security cards should not be ac- 
cepted as a means of identification of 
those seeking to cash checks. It was 
stated that the Social Security Admin- 
istration had learned that a substantial 
number of persons were using social 
security cards for identification in cash- 
ing fraudulent checks with merchants 
and banks throughout the country. 

“The administration’s representative 
advised that any person applying to the 
Social Security Administration for a card 
will automatically receive such a card. 
Banks and merchants throughout the 
country, he stated, accepted these cards 
as a means of identification and appar- 
ently are unaware of the fact that the 
Government makes no investigation be- 
fore issuing them. He further stated 
that even when a bank calls the admin- 
istration office to check the authenticity 
of a card, the Social Security Admin- 
istration is forbidden by law to furnish 
any information whatever. 


Should Be Warned 


“The Social Security Administration 
believes, however, that all banks and 
merchants should be acquainted with the 
true situation and warned against ac- 
cepting social security cards as a means 
of identification for cashing checks. The 
administration felt that in view of the 
fact that most of the banks and many 
merchants are insured against such 
losses, the insurance companies would 
be in the most favorable position to 
make such information known. 

“The administration’s representative 
also informed us that while it would not 
neglect other methods of publicity, it 
would appreciate the assistance of inter- 
ested insurance groups. Any publicity 
assistance which your company can give 
in this matter will be gratefully wel- 
comed both by the Social Security 
Administration and by us.” 


No 
Business 





Direct 


w 


NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN 
President 





Invisible Armor 











W. Va. Compensation Bill 
To Liberalize Benefits 


A House-Senate conference committee 
in West Virginia considering legislation 
to liberalize benefits under the work- 
men’s compensation laws has reached a 
compromise settlement. The Senate re- 
ceded from its insistence on a $10,000 
ceiling on the amount of compensation 
to be paid a workman’s widow. 

The House accepted all other amend- 
ments by the Senate, among them a 
minimum scale of $12 weekly for tem- 
porary total disability. 

The bill as now drafted for final ac- 
ceptance by the two houses raises a 
widow’s monthly benefits from $30 to 
$50 and boosts disability pay from a 


scale of $10-$18 weekly to $12-$25. 





PROBES GROUP AUTO PLAN 

The Des Moines, Ia., City Council is 
considering the purchase of group auto- 
mobile liability insurance for all em- 
ployes driving municipally-owned ma- 
chines. The question of liability insur- 
ance has arisen in connection with the 
operation of the Iowa financial respon- 
sibility act. Although the city may not 
be liable in certain accidents, employes 
can be held personally liable. 
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of Insurance Advertising Conference March 14 





Bliss on Effectiveness of 
Insurance Advertising 


IS AD CONFERENCE KEYNOTER 





Says There Is Over-emphasis on Sales 
Force and Toe Little on Mission of 
Business to Protect Public 





“There is much good and very little 
bad in insurance advertising today, but 
it just doesn’t go far enough,” was the 
opinion of Robert L. Bliss, director of 
public relations, National Association of 


Eric Kastan 


ROBERT L. BLISS 


Insurance Agents, who keynoted the In- 
surance Advertising Conference at the 
Hotel Roosevelt, New York, March 14. 

Mr. Bliss had been asked to offer a 
critical analysis of the effectiveness of 
insurance advertising and stated that he 
thought he could sum up his opinion 
by saying that “insurance company ad- 
vertising in fire and casualty lines still 
spends too much time talking to itself 
and not enough effort addressing the 
American public which pays the freight.” 

“T think of two questions in measuring 
any insurance advertising—does it sell 
insurance? Does it explain the mission 
of our business in protecting American 
lives, homes and industry?” Mr. Bliss 
said, “I think much insurance advertis- 
ing today tries on the first count, but 
doesn’t add up on the second; and it is a 
more or less academic observation that 
if the answer to the second question is 
a resounding ‘yes,’ it is not necessary to 
worry about an affirmative answer to 
the first—the insurance will be sold, if 
the theory of the mission is told prop- 
erly.” 

Salesman Is Independent 


Possibly because of the unusual mer- 
chandising structure of the casualty and 
fire insurance business where the agent 
or salesman is an independent business 
man it is necessary that a great deal of 
company advertising be directed to the 
sales forces in the field. This has 
brought about an over-emphasis in the 
direction of the message to a point 
where today much insurance advertising 
may be classified as ‘talking to ourselves,’ 
and overlooking or disregarding the pub- 
lic interest and the householder or indus- 
trialist who pays the freight. After all, 
housewives, school teachers and civic 
clubwomen are people too--and a vast 
market potential.” 

Citing some instances of readership 
evaluation of current insurance company 
advertising, Mr. Bliss went on to devel- 


op an industry public relations blue- 
print -for-action which would entail 
insurance companies, company trade 





Ad Conference 


(Continued from Page 38) 


secretary, Daniel J. Walsh & Co, 
Philadelphia, gave the agent’s viewpoint, 
and A. L. Hanigan, special agent, Ohio 
Farmers Cos., spoke for company field- 
men. 

Centering attention on direct mail aids 
to agents, Mr. Sterns said that com- 
panies could save themselves wasteful 
distribution of such material if the 
orders from the field were checked and 
double-checked. It’s the old story of 
agents getting a large supply with good 
intentions to send them out, and then 
in the rush of things, they gather dust 
in the closet. These days Mr. Sterns 
wants to know when and how the agent 
is using the leaflets. He maintains that 
unless a direct mail drive is followed 
up results will not be forthcoming. He 
proved to one agent that circulars can- 
not just be delivered and then expect to 
get results without talking to prospects. 
Agents must also acquire confidence in 
their ability to explain business as well 
as personal lines of insurance, and Mr. 
Sterns demonstrated that his company 
and his own department is willing to 
help them along these lines. It resulted, 
in one instance, in a mid-western agent 
landing some good-sized factory busi- 
ness. 

Another agent, he said, had been 
spending $3,000 to $4,000 a year on local 
advertising and Mr. Sterns advised him 
to cut it down as there was not enough 
“selling appeal” in his ads to bring re- 
sults, Still another agent, he added, did 
a swell job in his ad copy in selling 
his town and its personalities. The 
notables were delighted to see themselves 
featured and did not forget the adver- 
tiser. 

Mr. Sterns talks to every new agent 
taking the Travelers’ home office train- 
ing course, and gives them advice on 
insurance advertising. He is a great be- 
liever in simplicity in ad copy. 

Rareshide’s Views 

Warren W. Rareshide, who is in his 
40th year with his agency, said he’s 
glad to receive advertising material from 
the companies, and if it looks good, he 
is willing to pay for it. Neither news- 
paper nor theater program advertising 
has paid his agency, he said. Ads in pro- 
grams simply open the door to solicita- 
tion by all charitable organizations. Best 
results are now obtained from member- 
ship in an executive’s club at which men 
in various lines of business can get up 
and “talk up” their facilities. Probably 
the best form of personal advertising, 
he said, is when the agent visits the 
insured after a fire, gives him friend- 
ly counsel, and delivers to him the loss 
draft. “That’s when our services are 
most appreciated, and when we make 
lasting friendships.” 

Hanigan on Fieldman’s Job 

Special Agent Hanigan declared that 
many companies have done an intelli- 
gent job in their trade journal and 
national magazine advertising by keep- 
ing names and services as rendered 





groups, agent and broker groups working 
together on a joint public education 
program through advertising and promo- 
tion to sell America on free enterprise 
insurance. 

“This is a great business and it offers 
a vital service,” Mr. Bliss concluded. 
“Not a wheel in America can turn with- 
out the services of insurance protection, 
but I doubt if under present terms we 
can hold the public attention long 
enough to drive home the most elemen- 
tary fact, encumbered as we are today 
with our own peculiar underwriting 
jargon, and motivated as the various 
segments of the business are by self- 
interest. Sort of like the segments of 
an orange, we are all independent but 
related. to each other—perhaps it’s time 
we stepped away a bit and took a good 
look at the whole orange, and tried to 
present that to the consumer.” 


through the American agency system 
in the minds of both agents and the 
insurance buying public. “Neither the 
individual nor accumulative effect of 
such advertising should be discounted,” 
he said, “as it is a proved fact that it 
makes some impression on the minds of 
those reading it.” 

Mr. Hanigan likes and has used pre- 
approach material successfully. He has 
found on numerous occasions that its 
use effectively eliminated the necessity 
of at least one or more additional calls 
“which might otherwise have been nec- 
essary in signing up an agent.” 

A believer in worksheets and survey 
forms, Mr, Hanigan recommended that 
IAC members make such material avail- 
able to the field. He is impressed by 
the information contained in them which 
is not generally in the manuals. Fur- 
ther, they enable the agent to concen- 
trate his efforts with the best possible 
results. The worksheets are of particu- 
lar value, he felt, to office or counter 
girls or those not entirely familiar with 
the rating manuals or policy forms. “It 
is only to be expected that the company 
providing this information and_ assist- 
ance will be remembered when business 
is placed he said. 

Mr. Hanigan’s closing thought-was that 
company ad men should utilize the field- 
man to the utmost. He suggested: “Tell 
him of your advertising program. Pro- 
vide him with advance copy. Get his 
reaction to your material .. .” 


“Aesop Glim” Is Luncheon Speaker 

George Laflin Miller, vice president 
of Doyle, Kitchen & McCormick, Inc., 
New York advertising agency, who con- 
ducts the popular and profitable column, 
“Aesop Glim’s Clinic” in Printers’ Ink, 
was the luncheon speaker. Introduced 
by J. A. Gernhardt, National Surety 
Corp., president of IAC, he made a hit 
with his address, “ Good Copy Just 
Doesn’t Happen.” With clinical dex- 
terity the speaker depicted the art of 
advertising copy writing beginning with 
the simplest definition that advertising 
is nothing more than writing a letter 
to overcome ignorance and indifference. 
But, he said, the art is devoid of known 
personality, whim or ego—it is con- 
ducted by faceless people who cannot 
sign their names. 

Mr. Miller offered the encouragement 


‘that if a copy writer keeps constantly 


at it, success is bound to come at least 
once in five years, and this is not by 
chance. It is only 20% common sense 
and 40% business sense. A _fool-proof 
ad can be written using the latter two, 
and it can be improved by using tech- 
nique, he said. He insisted that copy is 
intended to get action, not admiration, 
and that copy is the means to the end 
and not an end in itself. 

The speaker then scored the “cam- 
pagin” or “series” type of ad. No sales- 
man of washing machines calls on the 
housewife one day to sell the motor, 
the next to sell the wringer. “Sell all 
in one ad and say it again,” he urged. 

Continuing, Mr. Miller said that the 
inspirational ad copy writer fails if, he 
doesn’t substitute saturation for inspira- 
tion. He must like facts and get satu- 
rated with them before he puts his 
pencil to paper. It takes facts and se- 
quence to produce action-getting copy 
and with the facts copy all but writes 
itself and will support even poor writ- 
ing, he said. Know the product and the 
prospect. 

“Big Brass Stuff” 


“Aesop” also took a crack at the “big 
brass stuff’ in insurance advertising, 
citing a piece of copy containing the 
words “We grant protection.” He ex- 
claimed: “Grant protection! I’m buying 
it—they grant me nothing. They are 
selling me money to replace losses.” 
He took the age-old exception to legal 
language which make up policies. Even 
in court, he said, good common every 
day language does just as well and it’s 
what the jury understands; why not do 
likewise in insurance policies? 

Mr. Miller concluded that the best 


asset a copywriter can have is igno- 
rance. He must take this attitude at 
the very beginning of his job as sophis- 
tication makes no impression on the 
majority of people, and doesn’t even 
appeal to the sophisticated buyer. He 
who knows it all likes to see what he 
already knows. It confirms his confi- 
dence in his knowledge. The speaker 
further said: 

“Emotion is incomplete inactivity and 
that’s what a copy writer should aim to 
arouse. Produce an emotional reaction. 
And that isn’t achieved by logic. Don't 
try to sell the age of your company. 
Your prospect wants to know a very 
simple fact: ‘Do you pay your claims’” 

A noticeable feature of this IAC 
meeting was Dwight Ely’s graciousness 
at the close of each address in present- 
ing the speaker with a memento of 
the occasion. For Mr. Miller it was 
a framed picture of “Aesop Glim”; for 
Dr. Link a framed horoscope, and for 
the forum speakers, cigarette lighters. 





Blatchford’s R dations 
As afternoon chairman, Mr. Ely 


started off by reading the report of 
Ralph C. Blatchford, Employers’ Lia- 
bility, in which recommendations for 
IAC research surveys were made, Mr, 
Blatchford could not attend the meet- 
ing, and he expressed his regrets in a 
letter to Mr. Ely. He sounded out IAC 
opinion on whether a survey should be 
made of (1) methods of distributing 
sales material to agents; (2) methods 
of merchandising such material; (3) 
methods of identifying the agent at the 
point of sale; (4) recognition of agent's 
anniversaries; (5) how best to handle 
agent’s requests for sales material, and 
(6) methods of gathering and dissemi- 
nation of publicity. 

Upon motion of C. E. Freeman, 
Springfield Fire & Marine, it was de- 
cided to refer the Blatchford report to 
the executive committee and that the 
decision be later reached in executive 
session as to whether IAC members 
should be polled on the recommenda- 
tions submitted. The subject will come 
up again at the fall annual meeting of 
the conference. “ 

Chairman Ely took the occasion to 
express IAC thanks to Ronald Jarvis 
and Robert E. Brown, Jr., Aetna Affili- 
ated Companies, for their program- 
building job, and each took a_ bow. 
Among new faces seen at the meeting 
was that of John Ahlers of American 
International Underwriters, who as a 
new member of the conference, enjoyed 
his first meeting. 


Closing speaker was A. Bruce Biel- 


aski, assistant general manager, Na- 
tional Board of Fire Underwriters, 
giving an off-the-record talk on “In- 


dustry Public Relations.” The film, 
Advertising’s New Dimension,” released 
by the Advertising Council, Inc., was 
also shown, 





Four A. & H. Producers 


(Continued from Page 41) 


be supplemented by more adequate cov- 
erage. I recommend that we do not 
try to disturb the coverage a man al- 
ready carries, but to sell him on the 
idea of broadening it and thus having 
more A. & H. protection. Certainly 
many people do ‘not realize that a hos- 
pitalization policy does not provide any 
weekly indemnity.” 


Saul Kornreich, insurance broker, who 
spoke on “Closing the Sale,” said that 
he felt like a missionary in presenting 
A. & H. insurance to clients and pros- 
pects. Nothing is as fundamental as this 
form of protection, he said. It was 
somewhat difficult for him to define 
the term “closing” as the entire trans- 
action of the sale is an attempt to close, 
whether at the beginning, the middle, or 
the end. Mr. Kornreich further em- 
phasized the importance of selling an 
adequate amount of weekly protection. 
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Surety Bond Producers 
(Continued from Page 39) 


mind you that you have responsibilities, 
too—you must discourage contractors 
who do not have the financial backing 
or who lack the know-how from under- 
taking our work. The relations between 
the surety companies and the bureau 
have been mutually successful in the 
past and there is no reason why this 
fine cooperation should not continue.” 
Highspots of Upham’s Address 


Another important aspect of the con- 
struction industry was presented by 
Charles M. Upham executive director, 
American Road Builders’ Association, 
Washington. He declared that the vast 
mileage of good highways and sound 
bridges are monuments to the effort, 
skill and knowledge of the industry 
which builds them. “They testify to the 
progress of the construction industry 
far more than words of praise. This 
refers primarily to the highway en- 
gineer, the contractor and his partner, 
the surety company.” 

The multiplying effect of construction 
by contract is substantiated by an actual 
record of construction in the highway 
industry, Mr. Upham said. An invest- 
ment of $100 million in highway con- 
tracts produced an immediate total busi- 
ness of $315,000,000, which expenditures 
include not only the amount of the orig- 
inal contract, but also the handling and 
processing of materials, equipment, labor 
and services that are necessary in com- 
pleting the work, thereby placing con- 
tract construction in the category of an 
economic catalyst. 

“Contract construction,” added Mr. 
Upham, “is free enterprise at its best. 
Force account work is not only uneco- 
nomical, but is contrary to the basic 
concepts of free enterprise. It eliminates 
competition which is not in accord with 
democratic principles. The contract 
system is the American way of doing 
business.” 

In earlier years of the construction 
industry a number of causes led to fre- 
quent defaults by contractors, Mr. Up- 
ham declared, but a more realistic ap- 
proach on the part of the surety com- 
panies vastly improved this situation. 
“The surety company with its engineer- 
ing staff,” he said, “now furnishes a 
real guarantee of contractor perform- 
ance and by requiring proof of physical 
and financial ability to carry on the 
work, places the contractor in a se- 
lected list. The assurance that the con- 
tractor is qualified to carry a contract 
through to completion is of primary 
importance to the contracting agency. 
The surety companies are essential 
partners in the highway contracting in- 
dustrv, not only in providing financial 
stability but by raising construction 
standards. They are playing a great 
part in the nation’s highway construc- 
tion program.” 


W. N. Carey’s Recommendations 


As the closing speaker of the Tues- 
day morning session, Colonel Carey de- 
clared that as lone as the present eco- 
nomic svstem remains in effect. nrivately 
owned insurance comnanies and suretv 
hondine companies will continue in busi- 
ness. “I can think of no tyne of nri- 
vate business which affords the nublic 
ereater benefit than these. The theorv 
of the spread of risk is elementarv 
lovic.” He advocated a greater number 
of engineers in the suretv business and 
also some uniform but comnlete method 
of investigating and renorting on the 
Dast performance records of contractor- 
customers by engineers and architects. 


Concluding session of the meeting, fol- 
owing an enjoyable luncheon, was fea- 
tured by discussions of problems of 
countersignature; contract specifications 
as related to local surety control, and 
the recently promulgated public official 
blanket bonds. 


James E. Powell Luncheon 
Speaker, Chicago Congress 


Chicago, March 15—After 37 years of 
experimenting with socialized medicine 
James E. Powell, vice president, Provi- 
dent Life & Accident, told .the annual 
sales congress March 15 of Chicago Ac- 
cident & Health Association that Eng- 
land has failed to reach the proportion 
of doctors to population found in the 
United States, nor has national health 
approached the high level here. In Eng- 
land, he said, there is one doctor to 
about each 2,000 persons; over here 
one to 750. 


Mr. Powell discussed provisions of the 


new house bill in Congress to extend 
social security, embracing compulsory 
health insurance, and said it is apparent 
that its proponents’ estimates of tax 
rates under it are very low. Cost may 
eventually run to 10 or 20% of payroll. 
Agents should get busy, do a better job 
of selling, see their companies about 
better policies, for as any need for com- 
pulsory cover disappears, so will the 
arguments for it, the speaker said. 
There were nine stimulating talks on 
sales subjects by experienced A. & H. 
men. Irving G. Wessman, Loyalty Group, 
as president, presided at the luncheon 
which Mr. Powell addressed. E. H. 
Mueller of Milwaukee was presented 
with the framed Harold R. Gordon 


memorial resolution from the National 
Association of Accident & Health Un- 
derwriters for his part in spark-plugging 
the fund drive. Representatives of the 
Milwaukee, Peoria, Ill, and Wisconsin 
associations were guests. 

Melvin J. Evans of Chicago will ad- 
dress the April 19 meeting of this asso- 
ciation on “Human Engineering.” Mrs. ~ 
Helen S. Fisher, president, Illinois 
Women’s Press Association, Chicago, 
will also talk. R. J. Wetterlund, vice 
president-general counsel, Washington 
National, will speak at the May 17 
meeting on “A. & H. Claims and Legis- 
lation” and new officers will be named. 
The annual outing is to be in June at 
St. Andrews Club. 
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This is a business-winning combination. 


It opens the door to easier sales...and 
9,500 F&D agents know it. Here’s 


what it stands for: 


49- the number of F&D field 
offices spotted throughout 
the country, each staffed 
with practical men whose 
sole assignment is to 
help agents and brokers 


build business. 


59-the number of years 
during which F&D has 
specialized in fidelity and 
surety bonds: over half a 
century of constant growth 
to the point where, today, 
F&D handles a larger gross 
volume of fidelity and surety 
business than any other company 


in the entire industry. 


O- ‘the number of obligations which F &D has failed 
to settle promptly and fully, good times or bad... 
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NAIA Group Sees Progress Toward 
Getting Long Haul Truck Coverage 


The long haul trucking research com- 
mittee of the National Association of 
Insurance Agents, of which Walter S. 
Attridge, Boston, is chairman, has sub- 
mitted a report to the executive com- 
mittee of the association summarizing 
studies made over a period of two years 
on the subject of inadequate insurance 
coverage for trucking risks. 

The committee states that a recom- 
mendation which NAIA spokesmen had 
made was to create an organization to 
provide loss prevention and claim service 
to the trucking industry, so that in- 
surance companies who presently are 
not equipped to provide this service 
would be enabled to use the facilities of 
such an organization; thereby allowing 
them to become interested in offering 
trucking risk underwriting protection. 


Industry Studying Rate Methods 


It was also reported by the com- 
mittee that a suggestion was made to 
the Association of Casualty and Surety 
Companies that this organization had 
the means within its structure to provide 
such service using accident prevention 
department of the association as the 
nucleus of such a development. 

While the proposal was not accepted 
by the company group, Mr. Attridge ex- 
pressed the oninion of his committee 
that constructive progress had been 
made to focus attention of the insurance 
industry on the needs of the trucking 
industry. 

“We understand that the insurance 
rating bureaus are presently in progress 
of analyzing existing rating methods, to 
determine if inequities exist and to take 
proper corrective measures where in- 
eauities are found.” Mr. Attridge said, 
“There is no question but that our 
agency companies are definitely in agree- 
ment with us that trucking insurance 
should be put on such a basis that we 
should have no need to regard it as 
accommodation business. 

“We also feel that there is a brighter 
side to this picture as we believe that 
the attention of our company executives 
has been intently and sympathetically 
focused on trucking insurance problems 
and that present offerings of this class 
of insurance are receiving a more favor- 
able reception than heretofore. 

“We have caused the companies to 
realize that there have been some in- 
stances of absences of coordination in 
their own organizations, in that the ex- 
ecutive branch of the companies has not 
made fully known to the underwriting 
branch their present. views on under- 
writing of trucking insurance. But we 
believe that this situation is being cor- 
rected where it existed, 


Agents Not Truck Experts 


“We also believe that insurance com- 
pany executives fully realize that it is 
not feasible for a producer to specialize 





Bituminous Improves Its 


North Indiana Agcy. Service 

The Bituminous Casualty Corp., of 
Rock Island, Ill., in a move to improve 
its service facilities in northern Indiana, 
announces that agencies in Lake, La 
Porte, Porter and St. Joseph Counties 
will be serviced by the company’s Chi- 
cago branch office. All service facilities 
will be provided by that office. 

In the past these counties have been 
supervised by the Bituminous branch of- 
fice in Indianapolis. The company has 
terminated all general agency agreements 
in this territory and all business in the 
future will be on a local agency basis. 


in trucking insurance and at the same 
time maintain a diversification of busi- 
ness; and it is likewise improper for 
a company to impose both conditions as 
a condition prerequisite to the acceptance 


of trucking insurance,” the committee 
chairman added. 
In conclusion the NAIA committee 


suggested that “should any case arise 
where it is evident that a trucking risk 
has not been afforded consideration in 
accordance with the spirit of this report 
then we urgently request all members 
of the National Association of Insur- 
ance Agents and the American Truck- 
ing Associations, Inc., to report promptly 
to this committee any such instances 
whereby anv deserving member of the 
trucking industry is unable to secure 
adequate insurance coverage under con- 
ditions which are fair and proner to 
company and assured alike, thereby en- 
abling this committee to make proner 
investigation and take necessary steps 
adequately to correct such faults.” 
Members of the committee. in addi- 
tion to Mr. Attridge. are Harold S. 


Bowen,, Norwalk, Ohio; Frank M. 
Chandler, Baltimore, Md.; Donald A. 
Bolton, Jacksonville, Fla.: McAlister 


Carson, Charlotte. N. C.: 
Denver, Colo.; W. RB. 


Milton Warren, 
Glassick, Holly- 


wood, Calif.; Lew D. Raeder, Boise, 
Idaho; Dean H. Dowis. Sterling, Colo.: 
George O. Johnson, Oskland, Calif.; 
MA eae M. Haldiman, Phoenix, Ariz.; 


. » Laylor, Cheyenne, Wyo. 
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E. C. PEDDERSON’S NEW POST 





Named By Moore, Case, Lyman & Hub- 
bard, Chicago Agency, As Cas- 
ualty Dept. Manager 

Edgar C. Pedderson formerly with 
Fred S. James & Co., has joined Moore, 
Case, Lyman & Hubbard, Chicago Agen- 
cy, aS manager of its casualty depart- 
ment. 

Mr. Pedderson’s business career began 
with the Insurance Co. of North Amer- 
ica in 1925 in its automobile department. 
I ater he was transferred to the casualty 
department. 

In 1928 he joined Marsh & McLennan 
in Chicavo in its automobile department 
and in 1935 entered the casualty depart- 
ment. Since 1945, Mr. Pedderson has 
been with Fred S. James & Co., as cas- 
ualty manager, including Lloyd’s of Lon- 
don. 


TO HEAR JOHN M. McFALL 
John M. McFall, vice president and 
counsel, United States Fidelity & 
Guaranty, will address the mid-year 
meeting of the Minnesota Association of 
Insurance Agents whose convention is 


April 23-29. 
GAYNOR’S 25TH ANNIVERSARY 


3artholomew J. Gaynor, senior under- 
writer with the New York branch of 
the Hartford Accident & Indemnity Co., 
marked the completion of 25 years with 
the Hartford organization, March 7 























SEABOARD SURETY COMPANY 


79 MAIDEN LANE, NEW YORK 


WHitehall 3-1484 


WwW 


FIDELITY, SURETY and 
FORGERY BONDS 





J. M. Cahill Confers With 
Virginia Agency Leaders 


James M. Cahill, secretary of the Na- 
tional Bureau of Casualty Underwriters, 
was in Richmond, Va., this week to 
discuss with directors of the Virginia 
Association of Insurance Agents the new 
rate regulatory laws bringing casualty 
lines not heretofore regulated under 
these laws. Filings of these laws have 
been made with the State Corporation 
Commission and a hearing on them is 
scheduled for March 22. Mr. Cahill, i 
is understood, will remain over to ol 
the hearing. He will also discuss with 
directors of the Virginia association the 
future rating program of the National 
Bureau of Casualty Underwriters. 

Before their conference with Mr. Ca- 
hill, the directors held a meeting to dis- 
cuss plans for the annual convention of 
the association to be held at the Hotel 
Roanoke in Roanoke, June 16 to 18. 





F. & D. PAYS BANK LOSS 


Full Restitution Made Within Few 
Hours After Daylight Robbery in 
Denmark (Wis.) State Bank 


Full restitution of the loss sustained in 
the daylight robbery of the Denmark 
(Wis.) State Bank March 4, was made 
by the Fidelity & Deposit Co. within a 
few hours after the robbery. Two 
masked bandits, flourishing revolvers, en- 
tered the bank just before closing time 
and while one stood guard in the lobby, 
the other herded bank employes and 
patrons into the vault and then scooped 
up all the available cash which amounted 
to $38,318. 

According to the bank president, the 
men worked with such speed that the 
whole operation took only about two 
minutes. Highway patrols and _ road 
blocks manned by hundreds of police, 
sheriffs, deputies and vigilantes in ad- 
jacent counties failed to halt the bandits. 

It is reported that for some months 
past surety companies have noted a 
marked increase in the number of suc- 
cessful bank holdups, 








NAMES THOMAS B. McGOWAN 





National Union Indemnity Appoints Him 
Ohio Manager, Headquarters, Cleve- 
land; Is Fordham Graduate 


Thomas B. McGowan has been placed 
in charge of Ohio operations by the 
National Union Indemnity Co. 

Mr. McGowan was born in New York 
City, attended Fordham University, re- 
ceiving his A.B. degree in 1931 and his 
law degree in 1934. He was admitted 
to the New York State Bar the same 
year, 

Entering the insurance business in 
1934 as claims manager for the Royal 
Indemnity Co. in New York, he became 
claims manager for that company at 
Syracuse, N. Y., in 1937. In 1939, Mr. 
McGowan entered production work as 
special agent in New York City, con- 
tinuing with the Royal as. assistant man- 

ager of Brooklyn branch, later being 
chosen to open the Forty- second Street 
branch as manager and continuing with 
that company until 1946 when he ac- 
cepted the position of manager of ihe 
Washington, D. C., branch office of the 
Massachusetts Bonding Co. which he 
leaves to enter the Ohio field for the 
National Union Indemnity. His head- 
quarters will be in the group’s offices 
in Cleveland. 
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GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1948 


ASSETS 
Cash in Banks and Offices. . . . . . $ 3,825,466.17 
Investments: 
United States Govern- 
ment Bonds. . . . $23,281,000.58 
Other Bonds. . . . . 8,912,317.84 
North Star Reinsurance 
Corporation Stock . —_5,407,098.92 
Other Preferred Stocks 1,361,320.00 
Other Common Stocks _6,480,604.90 


{| PL eee . 45,442,342.24 
Premiums in course of collection (not over 
QOdaysdue) ...........~. 41,526,666.54 
Accrued Interest. Cae eke 170,464.28 
Other Admitted Resits ea Maven aes 30,657.79 
Total Admitted Assets . .... . $50,995,597.02 
LIABILITIES 
Reserve for Claims and Claim Expenses . $22,986,091.47 
Reserve for Unearned Premiums. . . . 7,327,140.61 
Reserve for Commissions, Taxes and 
Other Liabilities. 2... . 2... . 3,586,441.59 
Voluntary Reserve. . . $ 2,095,923.35 
OE A er ee 5,000,000.00 
Surplus. . . . . . . . —10,000,000.00 
Surplus to Policyholders . . . . . . . 17,095,923.35 
MORRO ces Ae Nes 1 ae aca $50,995,597.02 


Bonds and stocks owned are valued in accordance with the 
requirements of the New York State Insurance Depart- 
ment. On the basis of December 31, 1948 market quota- 
tions for bonds and stocks owned (other than stocks of 
afliliates), Total Admitted Assets would be decreased to 
$50,979,218.19 and Voluntary Reserve to $2,079,544.52. 
Securities carried at $4,833,685.16 in the above statement 
are deposited as required by law. 





Casualty + Fidelity 
Surety 





NORTH STAR REINSURANCE 
CORPORATION 


Financial Statement, December 31, 1948 
ASSETS 


Cash in Banks and Office. . ..... $ 1,195,620.2a7 2 


Investments: 
United States Govern- 
ment Bonds. . . . $13,921,908.00 


Other Bonds. . . . . 1,598,431.66 
Common Stocks . . . 757,878.00 
Mortgage Loans. . . 17,370.00 
Weta 5 ASE A el a ee 16,295,587.66 
Balances due from Ceding er 
(not over 90 days due) . 5 765,412.80 
Acerued Interest’... 3. 0-3 6 eee a 72,007.02 
Other Admitted Assets ........ 29,781.94 
Total Admitted Assets . . .... $18,358,409.65 
LIABILITIES 
Reserve for Claims and Claim Expenses . $ 1,855,105.00 
Reserve for Unearned Premiums. . . . 10,715,676.80 
Reserve for Commissions, Taxes and 
Other Tiinhilitwe oe SA oo es 359,986.08 
Capital... . . . . . $1,300,000.00 
PRNOENS c..  e es n 4,127,641.77 
Surplus to Policyholders .... . 5,427,641.77 
Ota oo By Dees Set eons $18,358,409.65 


Bonds and stocks owned are valued in accordance with the 
requirements of the New York State Insurance Depart- 
ment. On the basis of December 31, 1948 market quota- 
tions for bonds and stocks owned, Total Admitted Assets 
would be decreased to $18,313,888.62 and Surplus to- 
$4,083,120.74. Securities carried at $513,458.56 in the above 
statement are deposited as required by law. 
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